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Sa// PERFORMANCE- 
// FITZGIBBONS 





HERE’S WHY: 


It has Fitzgibbons design 
for top installation conven- 
ience and service ease — 


It has Fitzgibbons properly 
proportioned firebox to as- 
sure ideal combustion — 


It’s a “flange” steel boiler 
—picks up the heat quickly 
—transfers it rapidly — 


It has Fitzgibbons free, fast 
water circulation—another 
reason for its quick pick-up 
and consequent fuel saving 


It has Fitzgibbons reputa- 
tion for economy. Always 
important, at today’s high 
fuel costs, more important 
than ever. 


"400” 


SERIES 
STEEL 
BOILER 





It has consumer eye appeal 
with an attractive, well- 
insulated jacket that adds 
beauty to utility. 







“400” Series boilers are ASME Code constructed, ‘‘Hartford”’ In- 
spected and S.B.I. rated for quality and reliability. In four sizes 
from 96,000 to 216,000 Btu net rating. For full details check with 
your local jobber, Fitzgibbons representative or write direct to 
Fitzgibbons Boiler Company, Inc., 101 Park Ave., New York 17, 
N.Y. Dept. DE-8. 


THE FITZGIBBONS BOILER 
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winter’s coming 


now’s the time to install 








‘FROST-PROOF” CLOSETS 


Now’s the time to sell and install VOGEL ‘“Frost-Proof” 
Closets to insure worry-free operation during cold winter 
months. Farm and rural homes and buildings, service stations, 
garages, warehouses, mill and factory operators don’t want to cones tauane 
go through another winter where low temperatures cause dis- VACUUM BREAKER 
comfort, inconvenience, costly repairs and replacements to 


closets. So here’s your opportunity to prove to them they can 
be sure with VOGEL “Frost-Proof” Closets because NOT 


ONE HAS EVER FROZEN. 


It’s easy to sell and install VOGEL Closets to rural and subur- 
ban areas, because the tremendous advantage and convenience 
of VOGEL “Frost-Proof” Closets makes sense and saves dollars. 


“FROST-PROOF” HYDRANTS 


For free-running water where and when you want it, there’s 
nothing like a VOGEL “Frost-Proof” Hydrant. It provides 
complete fire protection for farms, garages, service stations, 
parks, greenhouses, industries, etc., where running water must ; 
be available at all times. The dig selling point for VOGEL j 
“Frost-Proof” Hydrantsisthat NOT ONEHASEVER FROZEN. 7 
Of course, VOGEL Hydrants have other excellent qualities— | 
made of the finest materials, precisely engineered to give you | 
lasting trouble-free operation. 


Why don’t you go after this huge profitable market in suburban 
and rural areas. VOGEL gives you this EXTRA advantage 
which makes selling easier and installations more profitable. 


Hard hitting selling aids are available to help you get the vast 
hydrant installation business. 
Hydrants and Outfits are also furnished 


without Ball Check Waste VOGEL 
HYDRANT |) 


DEPENDABLE—ECONOMICAL — PROFITABLE 


JOSEPH A. VOGEL CO., WILMINGTON 99, DEL. 
Sold only through wholesalers of Plumbing Supplies 








! 
*® | 
| 


OVER TOP FLUSH 









vooct 
NO. 15 


BALL CHECK WASTE 


Users like the VOGEL 
Hydrant because it 
never foolsthem. When 
they see the handle in 
an upright position 
they know the water is 
surely shut off. Any 
hydrant that does not 
positively shut off will 
waste water in Summer, 
and is sure to freeze 
in Winter. 
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University General Hospital + College of Dentistry 


SKIDMORE, OWINGS & MERRILL 
architects 


general contractors 
HUFFMAN-WOLFE CO. 
plumbing contractors 
CRANE CO. 

plumbing wholesalers 





MEDICAL CENTER 
Columbus, Ohio 


Ohio Tuberculosis Hospital 
Columbus Psychiatric Hospital 


SKIDMORE, OWINGS & MERRILL 
SAMUEL R. LEWIS architects 
engineer SAMUEL R. LEWIS 
GROVE, DRAKE & PSATY engineer 


JAS. 8. BARNES COMPANY 
general contractors 

SAUER COMPANY 
plumbing contractors 
CRANE CO. 

plumbing wholesalers 


HERE SKILL AND HOPE ARE CREATED 


@ At OHIO STATE UNIVERSITY an eight million dollar 
Medical Center expansion project has been in prog- 
ress for several years. Five new medical buildings 
have been completed. Others have been enlarged and 
remodeled, and still others are to be constructed. All 
designing and equipping reflect the high precepts of 
the planners. The largest structure—the 12 story 
University General Hospital—has a 600 bed capacity. 
Nearly all patients’ rooms face south. The outer 


nines Pe Bs VALVES 


are sold than all other makes combined 





SLOAN VALVE COMPANY + CHICAGO = ILLINOIS_— 


Another achievérfient in efficiency, endurance and econ- 
omy is the sLoa® Act-O-Matic sHoweER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 


walls are almost entirely glass, and a broad canopy 
running the entire length of all floors prevents entry 
of direct sunlight during the summer months. Every 
room has toilet and lavatory. Each has an audible 
and visual call system to the nursing station and its 
own thermostatic temperature control. In these and 
other O.S.U. Medical Center buildings, as in other 
buildings of every type and size across the nation, 
all Flush Valves bear the name SLOAN... 











OHIO STATE UNIVERSITY 
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es CRAFT-CUT 
a with overhead canopy 
and light. 





finest in modern 
shower cabinet design 


qht Pe 
7 ; %% 











How fine can a shower cabinet be? Men 
who know, in every section of the 
country, tell us that for ease of installation, 
quality construction, streamlined 

styling, outstanding workmanship, Craft 
Shower Cabinets are far and away the 
foremost in the field. And they all agree 
they’re as easy and profitable to sell 

as they are handsome to look at. 
Example: The Craft-Cut with rounded 
corners, enclosed canopy, overhead 
light — for every type of installation, 

in homes of every size. All Craft Showers 
carry a Special Guarantee. Models for 

rm every type of installation. 





























The Craft Shower Cabinet 
Catalog o, the door to 
bigger sales, | 

faster turnover. Your copy 

is ready for mailing— write! 





CUTLER METAL PRODUCTS CO. 
1025 LINE STREET, CAMDEN 3, NEW JERSEY 


SPECIFY CRAFT—IT’S A WHALE OF A STALL SHOWER MANUFACTI 
° 2821 Bro 
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Code Apr 


SPEEDWAY AYILEN: FITTINGS 


1-3/8 O.D. Tube 


ivebenade 
OD. Tube Part No. 1958. 










1-1/2 O.D. Tube 


by 
1-1/2 Male LP. 
C.P. Die cast nut 
Part No. 196B 














ee LP, 
. 1948 





1-1/2 O.D. Tube 
by 
1-1/2 Female I.P. 


LP. 4 4 ‘ . eg r 9 oF Br lead CP. Die cast nut 
cost nut washers. Note use of brass ) Sw Part No. 1978 
compre n ring giving 4 
” etal seal \ 
Ss % ) ’ A me) 1ble with ag 1-1/4 O.D. Tube 
). Tube ad; a eee eaqg and rubber washers ) by 
by St Py = 1-1/2 Sweat LP. 


C.P. Die cast nut 
Part No. 198B 





1-1/2 O.D. Tube 
by 

1-1/2 Sweat I.P. 

C.P. Die cast nut 

Part No. 199B 

1-1/4 O.D. Tube 
by 

1-1/4 Sweat IP. 


Part No. 200B 


1-1/2 0.0. Tube 


by 
1-1/2 Elbow I.P. 
C.P. Die cast nut 

Part No. L197B 






For other then C. P. 0. C. Nut (B) 
SPECIFY: 








1-1/2 0.D. Tube 


by 
“A” RGH die cast slip nuts 1-1/2 Sweat elbow I.P 
“B’ C. P. die cast slip nuts C.P. Die cast nut 
“C’ RGH brass slip avis Part No. L1998 


“Dp” C. P. brass slip nuts 


Drainage fittings are manufactured from heavy duty red brass castings. Note: range of sizes 
covering the use with iron pipe in both male and female from 1 1/4” LP. to 1 1/2’ 
1.P. Also for copper drainage systems from 1 1/4 O.D. sweat to 1 1/2 O.D. sweat 


FOR COUNTER SALES SPEKouny ano SPL DELUXE FLERILE TUBES I 12% 20°, 2°. AND 36” LENGTHS 

gS bee ark ‘fom yl som a gl 
ress pos Eel Cat ta 
MANUFACTURING ea ae —s SS —_ ——_ 


FITTINGS POLISHED 
2821 Brooklyn Avenue, Detroit 1, Michigan sTawent 8 anctt ee rae mae Jamo 
SUPPLIES AND FITTINGS ARE Pmt w im soutoeee (6° 0.0.) AND SPEE-OELUXE (14°0.0.) TBE 























CP. Die cast nut I 
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ELECTRIC 


ant! Control Center 


10 modern electric “Control Centers’ handle the temperature requirements of 
CBS Television City 





CBS Television City, Los Angeles, world’s largest 
television plant. Architects and engineers: Pereira 
& luckman. General Contractor: Wm. Simpson 
Co. Air Conditioning and ventilating contractor: 
Kilpatrick & Company—all of Los Angeles, Calif. 


Brilliantly colored, ultra-modern des 
el ol oh EMC islet Mim atilicls MicMilt ee. 
ing exomple of contemporary archite 
Behind the scenes (below), Barber-Colme 
Mixing Damper Controllers assure delive 


properly conditioned air to office oceuy 


One of four giant studios, each occupy 
ing 12,100 square feet of floor space, 
each making unusually severe demands 
on the temperature control system. Com 
bined, the four studios are geared to turn 
out 22 times as much “production” in a 


yeor as the largest Hollywood movie lot 


10 “Control Centers’’ throughout building simplify installation, 
reduce costs, permit utmost flexibility for differing needs of 

each section of the “City.” Each Barber-Colman ‘Control Center” 
houses prewired accessories—switches, relays, transformers, 
resistors, etc.—and numbered terminal strips for connecting all 
components of each electric control system. Each system can 


be checked, revised, or added to at its own “Control Center.” 





ugust, 195 
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Television “City” aptly describes this unique new 
CBS Television production unit. Within its walls 
are practically all the ordinary activities encoun- 
tered in a small city—plus some unusual demands 
on temperature control systems. It’s a factory with 
paint shops, carpenter shops, design shops, produc- 
tion lines . . . an office building . . . a multiple audi- 
torium with four huge studios, three tremendous 
rehearsal halls. It has 12,000 feet of exterior all- 
glass walls, covers 84 acres—374,620 square feet 
of floor space. It’s a home for hundreds of people, 
virtually around the clock. 

Air handling requirements called for advanced engi- 
neering experience and techniques. Sixteen fan 


Three-way motor 
Operated proportion 
ing valves and two- 
way change-over 
valves handle flow of 
both hot ond chilled 
water with mixing 


for stuc conditioning 


ELECTRIC 





Aircraft Controls * Small Motors * OVERdoors and Operators * Molded 


Products * Metal Cutting Tools * Machine Tools » 


Hut), Control Center 


Automatic Controls « Aijr Distribution Products °* Industrial Instruments 


* ENGINEERING 


rooms located throughout the building meet the 
heating, ventilating and air conditioning require- 
ments. (Terrific heat peaks result from concentra- 
tions of light and electronic equipment.) All controls, 
from individual room Microtherms to three-way 
valves in the heating and cooling systems, are elec- 
tric. All of them are components of ten Barber- 
Colman ‘Control Center’ systems. Completed 
temperature control systems are as modern in 
appearance, as improved in function, as the building 
design. The complete story of this and other out- 
standing ‘Control Center” installations is readily 
available from your nearby Barber-Colman field of.- 


fice. For quick action, phone, or send coupon below. 


Drawing (left) portrays wide range of activities centered in 


Television City. Flexibility of electric controls permits handling of 


each different temperature requirement with maximum results, 


minimum costs. \ 


Partial view (below) of one centrifugal compressor ond 


chiller at right, water pumps at left. On wall in background is one 


of the ten modern electric Barber-Colman. “Control 








Centers.” 





¥ 
' 
} BARBER-COLMAN COMPANY, ROCKFORD, ILL, U.S.A, 
DEPT. H. 1308 Rock St. 
1 Gentlemen: Send me more information about the CBS Tele- 
vision City installation and details of your "Control Center.” 
! 
1 Individual alatialliea! 
! 
: Firm Name a 
I 
NOON hceclilcenanteancentinsilasiniges 
i 
a 

Textile Machinery 4 City—————— State 
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Angle and straight 
for tube compression connections 


Angle and straight 
for slip-joint connections 
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HARCRAFT BRASS STOPS guarantee you 
and your customer maximum value per 
plumbing dollar. Precision machined from 
solid, extruded brass, Harcraft Stops are free 
from hidden casting defects. They feature a 
two-piece packing with brass cap nut so de- 
signed that the Neoprene gland acts as a 
stuffing box. Fast acting, positive closing 
Harcraft Stops are available in a wide range 
of styles and sizes, triple chrome plated for 
lifetime luster. If there’s a Harcraft Brass 
Stop in your “flexible supply” kit, you know 
yo¥ and your customer are getting full value. 


Inside contour of the brass cap applies high pres- 
sure to the cylindrical Neoprene gland, acting as 
a stuffing box. Means no leaks. 





Harcraft 


BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, 
bar stock, forging stock, tubing and related mill products. 


All available with standard wheel 
handles or in the loose key style. 





Angle and straight 
for iron pipe connections 
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4 Powerful Reasons Why 


CHEVROLET ‘isc. TRUCKS 
will save money 
on your job... 


EXTRA THRIFTY POWER! The improved Loadmaster engine in 
heavy-duty models has new high-compression ratio (7.1 to 1) to 
squeeze more power .. . more work out of every drop of fuel. In 
light- and medium-duty models, Chevrolet’s advanced Thrift- 
master engine delivers top-notch operating economy. Both give 
you the extra-long life and day-in, day-out dependability for which 
Chevrolet valve-in-head truck engines are famous. 


ENGINEERED FOR THE JOB! Whatever you haul... wherever you 
haul it, your Chevrolet truck will be factory-matched to fit your 
requirements. That means you get the right power and the right 
chassis units throughout—tires, axles, springs and clutch—to suit 
your roads and loads. It means a truck that will do your job more 
easily ... more efficiently. 


MORE RUGGEDLY BUILT! New Chevrolet trucks are stronger and 
sturdier than ever before. Frames, for example, are heavier and 
more rigid. This extra, built-in stamina means miles added to truck 
life and dollars subtracted from upkeep costs! Another important 
“plus” you get with Chevrolet trucks! 


AND THEY LIST FOR LESS! No other truck offers all of Chevrolet's 
advance-design features . . . all of Chevrolet’s money-saving 
advantages. Yet Chevrolet is the lowest priced truck line of all! 
See your Chevrolet Dealer... . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance, 

































































I was going at top speed on my sales 
pitch and while I was talking, the cus- 
tomer tried to get a word in edgewise. 


The Sale | Never Forgot 


By Joun J. TAYLOR 
Orilla, Ontario 


It’s ALWAYS NICE to have the 
right customer in your store 
when you start your sales pitch. 
And it also helps if the customer 
doesn’t stutter. But when you 
mistake one customer for an- 
other and he does stutter, you’re 
in an awkward situation. It hap- 
pened to me. 

I must have been about 18 
years old at the time. My dad 
left me in charge of his plumbing 
and heating store and I made up 
my mind to do a bang-up selling 
job while he was gone. The phone 
rang before he was hardly out 
the door and I went into action. 

“Have you got a second hand 
sink for sale?” an elderly man 
asked. 


Into the Sales Pitch 


Well, that was certainly more 
encouragement than this young 
salesman ever needed. “Yes, sir. 
We surely, most certainly do,” 
I said, starting to work up a real 
lather over the prospect of selling 
him on the spot. 

“That’s fine. I'll be right over,” 
he answered and hung up before 
I could get in another word. Re- 
gaining my composure, I looked 
up a couple of used sinks, pol- 
ished them up a little and 


(Please turn to top of page 16) 
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Bite OURSELVES 


Don't Shave Your Profits 

Air conditioning dealers should 
restrict price cuts if they want to 
take advantage of forthcoming 
shortages. 

That’s. the advice of Eugene 
Tracey, vice-president of the 
Mitchell Manufacturing Company, 
Chicago. 

“Some air conditioning markets 
are witnessing the amazing spec- 
tacle of list prices being cut up to 
30 per cent,” Tracy reported. “Yet 
all indications show that a shortage 
in the supply of room air condi- 
tioners is developing.” 


Back on the Job 

Thomas Grace, the man who fell 
11 floors and lived to tell about it in 
Domestic ENGINEERING last month 
(p. 12), is back on the job again... 
in the basement. 

Grace, who is a steamfitter for 
M. J. Holleran, Inc., says he’s 
working in the basement “not be- 
cause of the height, but because it’s 
light work” He’s still working on 
the building from which he fell. 

“T’ve been back up,” said Grace. 
“Doesn’t bother me a bit. But from 
now on I'll watch very carefully 
where I’m standing.” 


What's This? 


A Swedish farmer has been dis- 
covered who heats his house with 
cows. 

The Minneapolis-Honeywell 
Regulator Co., which knows a lot 
about conventional heating, said it 
got the word from its Stockholm 
office. 

The farmer’s cow-powered heat- 
ing plant was said to work fine. He 
pipes air from his barn, where the 
cows maintain a pleasant warmth, 


12 


to his house and runs it through 
heating coils. Presto, the house is 
warm. 

Honeywell engineers got out 
their slide rules and figured it 
would take 23 cows to keep the 
average home cozy. They said a 
cow gives off about 3,500 British 
thermal units of heat an hour, and 
it takes 80,000 BTU’s to heat the 
average home for an hour. 


Just Call Marty 

President Eisenhower has with- 
drawn a request for two additional 
journeymen plumbers on the staff 
of the White House. 

Probably he feels that in a pinch 
he can call on Secretary of Labor 
Martin Durkin, who is president- 
on-leave from the steamfitters and 
plumbers union. 


Returns Trophy to U.S. 

It took a member of our industry 
to bring the coveted Wimbledon 
tennis singles title back to the 
United States. 

Vic Seixas, whose father is a 
partner in the Trio Supply Com- 
pany of Philadelphia, won the title 
from Denmark’s Kurt Nielsen in 
straight sets at Wimbledon, Eng- 
land last month. 

Vic lends a hand with the busi- 
ness whenever he’s not away 
winning titles. 


Sees $5 Billion Business 

The objective of the major ap- 
pliance industry is to develop a 
five-billion-dollar-plus business 
within the next ten years, accord- 
ing to Herbert A. Warren, manager 
of distribution for General Elec- 

(Please turn to top of page 16) 
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ELJER 


VITREOUS CHINA FIXTURES 


warer sea mionas 


SMALL IN Size, ENORMOUS In EXTRA VALUES 


The new Eljer Terry Lavatory and Trailer Closet 
Combination are for use by the trailer industry 
primarily, but adaptable to small powder room or 
toilet areas, where space is at a premium. 


The Terry, made of real vitreous china, resists 
stains and is impervious to the effects of ordinary 
household acids. Easy to clean and keep clean. 


The Trailer includes features usually found only 
in de luxe combinations. Reverse trap-way is full 
size, as in Eljer’s famous Duplex bowl. Tank has 
Eljer’s exclusive integral china overflow and ground- 
in valve seat. Tank fittings include Eljer’s Balanced 
Construction Ballcock (regular or anti-syphon). 


For further information about Eljer Plumbing 
Fixtures, write Eljer Co., Ford City, Pa. 


with Zrbcthrooms Sell Faster 





The TERRY 

SIZE: 16x 12!/2" 
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That’s The Sales Story to Help You Sell 


ALL 





RICH 


BOILER-BURNERS 


Today’s home owners are smart and value-conscious. 
They know it makes sense to install a plant that provides 
BOTH home heat and hot water supply in one space- 
saving unit. Why litter small basements with two bulky 
heaters? Why two separate fuel supplies and two sep- 
arate heating bills? 


There’s GOLD in this Sales Story. TELL IT! 


Why ALDRICH offers You 


This is the sales story Aldrich dealers tell — and this is 
how they are making new customers and friends! High 
efficiency, compactness and handsome styling provide 
exactly what home owners demand. Basements now are 
roomy playrooms — not “boiler rooms.” 


90% of the Heating Market 


Aldrich Boiler-Burners operate on oil or gas, as desired... 
are easily convertible. Oil and gas constitute 90% of the 
home heating market — your field with Aldrich. Remember, 
too, that over 60% of home heating plants are incapable of 
providing BOTH heat and hot water in one unit, with one 
fuel, in one space, as Aldrich can. 


Aldrich Boiler-Burners are soundly engineered, ruggedly 
constructed . . . strikingly simple . . . have automatic con- 
trols — all easily accessible. Dealers make more on service, 
because service calls take less time and labor. 
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The Aldrich 
Heat-Pak 
Boiler-Burner 





ALDRICH Features 


That Mean BUSINESS! 


@ Heat and hot water from a single unit. 
@ Removable hot water coil. 

© Easily serviced — easily cleaned. 

@ Accessibility of parts. 

@ Handsome hammerloid dress shell. 

®@ Removable combustion chamber. 


@ Balanced construction for maximum 
fuel efficiency. 


© Wide range of sizes, ratirigs. 


Write today for complete details, 







Aldrich equipment means excellent fuel combustion = pr tated specifications of the wide-range, 
maximum heat units from every unit of fuel. Space-Saving versatile Aldrich line. 
Fully Equipped 
ANOTHER COM PANY 
(BREEZE) Al ails on 
MAR K Breeze Corporations, Inc. 
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Step 


into 


the worlds most comfortable truck cab! 


Before you buy any truck... Make the 


[5-second SIT DOWN TEST 
in FORDS new Driverized Cab 



















Be 


Its new! Its DRIVERIZED! Only FORD has it! 


It’s a truck driver’s dream come 
true! You’ll know it too, in just 
the 15 seconds it takes you to... 
swing open the new wider doors... 
slide into the 3-man comfort seat 
with exclusive shock-snubber . . . 
sweep your eyes across the one- 
piece windshield and back to the 
4 ft. wide rear window... 

stretch out in big cab roominess... 
sigh a sigh of solid comfort. Man! 
What a treat for a working guy! 


The completely new Ford 
Trucks offer many great ad- 
vancements in easier driving and 
time-saving delivery, all at the 
same low price. 


They offer new power for sus- 
tained speed travel—new Syn- 
chro-Silent transmissions for 
faster, easier shifting—new set- 
back front axles for sharper 
turning—new features through- 
out to help get jobs done fast. 


Choose the one right truck for 
your work from over 190 com- 
pletely new Ford Truck models. 


And before you buy any truck, 
make the 15-second Str Down 
Test. It will open your eyes to 
comfort you never thought. pos- 
sible in a truck. See your Ford 
Dealer today! 


FORD éCovOMY TRUCKS 


SAVE TIME! SAVE MONEY! LAST LONGER! 
































The Sale | Never Forgot 
(Continued from page 12) 
thumbed through a catalog to 

brief myself while I waited. 
In a few minutes, an elderly 
gentleman appeared at the door 
and I rushed to the front of the 
store to meet him. “Here’s where 
I sell a sink or else,” I said to my- 
self and, before he could open his 
mouth, I went into my sales talk. 


I Laid it on Thick 

I laid it on thick and heavy 
while the old man sputtered and 
stammered trying to get a word 
in edgewise. The more I talked 
the more he waved his hands and 
tried to say something. So I 
threw in a pair of steel sink bolts 
as an added inducement. 

Then he grabbed my arm and 
started to say something. So I 
threw in a new sink strainer and 
gave him a flat price of $3.50. 

Shaking his head ruefully, he 
paid me the money and muttered, 
“J-I-I c-c-can use it f-f-for my 
s-s-summer cottage. B-b-but I 
came in here b-b-because 
m-m-my pipes are thawing out 
and |-l-leaking. M-m-my 
h-h-house is flooded. C-c-can you 
c-c-come over and sh-shut the 
w-water off?” 


Speak Up, Man 

“Why didn’t you say so,” I 
said, and he replied, “Th-th-th- 
th-that’s w-w-w-what I’ve been 
tut-tut-tut-trying to do.” 

Another man came in then and 
asked about the second hand 
sink. So I asked him to wait 
while I shut off the water for 
Customer Number One and then 
went back to Customer Number 
Two, gave him an inspired sales 
talk and sold him a new roll rim, 
high back sink (quite popular 
then). After the sale, back I 
went to Customer Number One 
and repaired the splits in his 
pipes. Before I left I told him 
that if he had any other trouble 
to be sure and speak right out. 

He eyed me grimly and said, 
“I sus-sus-sus-sure will.” 


| 
| 
| 
} 
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Between Ourselves 





(Continued from page 12) 


tric’s Major Appliance Division. 

Speaking on “The Value of a 
Franchise” at a meeting of the Na- 
tional Appliance and Radio-TV 
Dealers Assn. in Chicago recently, 
Warren said that such a figure 
might even be low “in light of the 
fact that our industry this year will 
probably sell at retail more than 
3-billion dollars worth of major 
appliances.” 


Aid for the Mop-Weary 

Anyone who’s ever caught the 
brunt of a woman’s scorn for trek- 
king mud or grease into the house 
will appreciate the latest bit of 
forethought by architects. It calls 
for an outside-the-house hot water 
tap. 

The Gas Appliance Manufactur- 
ers Assn. has reported that special 
taps for this purpose are now being 
marketed by the thousands in time 
to accommodate gardeners who 
generally head the list of mud- 
wallowers. 

Just to make sure that the out- 
side hydrant is both accessible and 
freeze-proof, it’s constructed so 
that it shuts off from outside the 
house, although the valve is on the 
inside. In other words, says J. P. 


Hutchinson, chairman of GAMA’s 


water heater division, when the 
faucet is turned off it activates the 
valve at the inside end of a 12-inch 
copper tube and no water is left 
in the tube to freeze. 


A Century of Progress 

Stuart Greenberg, president of 
Josam-Pacific Co. and M. Green- 
berg’s Sons, is currently celebrat- 
ing the 100th anniversary of the 
founding of the business. 

Morris Greenberg, Stuart’s 
grandfather, reached California in 
1850 in the wake of the gold rush, 
but finding things had slowed down 
somewhat, established the Eagle 


Brass Foundry. The number of - 


employees has increased from the 
original 15 to 250 today, and the 
plant facilities have grown from 
modest beginnings to an imposing 
modern structure in San Francisco 
with 14 branch offices. 

Josam-Pacific Company was es- 
tablished over 25 years ago to 
handle distribution of the Josam 
line on the west coast. 


Help for the Victims 


The Worcester (Mass.) local of 
the plumbers union voted to sup- 
ply free labor to replace plumbing 


damaged in the recent tornado to 


(Please turn to top of page 18) 





A Real Winner! 


There’s more than one way to 
get an air conditioner. 

This was demonstrated recently 
by the McAllister family of Wood- 
haven, Long Island, N. Y. Their 
appearance on “Beat the Clock”, 
a nationwide TV show, was re- 
warded with a Remington %-ton 
window unit. completely installed 
in their bedroom, free of charge, 
by the manufacturer. 

Mr. McAllister, a BMT subway 
motorman, often works at night and 
sleeps during the day. As he put 
it, “This is the best prize we could 
have won. I've had a tough time 
sleeping with the sun beating down 
on my room and the kids playing 
right outside the open windows; 
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this is sure going to make a 
difference in our way of living.” 





It was a big day for the McAllister 
family of Woodhaven, N. Y. when 
they won a Remington room air con- 
ditioner on a national TV show. 
Franklin Greene (center) of Reming- 
ton and Albert Risi (right) explain 
how the newly installed unit works. 
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lavatory 


A Richmond vitreous china lavatory provides the home owner with a fixture 
that cannot wear out! : 
Modern kiln-firing with temperatures up to 2800° F. produces a glaze hard as 
a natural sapphire. Impervious to stains and liquids, this durable surface is prac- 
tically scratch-proof. It is easily cleaned with a damp cloth . . . always sparkles .. . 
requires only reasonable care in installation. 

Dollar for dollar, vitreous china lavatories give more value. Compare prices — 
youll find lower costs in many styles and sizes. 

Wide choice of styles and sizes. Whiter-white and five decorator pastel colors... 
anti-splash rims... concealed front overflows. 

Give the home owner the best... and a modern home what it deserves . . .beau- 
tiful lifetime vitreous china by Richmond. 








sold through wholesalers 
Richmond Radiator Company dE-8 
P.O. Bex 111, Metuchen, New Jersey 


Please send me more information and literature on the 
complete Richmond Javatory line. No obligation, of course. 
nN <ree re 





RRMBALS -Sicnas tm siveAkdicebisebinr 66nd duadedcevedeunt sapusesacendbeiawcned 

COMPANY ...... ecvesecsce 

Richmond Radiator Co. id... . RPS 
Affiliate of Reynolds Metals Co. crry......... ZOnE..... otete::.... 


We are C] plumbing wholesalers (] plumbing contractors’ 
ED bullding contractors. 

















Between Ourselves 


(Continued from page 14) 
any homeowner in dire need. 

All those in need have to do is 
furnish proof to Thomas Cotter, 
business agent for the local, and the 
job is done. 


Bigger Kitchens Needed 

Kitchens must be redesigned 
and built to accommodate a “new 
arrival” —the food freezer — be- 
cause American homemakers have 
shown overwhelmingly that they 
want the freezer installed in the 
kitchen. 

This was the contention ex- 
pressed last month by George C. 
Foerstner, executive vice president 
of Amana Refrigeration, Inc. 

“But, unfortunately, many 
housewives cannot realize the wish 
because so many kitchens are too 
small,” Mr. Foerstner said. 

In calling upon architects, de- 
signers and builders “to make way 
for the freezer,” he revealed that 
31 per cent of Amana freezers to- 
day are being installed in kitchens. 

“Our engineers have concen- 
trated on designing freezers that 
provide the utmost food capacity in 
the smallest possible space,” Mr. 
Foerstner said. “But now help is 
needed from architects and kitchen 
planners. 

“Our surveys convince us that 
women want the convenience of 
the food freezer right in their 
kitchens, and that if kitchens were 
built to accommodate them, a 
vastly increased number of freez- 
ers would be installed there.” 


New Mexico Notes 

John Peke has been named ex- 
ecutive secretary for the Associ- 
ated Plumbing Contractors of Al- 
buquerque, N. M. A registered 
engineer, Peke formerly was a di- 
vision chief for the OPS office in 
Albuquerque. 

Peke’s new duties will include 
business management of the asso- 
ciation, cooperation with other 
groups and associations in the 
building field and public relations 
within the industry. 

Peke will also write a column for 
the association’s new magazine, 
“Merchandising and Domestic En- 
gineering News.” 








PERFECTLY TIMED 

La Crosse, Wis. — The business 
philosophy, “You Can’t Do Busi- 
ness from an Empty Wagon,” ex- 
pressed in the editorial in your 
June issue (p. 77) is perfectly 
timed. 

In fact, it is the theme we used 
in a recent sales meeting with ref- 
erence to stocking Trane products. 

With us, it becomes important to 
convince our customers that they 
should stock in advance of the 
heating season, not only so they 
will have stock on hand for quick 
calls, but so they can take advan- 
tage of pricing arrangements. Nat- 
urally, costs go down as order vol- 
ume goes up, just as production 
costs go down as production volume 
goes up. With larger orders we can 
produce more at lower cost and so 
pass savings on to our customers. 

So there’s a double-barrelled ad- 
vantage to maintaining adequate 
inventories: the contractor has 
stock on hand to handle jobs de- 
manding prompt action — jobs 
which might otherwise be lost— 
and the financial advantage ob- 
tained by stocking in quantity lots. 

E. A. SLOANE 
The Trane Company 


LEARNING BY DOING 
West Chester, Pa.—It is our be- 


lief that the plumbing contractor 
can, and is making his mark in the 
appliance industry. 

As a boost in this direction, we 
have recently completed a very 
successful appliance sales and serv- 
ice school. The two-day course 
featured all water bearing appli- 
ances made by a major manufac- 
turer. Several units of each model 
were actually put out of order and 
our contractor-dealer students 
were required to make the neces- 
sary diagnosis and repairs. Train- 
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ing in sales techniques was also an 
important part of the course. 

We have found that these train- 
ing schools really pay off .. . for our 
contractor customers and for our- 
selves. Martin CLoMPuS 


I. M. Clompus, Distributors 


WELL DESERVED 
Chicago—I was glad to see the 

judges in Industrial Marketing’s 
Editorial Achievement Competition 
give Domestic ENGINEERING’S “Bay 
City Story” well deserved recogni- 
tion with a first award. 

MERLE KINGMAN 

managing editor 
Industrial Marketing 


@ In competition with the entire trade 
paper field, Domestic Engineering’s 
“Bay City Story” was given first award 


for the best original research pub- 
lished in 1952 in Industrial Marketing’s 
fifteenth annual editorial competition. 
This recognition by the judges, who 
are experts in the field of marketing 
and research, is further evidence 
of the value of the “Bay City Story” 
as a market yardstick.—Ed. 


URGES FIGHT ON BID SHOPPING 
Boston—I’d like to convey the 


thanks of the National association, 
the Boston association and myself 
for the fine job you did in report- 
ing the fight against bid shopping 
(Please turn to top of page 23) 





FOR INDUSTRIAL, COMMERCIAL AND INSTITUTIONAL 
BUILDINGS, FACTORIES, SCHOOLS, OFFICE BUILDINGS, 
BUS TERMINALS, RAIL TERMINALS, PUBLIC BUILDINGS 


GORIEX4 














Corex Seats have a thick everlasting 
surface of lustrous plastic, molded over 


i 
S 7 é, a core of hardwood fibrous chips and 





resins compressed under tons of 


pressure. 


" Wherever hard use — even abuse 
— . — is expected, Master Plumbers know 
ee Corex will mean a satisfied customer. 
-) Because Corex Seats can “take it’. 
> 9 . st They never need replacing. 
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U-COTE FITTINGS 
RESIST RUST AND CORROSION 


AT NO EXTRA COST—you can buy black 
malleable fittings protected by U-Cote, an 
exclusive Union Malleable protective coat- 
ing. U-Coted fittings have been subjected 


to laboratory tests many times more severe 
than normal usage — and it’s a proven fact 
that U-Coted fittings will protect you 
against rust and corrosion loss. For home, 
business and industrial use, U-Cote de- 
serves first consideration. 


A COMPLETE LINE OF FITTINGS DISTRIBUTED 
THROUGH WHOLESALERS ALL OVER THE WORLD 
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Protection & Control 


IS OUR BUSINESS 













No. N40XL 


Self-closing T & P Re- 
lief Valve with anti- 
heat-lag extension 
thermo-bulb and test 
lever to protect against 
' overheating dangers of 
| hot water supply tanks 





No. 71 

Hot Water Tem- 
pering Valve to 
guard against scalding 
and to conserve hot 
water. 





and heaters. 


One piece Water Pressure Re- 
ducing Valve and Strainer to 
control harmful high water 
pressure. 





No. 74 


ASME Pressure Safety Re- No. 135HW 
lief Valve to prevent exces- | Feedwater Pressure Regula- ° <7, 
sive pressures in hot water tr with integral strainer to “7 










: : regulate make-up water and - 
ee eee es uaicsan: pressure No. 6OLWD Ks = us 
requirements in hot water Combination Boilerwater ¢& 
la heating boilers. Feeder and Low Water i 
. Cut-Off with alarm for 








low pressure steam boilers to automatically 
feed water as needed and guard against 
emergency low water conditions. 
















No. 89A 


Low Water Cut-Off Dual Control Unit to 
for gauge glass installa- automatically maintain 


be Met nin minimum and maximum 
steam boilers to preven pressure requirements 


burning out due to lack for hot water heating 
of water. systems. 
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line of its kind in the world 





Regulator Company 


LAWRENCE, MASSACHUSETTS. 
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Letters 





(Continued from page 18) 
in the June issue of Domestic En- 
GINEERING (p. 103). 

It is most important that this 
message reaches everyone in the 
industry, each and every one of 
whom suffer from the pernicious 
chiseling and bid shopping that is 
part of general contracting today. 
Articles such as yours will help 
do the job. 

The passage of Senate Bill 848 
will be of inestimable value and 
benefit to all of us who are part 
of the industry. I sincerely hope 
that Domestic ENGINEERING’s inter- 
est will continue and help us put 
over this much needed piece of 
legislation. 

Frep WILLIAMS 
Chairman, Legislation 
Heating, Piping and Air Condi- 
tioning Contrs. National Assn. 


DODGE REPORTS 
Hatfield, Pa—Can you tell me 
where I can get information about 
the Dodge Reports for new con- 
struction? 
Haro_p WISMER 


e@ The F. W. Dodge Corporation, Con- 
struction News Div., 119 W. @th St., 
New York City 18, will be glad to send 
information regarding its services.—Ed. 


PERMISSION GRANTED 
New York—At the present time 
we are preparing the material for 
our 1953 Industrial Management 
Symposium. This is a volume we 


have compiled annually for more 
than twenty years, consisting of 
articles and discussions by promi- 
nent authorities on all phases of in- 
dustrial management and employ- 
ee relations. 

We would like to have the privi- 
lege of using in the Symposium the 
article on “Employee Relations— 
W. A. Zimmerman’s Four Point Pro- 
gram,” which appeared in the Feb- 
ruary 1952 issue of Domestic ENGI- 
NEERING, and also, “The Planned 
Interview,” in the April 1952 issue. 

JoHN J. Murray 
general manager 
The Consolidated Reporting Co. 


© You have our permission to use the 
articles mentioned. Thanks for your 
interest.—Ed. 


SCHOOL’S OUT! 
Springfield, Mass.—Recently 


seven pupils received their diplo- 
mas on completion of a 3-year 
course on theory fundamentals and 
practical plumbing at the Spring- 
field Trade High School. I am en- 
closing a picture of the students, 
along with some of their work. 
The course is conducted by Wil- 
liam B. Kirk who is a plumbing 
and heating contractor in the city 
of Springfield. 

It is to Mr. Kirk’s credit that 17 
of his students have gone on to 
receive their Massachusetts Jour- 
neyman’s License during the past 
three years. 

Ricuarp T. GATTEN 


Shown in the above photo is a group of students who recently completed a 
three-year course in theory fundamentals and practical plumbing at the 
Springfield (Mass.) Trade High School. From left to right are Dennis J. 
Brunton, director of the school, students John Duni, Morgan Gilletto, Richard 
Gatten, Stanley Kluceski, Nicol Campbell and William B. Kirk, Springfield 
contractor who is instructor for the course. Seventeen of Mr. Kirk’s students 
have gone on with further studies to receive their journeymen’s licenses. 
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» GOOD READING 


Year-around air conditioning 
units are described in a series of 
catalog sheets published by Ty- 
phoon. The literature points out 
the advantages of the gas-fired 
units. The sheets also tell about 
such features as an oversized cool- 
ing coil, spring-mounted compres- 
sor and cross-pilot safety device. 
A one-button control regulates 
heating, cooling and ventilating. 

Issued by: Typhoon Air Condi- 
tioning Co., 794 Union, Brooklyn. 

oOo ¢ 

Radiant hot water heating is the 
subject of a new 20-page booklet 
published by Weil-McLain. The 
booklet is designed to help con- 
tractors explain to prospective 


ee on a ee 


WEIL- Mc LAIN 
home builders the advantages of 
radiant hot water heating. The 
proper quality, location and con- 
trol of heat as well as domestic 
hot water supply and snow melting 
features are described. 
Issued by: Weil-McLain 
Michigan City, Ind. 
oo 90 
Kitchen planning is explained in 
a booklet offered by Thor. The 
booklet discusses four basic kitch- 
en plans, including corridor, kitch- 
en-laundry, “L’’-shaped and “U”- 
type. The booklet is designed to 
help homemakers select the type 
of kitchen most adaptable for their 
types of homes. The literature 
also provides a planning board and 
cutouts of laundry and kitchen 
appliances to give a visual pre- 
sentation of proposed layouts. Il- 
(Please turn to top of page 26) 
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it’s the BIGGEST 


NEWS IN KITCHENS 
since Grandpa 
kissed the cook! 
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‘Universal 


Maker of the World’s Finest Bathroom Fixtures 


August, 1953 





August, | 








DISPOSER 


‘| The most ¢ 


made—and t 
stall! Revolut 
wt’ action 

gives speedy 
Can be dem 
out plumbin 





and k 





ust, 1953 § August, 1953 DOMESTIC ENGINEERING 25 


THIS NEW KITCHEN LINE 


’Universal-Rundle 


ptolly Designed 
rg W-Syeo/ Cabinere/ 


WALL CABINETS! 
Top quality cabinets of heavy 




















gauge furniture steel . . . 

easily adjustable and remov- +? 
able shelves . . . quality fea- $y, 
tures galore . . . a wide . 


range of sizes! 








BASE AND CORNER CABINETS! 





DISPOSER! 

The most quiet disposer Designed to match U/R Easy Living cabinet sinks 
made—and the easiest to in- . . » U/R quality features . . . choice of cabinet 
stall! Revolutionary ‘‘Under- tops... handy “Lazy Susan” corner cabinet .. . 
wt’ action reduces noise, easy operating doors and drawers .. . sizes that 


gives speedy grinding action. let you plan “built-in” styling in every kitchen. 
Can be demonstrated with- 
owt plumbing connections. : ' 
rs —— el 
a Br 3 - GG 
a = 





CABINET SINKS! 


Choice of vitreous enameled 
cast iron or steel! Famous 
U/R sink quality, with top 
quality cabinets to match 
U/R Easy Living base and 
wall cabinets. Wide choice of 

















ACCESSORIES! 





Fillers .. . breakfast bars... models to fit every kitchen 
utility cabinets . . . what-not and budget. 
shelves . . . custom counter tops 


. .. Spice, plate and soap racks, 

ssa oac beso GET ALL THE FACTS! MAIL TODAY! 
ES ane ED RE ie Hee oo ot ela eo 
profitable kitchen business! 








UNIVERSAL-RUNDLE CORPORATION 


' | : 

/ ; 170 River Road, New Castle, Pennsylvania 
| Send me complete facts on the profitable U/R ‘‘Easy | 
| lLiving'’ Kitchen franchise. 
| 
| NAME_ ‘ ; 
| | 
| | 
| s | 
| | 
| | 
| | 


FIRM NAME fabs 


ADDRESS __ ss 





‘Rundle 


res jand Kitchen Equipment — |__---------------------- ee. 





city_ a a ZONE STATE_ sal 




















Good Reading 


(Continued from page 23) 


lustrations include Thor’s expanded 
line of matching kitchen appliances, 
which now includes freezers, re- 
frigerators and built-in electric 
ranges. 

Issued by: Thor Corp., 2115 S. 
54th Ave., Chicago 50. 

999° 

Air duct insulation with Fiber- 
glas made by Owens-Corning is 
discussed in a 16-page design data 
booklet. More than 40 photos and 
drawings show applications for 
rigid and flexible insulation for 
both the interiors and exteriors of 
warm and cold air ducts. Among 
the products mentioned is a new 
flexible duct liner which may be 
adhered to metal sheets before the 
sheets are formed into ducts. 

Issued by: Owens-Corning 
Fiberglas Corp., Nicholas Bldg., 
Toledo 1. 

oo 9 

Packaged automatic boilers for 
steam process or steam and hot 
water heating service are described 
in a new bulletin by Orr & Sem- 
bower. The boiler is available in 
17 sizes from 15 to 500 hp. The 
triple-pass boiler permits heat to 








travel through the water area 
three times. A forced draft fan 
propels heat and a staggered tube 
arrangement minimizes cool water 
eddies. 

Issued by: Orr & Sembower, Inc., 
Morgantown iid, Heading, Pa, 


Water heaters. and accessories 
are described im a GG-pase catelogs 
issued by Hotstream. The catalog 
provides photographs, diagrams and 
specification charts for the com- 
pany’s line of oil, electric and 
gas-fired automatic water heaters. 
Descriptions of tank heaters and 
controls, accessories, draft controls, 
residential heating units and repair 
parts also are included in the book- 


(Please turn to top of page 28) 
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Discount Those Bills! 

IF A CONTRACTOR-DEALER were obligated to pay his banker 18 
percent interest a year, he’d probably scream to high heaven. 
Yet, oddly enough, he may be paying such interest rates year 


after year without a murmur ... if he fails to take advantage of 
cash discounts. 

Terms of one percent in 10 days or net in 30 days may sound 
unimpressive to a merchant who, at the same time, considers a 
six percent bank loan burdensome. Nevertheless, letting the dis- 
count period pass on a bill offering such returns results in paying 
18 percent a year to the supplier for the use of the latter’s money 


. assuming the bill is paid at the end of the 30-day period. 


it's the Most Expensive Type of Loan 

That is, the contractor is paying one percent of the bill for a 
20-day extension of time, or at the rate of 18 percent a year. 
This is about the most expensive type of loan he can negotiate. 
And a loan is exactly what it is although the books don’t show 
it that way. 

Few dealers can afford to pay 18 percent interest for short- 
term money with which to operate and still show a profit. Dis- 
counts alone can go far toward constituting a large share of the 
net profits . .. depending, of course, upon the amount and kind of 
discount opportunities made available by wholesalers. 

Let’s consider the annual earning rates of various discount 


terms: } 
% in 10 days, net 30 days..............18% a year 
2% in 10 days, net 60 days.............. 14% a year 
144% in 10 days, net 30 days.............. 27% a year 
2% in 10 days, net 30 days.............. 36% a year 


The above earning rates of discounts are based on the elapsed 
time from the end of the discount date to the net date. 


Don't Sacrifice Part of Your Profit 


Cash discounts are rewards for prompt payment and any time 


a contractor ignores a possible discount, he is sacrificing part 


of the profit of his busimess. Carelessness, rather than a short- 
age of funds usually accounts for missed discounts. Every invoice 
should be checked carefully for payment specifications and a 
system established so that all invoices are handled promptly and 
not filed away “temporarily.” 

Discounts are one source of profit that can be directly con- 
trolled by the contracter. In addition to the profit angle, the con- 
tractor who takes advantage of all discounts is automatically 
establishing a preferred customer status with all his suppliers. 
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We've packaged plenty of profits 
for YOU... in these 
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tHe LOW COST answers 
TO MODERN 
WATER SYSTEM 
REQUIREMENTS ! 


Like all the pumps in the fast-selling GOULDS line, these two “packaged” 
units are designed to fit your customers’ specific needs. When you feature the 


big GOULDS line, you're sure to have the right pump for every job — at the 
right price? No need to spend time “se))ing” a system that’s not quite right for 


The Job — or a system Ahat costs more than your custamer wants to pay. 
Result: more satisfaction for your customers; more sales for you! 


See your distributor 
or write: Dept. DE-5 WATER SYST E MS 


GOULDS PUMPS INC. 
Sa Since 1248 _) 


Seneca Falls, N.Y. 
FOR EVERY FARM AND HOME NEED 
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(Continued from page 26) 


let. Information is provided on 
installations for service water for 
residential heating, burner adjust- 
ment and gas ratings. 

Issued by: The Hotstream Heater 
Co., 2363 East 69th St., Cleveland 4. 
oOo 9 

Heat transfer information for 
new and existing installations is 
presented in a two-color external 
house organ published by Young 
Radiator. The bi-monthly “Young 
Heat Transfer Topics” is available 
free to heating contractors. It in- 
cludes photos and literature on 
convectors, unit heaters, heating 
and cooling coils, air conditioning 
units and evaporative coolers and 
condensers. 

Issued by: Young Radiator Co., 
709 S. Marquette St., Racine, Wis. 
o°o 9 

Baseboard radiators are _ illus- 
trated in a 12-page brochure pub- 
lished by Waterfilm Boilers. The 


— — ie 





WATERPIL BOCLERS. ime 
EO ee rat tm oe) A 


baseboard features three large 
water ducts which hold 1.1 qts of 
hot water per linear foot. The bro- 
chure shows typical layouts of 
baseboard and piping, rough-in 
dimensions and instructions for 
installing recessed or standard type 
mountings. 

Issued by: Waterfilm Boilers, 
Inc., 36-40 New York Ave., Jersey 
City 7, N. J. 

oOo 9 

A nipple chuck designed to per- 
mit converting short lengths of 
pipe into all-thread, close-thread 
or average nipples is illustrated in 
an envelope stuffer issued by 
Beaver Pipe Tools. The booklet 
presents a cutaway photograph of 
the three sections of the chuck, 
which may be used for all sizes of 
pipe from % to 2 in. The chuck 
has been designed for use with pipe 
machines and power drives and 

(Please turn to top of page 185) 








Water Heater Hook-up 
To the Editor: 


I would greatly appreciate it if 
you would send a sketch showing 
the proper method of connecting a 
¥Y% in. copper recirculating line to 
an instantaneous 5 gpm domestic 
water heater. 

The heater is equipped with a 
34 in. adjustable mixing valve and 
a % in. volume regulator valve. The 
recirculating line to sink is ap- 
proximately 40 ft. 

This job previously had an in- 
direct water heater and a 40 gal. 
horizontal hot water tank. 

I do not want to use a circulating 
pump, but I thought I could use 
the indirect heater as sort of a 
tempering tank below the instan- 
taneous heater. 

Any suggestion you might make 
will be appreciated. 
Maryland T.FS. 

To the Reader: 

The following answer was sub- 
mitted by H. A. Lockhart, Chief 
Engineer for Bell & Gossett Co., 
Morton Grove, Illinois. 

I would not generally recommend 


the use of a recirculating line for a 
domestic hot water system using 
an instantaneous heater without 
providing for forced circulation. It 
is difficult to promote sufficient 
gravity flow through an instanta- 
neous heater to have a gravity type 
recirculating system operate satis- 
factorily. 

In order that such a system have 
the greatest possibility of success, 
those factors that tend to accentu- 
ate gravity circulation should be 
favored. 

For good gravity circulation, it 
is necessary that there be as large 
a temperature difference as possi- 
ble between the supply and return 
legs of the system. For this reason, 
the supply line coming from the 
heater and going to the fixture 
should be insulated while the grav- 
ity return leg should be uninsu- 
lated. It is also important that the 
gravity circulating system be as 
high as possible over the heater in 
order to promote flow. Any possi- 
bility of air binding should be elim- 
inated and the piping should be 
properly pitched. Finally, as many 

(Please turn to top of page 31) 
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Figure 1: Here is a suggested method for connecting a gravity recirculating 
line to an instantaneous 5 gpm domestic water heater that tends to accen- 
tuate circulation. As many restrictions to flow as possible have been removed. 
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Fully Automatic Reseating Temper- 
ature and Pressure Relief Valve 
for Domestic Water Heaters. 

eeeto offer a quality LOW COST Auto- 


Prinst matic Reseating Temperature and Pres- 


sure Relief Valve. 
"7" | to recognize that complete safety and 


PRuRst S protection for water heaters need not 


be expensive. 

eto offer Plumbers an Automatic Tem- 
perature and Pressure Relief Valve that 
costs only PENNIES more than many 
with fusible plugs. 


Learn More Abow 
ais Truly AmazieS 


ASH-ACME 


“ Relief Valve Valse” 
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MAIL THIS COUPON “/adag/ 


A. W. Cash Valve Manufacturing Corp. 
6661 E. Wabash e Decatur, Illinois 


Please send me complete information, prices and free 
literature on your new Econo-Therm Temperature and Pressure 
Relief Valve. 


Name 





Address. 
City 


State 
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Boiler Drain Faucets, 
sill Faucets 
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Questions and Answers 





(Continued from page 28) 
restrictions to flow as possible 
should be removed. 

The use of the indirect heater as 
tempering tank would not add ap- 
preciably to the efficiency of the 
system if used on the city water 
side of the system and would only 
serve to add capacity if installed on 
the boiler side. 

The diagram on page 28 (Figure 
1) shows a suggested method for 
connecting a gravity recirculating 
line. 


Wants to Save Fuel 
To the Editor: 

Sometime ago, I installed a gas 
conversion burner in a boiler with 
a tankless water heater. The tank- 
less water heater has performed 
satisfactorily, both on coal firing 
and gas firing of the boiler. 

The owner has heard that if he 
had a 60-gallon tank hooked up to 
the tankless heater, he could. cut 
his summer fuel bill in half. I can’t 
see how it will effect such a savings. 
(See Figure 2.) 

What is your opinion of our cus- 
tomer’s suggestion? 


New Jersey C.F.K. 


To the Reader: 
The following answer was sub- 





HOT TO FIX. 
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Figure 2: The diagram shows the cus- 
tomer’s version of how a 60-gal. stor- 
age tank would be hooked up to a 
tankless heater to effect savings in fuel. 
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Figure 3 shows a suggested method 
for a hookup that would result in sav- 
ings. An indirect heater designed for 
gravity flow heating might work, also. 


mitted by H. A. Lockhart, chief 
engineer for Bell & Gossett Co., 
Morton Grove, IIl. 

A storage tank connected with a 
tankless heater as shown in Figure 
2 is not recommended. A system 
connected in this manner would 
not perform satisfactorily since the 
tankless heater would probably not 
deliver sufficient hot water under 
gravity flow conditions to heat the 
water in the storage tank to satis- 
factory temperatures. 

A tank connected as shown in 
Figure 3 would result in some sav- 
ings. There is a possibility that 
such savings might approximate 
one third of the summer gas bill. 

If the tankless heater shown in 
Figure 2 were replaced by an in- 
direct heater—a heater designed 
for gravity flow heating—the 
amount of savings that would oc- 
cur would be dependent on proper 
controls and on insulation, as ap- 
plied to the tank and to the boiler. 


How to Pipe Bottled Gases 
To the Editor: 

Why is it that the tank connec- 
tions of bottled oxygen containers 
have right-hand threads, and those 
of butane containers have left- 
hand threads? Also, why do some 
nitrogen containers have left-hand 
threads, and others, right-hand 
threads? 

Ohio OO: 3%: 


To the Reader: 

Different bottled gases have dif- 
ferent connections, right and left 
handed, as a precaution against the 
substitution of the wrong kind of 
gas, which might result in a violent 
explosion or some other hazard to 
life and property. The resulting 
tank connections are such that 
gases which can react violently 
with each other cannot be mani- 
folded. 

Oxygen, for example, has right- 
hand pipe threads (as you noted), 
while hydrogen, butane, propane, 
and ethylene have left-handed 
threads. 

There are two types of connec- 
tions for nitrogen because of the 
following reason: Oil-pumped 
nitrogen, which may contain traces 

(Please turn to top of page 112) 
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Deepfreeze has made available 
an electric clock sign for dealers to 
hang on a wall or in a store window. 
The display may be placed on a 
counter by putting the clock above 
the sign. Red, white and blue colors 





are featured on the plastic face of 
the sign, which is illuminated. 
Available from: Deepfreeze Ap- 
pliance Div., Motor Products Corp., 
2301 Davis, North Chicago, IIl. 


Westinghouse is using plastic 
signs to act as “silent salesmen” for 
its point-of-purchase display cam- 
paign. The pieces of plastic adhere 
to appliances, inside and out, af- 
fording salesmen with convenient 
sales tools. The signs can be peeled 
off, rinsed in soapy water and re- 
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? 
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applied. Westinghouse is using 
them for ranges, water heaters, re- 
frigerators and dishwashers. 

Available from: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


eR 
Maid-O’-Mist has prepared a 
check chart for wholesalers and 


dealers concerning its line of auto- 
(Please turn to top of page 192) 



































General Controls’ 1993 Automatipat 





BX-69 GAS HEATING PACKAGE SET 


The easiest-to-use, 
most complete 
heating contro! guide 
available to the 
heating industry 





General Controls’ new 32 page catalog is a con- 
venient and direct guide to the most comprehensive 
line of automatic heating controls available to the 
industry today. Simple, uniform throughout in 
format, double indexed by type number and by 
name, Catalog #53H sets forth the applications 





Typical page format—clear, 
easy-to-find, information 
arranged in standard form 
as shown above. 















and specifications of 76 automatic heating controls 
in simple, concise, easy-to-understand terms. Ad- 
ditional technical information is presented in tabu- 
lar form, including such items as shipping weights 
and instructions that expedite ordering and delivery. 
For your copy phone or write the General Controls 
Branch Office near you . . . no obligation, of course. 


GENERAL CONTROLS 


Glendale, California e Skokie, Ilinois 
Manufacturers of Automatic Pressure, Temperature, 

Level and Flow Controls for Heating, Home Appliances, 
Refrigeration, Industrial and Aircraft Applications. 
FACTORY BRANCHES IN 34 PRINCIPAL CITIES 
See your classified telephone directory 











NEBRASKA 
ALABAMA COLORADO 1OWA MICHIGAN 610 Keeline 
211 South 18th Street 1162 Elati Street $05 Sth Ave. 14871 Wyoming Ave. why hy 
Birmingham 3, Alabama Denver 4, Colorado Insurance Exchange Bidg. Detroit 21, Michigan “ 
Phone: 4-4547 Cherry 6776 _ ge tt lowa Webster 31432 & 3-7433 NEW JERSE 
one: 
ARIZONA CONNECTICUT MINNESOTA ot So. Ora 
919 N. First St. 410 Asylum Street LOUISIANA 711 W. Lake St. ste FF 
Phoenix, Arizona Hartford, Connecticut 426 Audubon Bidg. Minneapolis 8, Minnesota 
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NEBRASKA 

610 Keeline Bidg. 
Omaha 2, Nebraska 
Atlantic 3416 


NEW JERSEY 

721 So. Orange Ave. 
Newark 6, New Jersey 
Essex 2-8746 


NEW YORK 

841 Ellicott Square Bidg. 
‘alo 3, New York 

Mohawk 8150 

101 Park Avenue 

New York 17, New York 

Murrayhill 5-5757 

317 State Tower Bidg. 

Syracuse 2, New York 

Phone: 2-2083 


NORTH CAROLINA 
127 West 7th St. 
Charlotte, N. C. 
Phone: 6-2583 


OHIO 

3224 Euclid Ave. 
Cleveland 15, Ohio 
Express 1-0555 & 1-0556 
81 E. State St. 
Columbus 15, Ohio 
Adams 5683 


OKLAHOMA 

122 So. Denver 
Tulsa 3, Oklahoma 
Phone: 3-0054 


PENNSYLVANIA 
rd Ave. 
4, Pa. 
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WISCONSIN 

2400 W. Clybourn St. 
Milwaukee 3, Wisconsin 
Division 4-2023 


Please send my copy 
of your latest heating 
catalog #53 H. 

I understand this 
places me undet 

no obligation. 





CANADA 

15 Cordova St. 
Toronto 18, Ontario 
Belmont 1-8931 


Mail to: Sales Promotion Manager | 
General Controls Company } 
801 Allen Avenue, Glendale 1, Calif. | 
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, NEWS 


OF THE MONTH 


OHI "Treasury" in Demand 

The Oil Heat Institute of Amer- 
ica reports “substantial and most 
gratifying” results from its sales 
promotion and advertising port- 
folio, “Treasury of Advertising.” 
The OHI says that hundreds of 
thousands of orders for materials 
from the portfolio have been re- 
ceived since members received the 
merchandising aid two months ago. 
Some 35 items, from newspaper 
mats to truck bumper strips, are 
included in the portfolio and plans 
are being made to enlarge the col- 
lection. 


Eaton Named As Consultant 
To B.F.P. Research Group 

Herbert N. Eaton has been named 
technical consultant to the research 
committee for the Bituminized- 
Fibre Pipe Industry. Eaton is for- 
mer chief of the hydraulics section 
of the National Bureau of Stand- 
ards in Washington. During World 
War II he headed a special projects 
section in developing guided mis- 
siles. 

Since that war, Eaton has spe- 
cialized in research on plumbing 
drainage systems. He is a member 
of the ASME and the ASSE. Head- 
quarters for the Bituminized-Fibre 
Pipe Industry is in Chevy Chase, 
Md. He will represent the Orange- 
burg Mfg. Co., Inc., Orangeburg, N. 
Y.; Brown Co., Berlin, N. H., and 
Line Material Co., Milwaukee. 


AGA Begins Incinerator Drive 

The American Gas Assn. has 
opened an integrated campaign to 
sell automatic gas incinerators. A 
12-piece display kit and two sales 
promotion booklets are being of- 
fered to help promote greater sales. 
A newspaper mat service is pro- 
vided and the Association also has 
compiled a case history book de- 
scribing how local gas companies 


have profitably promoted incinera- 
tors. The AGA reports that 19 
manufacturers are now producing 


gas incinerators, compared with 
only six manufacturers last year. 


AIRACE Reservations Urged 
Officials of the 8th All-Industry 
Refrigeration and Air Condition. 
ing Exposition, to be held in Cleve- 
land in November, are urging ex- 
hibitors and members to make 
hotel reservations as soon as pos- 
sible. A block of 3,400 hotel rooms 
has been guaranteed, but officials 
anticipate a huge attendance and 
advise immediate booking of rooms. 
The Air-Conditioning and Re- 
frigeration Institute will make the 
Hollenden Hotel its headquarters. 
The Refrigeration Equipment 
Wholesalers Assn. will be at the 
(Please turn to top of page 37) 


Murray Corp. Buys Eljer for $16,000,000 


Two of the nation’s largest man- 
ufacturers of plumbingware have 
been brought under joint manage- 
ment by the purchase of the 49- 
year-old Eljer Co., Ford City, Pa., 
by The Murray Corp. of America, 
Detroit. 

Murray acquired the capital 
stock of Eljer at $7.21 a share, 
representing about $16,000,000. 
Eljer will be operated as a Murray 
subsidiary under the same man- 
agement except for Eljer’s founder 
and president, R. E. Crane, who has 
retired. 

Succeeding Crane as Eljer’s 
president is Byron C. Gould, presi- 
dent of Murray. Other officers of 
the subsidiary are David J. and 


Robert F. Crane, and Louis G. 
Probst, vice presidents; Roger M. 
Dailey, secretary and treasurer; 
and Robert J. Gillespie, assistant 
secretary and treasurer. In addi- 
tion, members of the new board 
include Clarence H. Menge and 
Thomas W. Hardy, Murray vice 
presidents, Fred J. Kennedy and 
Charles R. Stevenson. 

Gould said the Eljer purchase is 
part of a long range plan to give 
the corporation a broader base of 
operations. Gould said the acquisi- 
tion of Eljer and the recent pur- 
chase of the Triplex Co., Cleveland, 
makes it possible for Murray to 
attain an immediate sales volume 
of more than $150,000,000. 


Byron C. Gould, seated, center, president of The Murray Corp. of 
America, discusses his firm’s purchase of the Eljer Company with 
other top executives. Shown, left to right, are David J. Crane, Rob- 
ert F. Crane and Louis G. Probst, vice presidents of Eljer, and Thomas 
W. Hardy and Clarence H. Menge, vice presidents of Murray Corp. 
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LUMBINGWARE 


MANUFACTURING COMPANY 


Plumbingware Protects the Health of the Nation 


466 West Carr Avenue 
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IT [IS MORE PROFITARLE TO SELL 


A typical example of Weil-McLain efficiency engineering—alive with : : : 
features which make selling easier. The Type G Boiler can be equipped Vay een soles @ complete tne of 
to burn all types of gases, and is easily converted from L. P. or manufac- 
tured gas to natural gas. Check these extra values— 


+ + HHH 
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TYPE | 


GAS BOILER 


For hot water heating systems 
Net connected load: 305 
to 900 sq. fi. | 


WEIL: McLAIN 


EXTRA VALUE | 





gas boilers for residential, commercial and 
industrial use. All are tested as required by 
ASME Code and are approved by the 
American Gas Association. Send for bulle- 


Thoroughly insulated with Controls are factory-assem- tins on Type "G", Type "H" and Series 5 
fibre glass bled for easy installation... Ces Ballons. ‘ 

Boiler sections are durable located high on boiler for 

cast iron for long life protection against possible 









basement flooding 


Cast iron burners assure 
longer life and minimum 
servicing 


flue, balancing the fire 
travel 


Each burner has its own fl 


Vertical flue passages are 


studded with fins for longer +r Jacket attractively furnished 
flue travel and greater heat in blue hammerloid—com- 


absorption pletely encloses boiler and 
Water-backed flues transfer controls 
heat rapidly 
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News 





(Continued from page 34) 
Cleveland Hotel, and the Refriger- 
ation Service Engineers Society 
and the Air Conditioning and Re- 
frigeration Contractors Assn. will 
have headquarters at the Hotel 
Carter. The Statler will serve as 


headquarters for the National 
Commercial Refrigerator Sales 
Assn, 





A trophy and congratulations go to D. 
H, Capelli, appliance sales manager for 
Graybar Electric Co., Inc., Los Ange- 
les, which placed ninth in the distribu- 
tor division of a recent Whirlpool dry- 
er contest. At the presentation were, 


left to right, Peter Prussing, region- 


al sales manager: Capelli: L. W. 
Howard, marketing director, and J. M. 
Crouse, sales manager for Whirlpool. 


Burlington MPs Elect Hubbs 


Clarence Hubbs, Sr., has been 
elected president of the Master 
Plumbers Assn. of Burlington 
County, N. J. Jack Kelly was 
named vice president. Louis Quay 
was elected secretary, Stephen 
Reynolds, treasurer, and Jack 
Hullings, financial secretary. The 
officers were installed before 350 
persons at the association’s third 
annual banquet in Riverside. 


Josam Wins Catalog Award 
The Josam Mfg. Co., Michigan 
City, Ind., won first prize in Class 
II of the 1953 Building Products 
Literature Competition conducted 
by the Producer’s Council and the 
American Institute of Architects. 
The award was given for the Jo- 
sam Catalog “K” and is the second 
won by Josam in the annual com- 
petition. The catalog won in the 
class for technical information 
confined to particular products of 


a single manufacturer. 


Dayton Develops Training Plan 

A new sales training program for 
Rapidayton wholesalers has been 
developed by the Dayton Pump & 
Mfg. Co., Dayton, Ohio. Gates 
Thruston has been appointed sales 


training instructor and will con- 
duct classes at the Dayton plant 


and in the field. The program will 


provide product information and 
aids for Dayton representatives. 
The sales activities will be under 


the general supervision of James 


Pease, field sales manager. 


Hotpoint in Joint Campaign 
A joint promotion has been 
launched by Hotpoint and Congo- 
leum-Nairn, floor covering manu- 
facturer. Hotpoint will give away 
a completely installed Gold Seal 
Nairn imlaid kitchen floor with 
every purchase of an EG-95-6 re- 
frigerator. Congoleum-Nairn will 
feature display of the Hotpoint re- 
frigerator in store exhibits. The 
combined promotion is being aided 
by advertising, window streamers 
and other promotional materials. 


Sid Harvey Holds Open House 

Rebuilding processes at the Sid 
Harvey, Inc. plant in Valley 
Stream, N. Y. were inspected by 
500 dealers and servicemen during 
a recent open house. The guests 
also attended a lecture describing 


the servicing of Oil-O-Matic low 


pressure oil burners. Cutaway 


models and slides were used to 
illustrate the burners. 





Prize winners in the Cast Iron Soil 
Pipe Institute drawing at the NAMP 
show in Kansas City were chosen by 
Don W, Pray, retiring NAMP secre- 


tary. Shown, left to right, are Ralph 
Farwell, Institute field representative; 


Wes Henrikson, Sommerville Iron 
Works; Pray, and Homer E. Robertson, 


the Institute executive vice president, 


NARDA Holds Summer Meeting 


Some 400 dealers attended the 


mid-year meeting of the National 
Appliance and Radio-TV Dealers 


Assn. in Chicago recently to dis- 


(Please turn to top of page 48) 





American-Standard Forms New Division for 
Warm Air Heating and Cooling 





ey 


H. M. Carnahan Thomas W. McNeill 
Division President 


V. P. of Sales 


A new division has been organ- 
ized by American Radiator & 
Standard Sanitary Corporation to 
make warm air heating and cool- 
ing equipment. The organization, 
the Sunbeam Air Conditioner Divi- 
sion, is responsible for product de- 
velopment, manufacturing and dis- 
tribution in the heating and cooling 
field. 

American-Standard named 


Thomas W. McNeill as president 
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Frank P. Weil 
V. P. of Mfg. 


of the division, which will maintain 
headquarters in Pittsburgh. Mc- 
Neill formerly was vice president 
of purchasing for the parent firm. 

H. M. Carnahan, formerly sales 
manager of the warm air heating 
department, has been appointed 
vice president for sales and Frank 
P. Weil will be vice president for 
manufacturing. Weil was formerly 
manager of the company’s Elyria, 


Ohio, plant. 
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You get a Gerber Guild 
Promotion Package 
bulging with Big Business 
Builders ... PLUS these 
Self-Selling Brass and 
Pottery Displays. 






MAIL THIS TODAY sora 





EERTSTY riumaine rixtures 
232 NORTH CLARK ST. ¢ CHICAGO 1, ILLINOIS 


STATE BUILDING ¢ NEW YORK, N. Y. 


EMPIRE 
SIX GREAT FACTORIES: Delphi, indiana © Kekome, indiane © West Delphi, indiana 


Weedbridge, N. J. © Gedsen, Alebame © Plymouth, indiene 


with GERBER’S 


Dynamic New Package Promotion ... 





Millions of home owners are in the market for 





a second bathroom. You can get the lion’s share 


of this tremendous market with the hottest, 

high-powered promotion in the 

plumbing industry—THE GERBER 

GUILD OF PLUMBING SPECIALISTS! 
It blasts away with big, booming Gerber 


national ads—with action-packed self-selling brass 


and pottery displays and plumbing fixtures 
backed by the nationally known 
Good Housekeeping Seal of Approval. 


The Gerber Guild decal on your door identifies 


you with the prestige and selling appeal of the 


Gerber Guild and Good Housekeeping Seal. See 


your jobber or send us your name immediately 
so we can rush you your complete 
Gerber Guild promotion pack. Do it today! 


GERBER PLUMBING FIXTURES, DEPT. DE-8 
232 N. Clark Street, Chicago 1, Iilinels 


(1 YES, you can cut me in on BIG PROFITS with the Gerber 
Guild. Rush me the full story. 
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A few shifts in emphasis here and there. but no marked 
changes. That's the prediction for the home front following 
the cessation of hostilities in Korea. 

Defense spending is expected to continue at a rapid rate 
for some time to come, though it will be slowed somewhat 
from its present clip. 

Official Washington is thinking and talking only in terms 
of a continuation of the present boom. The only "if" in 

EFFECTS their minds is the question of how consumers and business- 

OF TRUCE men react to the peace. If people feel that a recession is 
in the offing, they might start holding out for lower prices 
and then there could be trouble. 

If business shows signs of slipping, however, the Admin- 
istration is prepared to ease up, or even reverse, its fight 
on inflation. 

One long-range effect of the truce could be the lower 
taxes we've been hearing about. But it won't happen right 
awaye 
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Despite declines in the last two months, June marked the 
fourth consecutive month this year that total housing starts 
exceeded 100,000 units. 

June starts totaled 103,000, a seasonal decline of about 

SOME DECLINE four percent from May. 
NOTED IN Although new construction expenditures hit an all-time 
NEW CONSTRUCTION high for the first six months, builders now see a decline 
from these record levels. 

Emanuel Spiegel, NAHB president, indicated to members that a 
"cautious policy for the next 60 to 90 days. appears advis- 
able." 


EK 


Manufacturers’ shipments of room air conditioners for the 
first half of 1953 indicate an increase of 215 percent over 
the 1952 figures, according to the Air-Conditioning and Re- 
frigeration Institute. 

A trend of the times becomes evident in Washington, D. C.'s 

“a ae "Homes for '53" contest conducted by local builders. In 
last year's entries, not a single dwelling included air con- 
ditioning. 

This year, however, over 50 percent of the entries had air 
conditioning installed and included in the sale price of 
the home. 
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Our industry mourns the passing last month in Philadelphia 
of Dr. Homer Addams, chairman of the board of Fitzgibbons 
Boiler Company, Inc., and well known industry figure. 
DR. Mr. Addams was a charter member and a past president of 
HOMER ADDAMS the American Society of Heating and Ventilating Engineers. 
He began work in the heating field at the age of 15, work- 
ing as an installer of heating plants, handled development, 
engineering and research for manufacturers of boiler prod- 
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Homer ADDAMS 


PRICE SQUEEZE 
CAUSES CONCERN 


OIL-HEAT 
PASSES 
LAST YEAR 


HEATING THE 
OUTDOORS 


SHIPMENTS OF 
GAS FIRED 
EQUIPMENT UP 


RENT CONTROLS 
TO GO 


ucts, while studying engineering courses in off-duty hours. 

In 1921, while president of the Kewanee Boiler Co. in New 
York, Mr. Addams acquired the Fitzgibbons firm. He was pres- 
ident until 1947, when he retired and was succeeded by his 
son Paul, recently elected president of the O0il-Heat Insti- 
tute of America, Inc. 

Mr. Addams was active in founding the ASHVE research labo- 
ratory in Pittsburgh in 1919 and also was a member of the 
first guide committee in 1922. He received the Society's F. 
Paul Anderson medal in 1952 in recognition of his contribu- 
tions to the advancement of boiler design and performance. 

In 1951, he was awarded the degree of Doctor of Science by 
Albright College, Reading, Pa. 

Mr. Addams' death will be keenly felt by the industry he 
served so long and so faithfully. 


eK 


The spectre of cut-rate competition is causing consider- 
able corcern in industry circles at the present time, par- 
ticularly in some types of new construction. 

Last month, wholesalers in half a dozen states held meet- 
ings with their contractor-customers to discuss the problem. 
Dealers were told to look to the remodeling field to get a 
fair price for their products and services. 

You can read all about it in the feature beginning on page 


77 in this issue. 
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Manufacturer shipments of residential oil heating equip- 
ment in June are estimated at 12 percent above May totals, 
according to a report from R. H. L. Becker, managing direc- 
tor of Oil-Heat Institute. 

Shipments lagged in the first months of the year due to 
heavy déaler-distributor stocks, but the first six months' 
figures now show an increase of nine percent over the same 


period last year. 
KE 


The Chicago Faucet Co. last month announced the election 
of Earl E. Brown as president, succeeding his father, Albert 
Ce Brown, who retired after heading the firm for 43 years. 

Denis P. Ganey moves up from sales manager to vice presi- 
dent and Harry E. Teichen, treasurer, takes on the additional 
post of secretary, formerly held by the younger Brown. 


Ee 


Heating the outdoors — outdoor theaters, that is — may 
sound a little far-fetched, but it's currently receiving 


practical consideration. 
The unique system, which proposes to use both forced hot 
water and warm air, is described in the article on page 86. 
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Shipments of gas-fired central heating equipment (fur- 
naces, boilers, conversion burners) in June of 1953, totaled 
73,000 units, or 24.84 percent greater than for the same 
month last year. 

Gas-fired warm air furnaces for the first six months of 
1953 ran 17.9 percent ahead of the same period last year. 


*% KE 


Federal rent controls end July 31, affecting approximately 
15 million people and 5 million dwellings across the nation. 

The long-awaited move may well touch off an additional 
boost for remodeling as well as new construction. For one 
thing, many buildings are too old to command higher rents 
without extensive remodeling. Another factor: Builders may 
see this as the time for a possible hike in new rental con- 
struction. 

Also, a lot of people have been putting off building that 
new house for a long time. Any increase in rent may be just 
the push needed to send them out seeking their dream house. 
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CAPITOL FITTINGS 


HEX BUSHINGS 
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ternal threads 
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tapped 
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HOW RHEEM COPPERMATIC 
PILES UP PROFITS 


jonge* , 
or dint 


RUST 
PROOF 


~ Goppermatic 


AUTOMATIC STORAGE GAS WATER HEATER 


INSIDE A COMPLETE 
STEEL TANK 

Both tanks have 
super-strong 
capsule shapes— 
Pressure-Proved 

at double pressures! 


THE ONLY COMPLETE 
COPPER TANK 
Outlasts ordinary 
heaters in 
corrosion areas 
many times over. 
Can't rust— anywhere! 





USES THRIFTY CAS —with 

exclusive extra-fast, 

economical external flue system! 
Handsome white steel cabinet 

fits kitchens, basements, under stairways’ 


CASH IN— 
Send coupon below! 


RHEEM MANUFACTURING COMPANY, Dept. DE-8 
4361 Firestone Boulevard, South Gate, California 





RHEEM MANUFACTURING 
COMPANY 


World’s largest manufacturer 
of automatic storage water heaters 


Please send me complete facts about Rheem Copper- 
matic profits, advertising and promotion 
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THE NEW ADVANCE STYLE 


LAUNDRY TUB 


Here’s the answer to every home owner's prayer for 
something fashionably new and different in laundry tubs! 
Ideal for utility room, laundry room, basement or kitchen. 
Nothing else can compare with it for sales volume and 
profit as well as for home satisfaction. Don’t delay, 
order today! Look at these advantages: 


POLISHED STAINLESS STEEL TOP TRIM 
(WITH 2 EMBOSSED SOAP DISHES) 


FIBERGLAS TUB WON'T CRACK OR MAR+ 
MATCHING FIBERGLAS COVER FOR ADDED STYLE** 
> IMMACULATE WHITE ENAMEL STEEL CABINET 


FULL SIZE DOOR FOR EASY STORAGE AND 
REMOVABLE FOR PLUMBING INSTALLATION 








> RECESSED BASE FOR TOE ROOM-'IN RICH BLACK 


LEVELING SCREWS HIDDEN IN BASE ADJUST FOR 
HEIGHT AND UNEVEN FLOORS 








LIGHT WEIGHT SIMPLIFIES DELIVERY AND SET UP 





CHROMED BRASS OVERFLOW PIPE SAVES EXTRA 
WORK, HOT WATER AND SOAP** 





*(Trade-mark O.C.F. Corp.) 





ING Va 
stairways! Ne i 2 ‘ica Si ia wessels 


* Fibreglos tub ' Big door is full size of 
won't. cfagk, mar storvge crea for easy, 
ér stain-under | accessignd installation, “ e 


any ‘ordinary 
household usage, © 





: t 1625 E. EUCLID AVENUE, DETROIT 11, MICH. 
ok OF (Overflow pipe, and Fiberglias style-top cover ' 
ere aren og eee. o PLANTS IN; DETROIT, MICH.; CLEVELAND, OHIO 
KANSAS CITY, KAN.; NEW ORLEANS, LA. 
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Fred Hotop, left, discussing Zone Control with Honeywell sales engineer Mac Duncan. 


“Tl go down the line for 
Honeywell Zone Control” 


Says Fred Hotop, engineer, Edward J. White, Inc., South Bend, Ind. 


“In our shop we've built the tradition that a 
White heating job is a job done right. 

“To build a reputation of providing the finest 
quality heating installations, you've got to do 
three things well: plan the job, pick the equipment, 
make the installation. A weak spot anywhere in 
here can do lots of harm. That's why the equip- 
ment you choose is so important. 

“Having proved Honeywell Zone Control 
equipment on so many jobs, I can say I'll go 


down the line for Honeywell Zone Control. 
‘Zone Control is the perfect heating system. 
It alone provides the answer for people who want 
real comfort everywhere in their home. 
“Besides, no home heating problem is too dif- 
ficult for the dealer who really knows Zone Control. 
“With it you can handle almost every heating 
situation, regardless of construction, or condi- 
tions such as wind, sun, exposure, glass, or zero 


weather,” 


Another Plus-Profit 
Idea from Honeywell 
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House was designed and built by 
Carl J. Reinke & Sons. 


/ Floor plan, showing zoning, of 
y, / P. A. Hultin home in South Bend. 





é ‘Hlebe’s how I make a home comfortable 
throughout — with Honeywell Zone Control” 








Comfortable throughout—that’s the end result, in Zone 2 would keep the living area from over- 
with Honeywell Zone Control. And here are the _ heating on sunny winter days, yet give them com- 
details of the story in Fred Hotop’s own words. fortable, even warmth. 
His zoning comments refer to the floor plan above. “The thermostat controlling Zone 3 maintains 
“The Hultins were impressed—and pleased— _ the garage area at about 60 degrees— warm enough 
when we went over the zoning plan. for a garage, yet easy on fuel. 
“T explained how the thermostat for Zone 1 would ‘That's just about the zoning story as I told it 
enable them to compensate for cold north winds. _and sold it to the Hultins.” 
And how it could be used to set back the tempera- Fred Hotop explains other features of the job, 
tureand save fuel when the bedrooms weren’tinuse. concerning the Chronotherm and Outdoor 
“Then I showed them how a separate thermostat Weathercaster below. 











a ! 

a | 

1. 

stem. 

) Want 

CHRONOTHERM WEATHERCASTER ELECTRONIC RELAY AMPLIFIER | 

: “I put a Chronotherm in charge of “I installed a Weathercaster outside “This component is the ‘brain’ of t 

o dif- Zone 2, the living area. It provided the house to anticipate changes in the set-up. It receives signals from 
ntrol. the Hultins with the automatic night the heating load of the entire house. the Weathercaster and the indoor 

: set-back and morning temperature The Weathercaster is an ideal device thermostats, correlates them and \ 

“ating pick-up they wanted.”’ for use with Zone Control.” then calls for more or less heat. 

ondi- { 


r zero Honevwe t 
| 
[Nustrated above are some of the controls oneywell 


Fred Hotop used on the Hultin home 


— along with his reasons for choosing them. 

For more complete details on Honeywell 1 0] 7 

Zone Control, nn a nearest Honeywell office. W Ww 
J 










Or write Honeywell, Dept. DE-8-70, 


Minneapolis 8, Minnesota. 
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OWNER: 


City of Jackson, Tennessee 


ARCHITECT: 


Spencer & Ross, Jackson, Tennessee 


CONTRACTOR 
McCrory Construction Company 
Memphis, Tennessee 


PLUMBING AND HEATING 
CONTRACTOR: 


Brady-Horne Plumbing & Heating Company 
Jackson, Tennessee 
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life-time 
service at 
Washington- 
Douglass 


An important new R has been added to 
the traditional 3 R’s of Readin’, ’Ritin’ 
and ’Rithmetic at Washington-Douglass 
Elementary School—and that’s Radiant 
heating. 

This recently-completed, modern 
school at Jackson, Tennessee, contain- 
ing 16 classrooms, an elevated audi- 
torium, gymnasium, audio-vision room, 
library and janitor’s quarters, accom- 
modates 460 children. And these stu- 
dents are more comfortable . . . and 
healthier all winter long with a 
modern radiant heating system. 

Heating comfort inside is controlled by 
an outdoor temperature detector which 
adjusts the heat in the building to com- 
pensate for outside temperatures. 

Spang CW Steel Pipe was specified 


AN CW provides 


healthier comfort # 





PI < 
Ges 
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for this radiant-heating installation for 
two reasons: 


1. Spang CW is easier to cut, weld, bend and 
thread, making installation faster and keeping 
installation costs low. 


2. Spang CW is quality-controlled from steel te 
finished product, providing a top-flight prod- 
uct for a per th led heating system. 





Architects, engineers, contractors and 
owners who buy the best materials for 
any commercial, industrial or residential 
installation know from experience that 
Spang quality-controlled CW Pipe will 
give them a workable product plus years 
of trouble-free service. 

It pays to buy quality. You'll find it 
in Spang CW. Specify Spang CW Steel 


Pipe on your next order. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 

General Sales Office: Pittsburgh 30, Pa. District 

Sales Offices: Atlanta, Boston, Detroit, Houston, 

ay Angeles, New York, Philadelphia, Pittsburgh, 
. Lovis. 
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New Whirlpool Deluxe 


Suds-Miser --- greatest economy feature in 

automatics. It saves hot water and soap oF de- 

tergent on every washday. 

Seven Rinses - - : chase all dirt away. It’s the 
most thorough rinsing known and gets clothes 
sparkling clean. 
Agiflow Action .-- is agitator washing at its 
best. It gently loosens and removes every speck 
of dirt to leave clothes “clinic-clean”. 

Fully Automatic - - - fills with water at correct 
temperature to proper level, washes, rinses, 
damp dry spins and shuts off automatically. 
Giant Capacity --- family-size, 8-Ib. load. 
Three-Temperature Selector --- gives 
choice of hot, medium and warm water. 
Portability ... provides “roll-away” washing if 
space is ynavailable for permanent installation. 


Compact Size - -; occupies a fidor space of 
only 24%” wide by 24%” deep. It’s the one an 
only automatic for people having small space. 


Flexibility --- repeat or © 
washing cycle — wash as you wish. 


..can be washed economically 
with any amount of water to suit size of load. 


Beauty - -- gleaming, white Lifecoat finish pre- 
vents rust — never discolors with age. 


5-Year Warranty _ on operating mecha- 
nism, the sealed-in transmission. 

_, . fully-automatic Deluxe 
lable for immediate delivery. 
ng Whirlpool 
t a Whirlpool 
profitable! 


mit any part of the 


Partial Loads - 


Lowest-Priced 
Washer . . - ava 
Get the full story on this amazi 


from your distributor. If you're no 
dealer, then join up - - it’s very 

















News 





(Continued from page 37) 


cuss improved selling, merchandis- 
ing and service. Sessions also 
were devoted to the problems of 
manpower and sales forces and 
the relationships between govern- 
ment, manufacturer and distribu- 
tor. The meeting was held during 
the second week of the Summer 
Furniture Market. 


Wonderbar Design Gets Award 
The Industrial Designers Insti- 
tute recently awarded a medal to 
Donald Dailey, Evansville, Ind., for 
his styling of Servel’s electric 
Wonderbar. Dailey was cited for 
the design and “pioneer use of 
plastics” on the small, portable re- 
frigerator. He is vice president in 
charge of product planning. 





A $1,000 savings bond went to Tom 
Ensch, right, Ensch Plumbing Co., 
Bartlesville, Okla., as first prize in an 
installation speed contest for Waste 
King disposers held at the NAMP 
show. Congratulating Ensch are, left 
to right, Joe Vale, Waste King repre- 
sentative, Gelder V. Lewis, NAMP 
president, and Carl R. Smith, chief 
plumbing inspector of Kansas City, Mo. 


Remington Maps ‘54 Drive 

Sales plans for room air condi- 
tioners in 1954 were discussed at a 
three-day conference held recently 
by the Remington Corp. in Ska- 
neateles, N. Y. Planning was based 
on a study of competitive opera- 
tions and record-breaking sales. 

M. L. Judd, general sales man- 
ager of the Air Conditioning Divi- 
sion, told regional and district sales 
managers that sales of Remington 
room cooling units for the six 
months ending April 30 exceeded 
by 20 percent sales in 1952. 


Dealers View Thor Line 

A new Thor distributor in the 
Chicago area, the Motorola-Chi- 
cago Co., held a two-day open 
house recently to introduce its 


dealers to the new line of Thor ap- 
pliances, including refrigerators 
and electric ranges. Motorola-Chi- 
cago was named distributor in May 
for four northeastern Illinois coun- 
ties. 


Plans 5-Year Ad Program 
The Porcelain Enamel Institute, 
Washington, D. C., has announced 


a five-year program of advertising 
and promotion. It is intended to 
help manufacturer and retailer be- 
come more familiar with the prop- 
erties, characteristics and advan- 
tages of porcelain enamel. 

The advertising campaign will be 
featured in various daily and peri- 
odical trade publications and a de- 
tailed direct-mail program for joint 
use of the manufacturer and dealer 
is planned. 





Members of the regional sales staff and home office management of 
Taco Heaters, Inc., attended a recent meeting in the home office city 
of Providence, R. I. The group discussed company products, manu- 


facturing, sales techniques, and plans for the coming year. 


Deepfreeze Begins Food Plan 

Deepfreeze announced its new 
home freezer and frozen food sales 
plan at a recent conference in 
Genoa City, Wis. The plan, called 
the “National Co-Operative Freez- 
er Food Service,” is designed to 
eliminate features of some food 
plans which have been under crit- 
icism by local and federal agen- 
cies. 

The Deepfreeze plan places dis- 


tributors in direct charge of the 
plan in their areas. Distributors 
will have the responsibility of 
supervising dealer activities, ap- 
pointing ethical food sources and 
supplying the services of home 
economists to customers. 


Marshall Co. Announces Move 
The H. W. Marshall Company, 

plumbing, heating and appliance 
(Please turn to top of page 155) 





Names in the News 





J. A. Clarke 
Chrysler Airtemp 


Harry Lasky 
Pa. Range Boiler 


Pennsylvania Range Boiler Co., 
Philadelphia—-Harry Lasky as general 
sales manager. 


Airtemp Div., Chrysler Corp., Day- 
ton, Ohio—J. A. Clarke as head of the 
sales training department and P. J. 
Dalton as manager of the Detroit sales 
region. 

The Schaible Co., Cincinnati—R. F. 
Childers has been appointed district 
sales representative in central and 
northern California. 
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Tom Gibbons 
Coleman Co. 


R. F. Childers 
Schaible Co. 


The Coleman Co., Inc., Wichita— 
Tom Gibbons as director of advertising 
and promotion and A. W. Boyer as 
executive in charge of advertising and 
promotion of open market products. 


The Trane Co., La Crosse, Wis.—W. 
C. Dackis as manager of the process 
heat transfer sales department, J. R. 
Whalen as manager of the convector 
sales department, T. W. Ernst as man- 

(Please turn to top of page 185) 





August, | 








ising 
d to 
- be- 
rop- 
van- 


ll be 
yeri- 

de- 
joint 
aler 


the 
ors 

of 
ip- 
ind 
me 


ry; 
ice 


ig 
iS 


August, 1953 DOMESTIC ENGINEERING 49 


The clinching argument 
that makes the sale... 


Crane’s exclusive designs, styling, and features 
give you unbeatable sales ammunition 


Many exclusive sales advantages are built right into Crane 
fixtures in the form of definite product advantages. 

When you point out these advantages, you give cus- 
tomers good reasons for buying—clinch many a sale on 
the spot. 

For example, the advantages of Dial-ese units—close 
with flow of water, cartridge for easy replacements, per- 
manently lubricated threads—will convince any prospect. 
And you know from your own experience how easy 
Dial-ese is to demonstrate and sell. 

So bear down on Dial-ese. And do the same with Crane 
design, Crane styling, Crane colors, Crane materials. All 
the points of Crane superiority that make Crane “The pre- 
ferred plumbing” are selling points you can use. 

Remember that Crane means better satisfied customers 
—better business for you. 












































Good sales-clinching argument can win big prize 
in Crane Dealer Contest 
Remember that in each of the eight Crane sales districts, there’s a 
first prize of $100 and a second prize of $50 every month through 
October. There will be a Grand Prize of a 4-door Buick sedan for 
the best of all entries. 
See your Crane Branch or Crane Wholesaler for details. 
Here are winners for June 
WINNERS OF $100 PRIZES WINNERS OF $50 PRIZES 
Arthur R. Fleming P. F. Henry 
Art Fleming Plumbing & Heating Co. Scholiman Brothers Company 
Hibbing, Minn. Omaha, Neb. 
A. F. Hartmann Earle A. Meldrum 
c/o W. F. Hann & Sons Company Alexander Meldrum & Sons 
Cleveland 12, Ohio Philadelphia 40, Pa 
R. B. LeCroy James S. Olsen 
J. K. LeCroy Co, Olsen Plumbing & Heating 
Hot Springs, Ark. Montevideo, Minn. 
Charles Mancini Jean C. Parker 
Charles Mancini & Son Parker's Plumbing & Heating Inc. 
Philadelphia 45, Pa. Arcadia, Cal. 
Carlo O. Potratz Beulah Reid 
Lane & Company Sandia Plumbing & Heating Co. 
Grand Junction, Col. Albuquerque, N. Mex. 
Robert A. Schaefer Harry Roberts 
Home Improvement Company Franklin Plumbing & Heating Co. 
Cullman, Ala. Franklin, Tenn. 
Joe Schuster Edward J. Schall 
Modern Plumbing & Heating Co. c/o Schall’s Plumbing & Heating 
Wenatchee, Wash. Syracuse 4, N. Y. 
Teresa Smid John Taylor 
Henry Smid Plumbing & Heating Taylor Plumbing Co. 
Cicero, Ill. Mulberry, Ark. 
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Convention Dates 


Sept. 18-19—Utah—Annual conven- 
tion of the Utah Plumbing and Heat- 
ing Contractors Assn.; Newhouse Ho- 
tel, Salt Lake City. 


Sept. 20-23—AI—2nd annual con- 
vention of the American Institute of 
Wholesale Plumbing & Heating Sup- 
ply Assns., Inc.; Waldorf-Astoria Ho- 
tel, New York. 


Sept. 2I—MAWA—Fall meeting of 
the Middle Atlantic Wholesalers Assn. 
in conjunction with the AI convention; 
Waldorf-Astoria Hotel, New York. 


Oct. 8-9—CSA—59th annual meet- 
ing of the Central Supply Assn.; 
Palmer House, Chicago. 


Oct. 26-28—AGA—35th annual con- 
vention of the American Gas Assn.; 
Kiel Auditorium, St. Louis. 


Nov. 3-6—ASSE—Annual meeting 
of The American Society of Sanitary 
Engineering; Hollenden Hotel, Cleve- 
land. 


Nov. 9-12 — AIRACE — 8th annual 
All-Industry Refrigeration and Air 
Conditioning Exposition; Public Audi- 
torium, Cleveland. 


Nov. 9-12—NEMA—National Elec- 
trical Manufacturers Assn. meeting; 
Haddon Hall, Atlantic City, N.J. 


Feb. 18-20 (1954)—Minnesota—An- 
nual convention of the Minnesota 
Master Plumbers Assn.; Hotel Nicollet, 
Minneapolis. 


Feb. 19-20 (1954)—Kansas—Annual 

convention of the Kansas Master 
Plumbers Assn.; Broadview Hotel, 
Wichita. 


March 5-6 (1954)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors, Inc.; 
Hotel Roanoke, Roanoke. 


March 17-18 (1954)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; The Eastland 
Hotel, Portland. 


March 18-20 (1954) — Louisiana — 
Annual convention of the Louisiana 
State Assn. of Master Plumbers; Hotel 
Jung, New Orleans. 


March 22-24 (1954)—Nebraska—An- 
nual convention of the Nebraska Re- 
tail Plumbers Assn.; Hotel Fontenelle, 
Omaha. 


April 7-10 (1954)—New York—An- 
nual convention of the New York State 
Assn. of Master Plumbers, Inc.; Hotel 
Commodore, New York. 


April 8-10 (1954)—New Jersey— 
53rd annual convention of the New 
Jersey State Assn. of Master Plumb- 
ers; Chalfonte Hotel, Atlantic City. 


April 19-22 (1954)—Pennsylvania— 
Annual convention of the Pennsylvania 
Assn. of Plumbing Contractors; Ben- 
jamin Franklin Hotel, Philadelphia. 


April 22 (1954) — Massachusetts — 
70th annual convention of the Massa- 
chusetts State Assn. of Master 
Plumbers, Inc.; Sheraton Plaza Hotel, 
Boston. 
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NEW PRODUCTS + NEW PRODUCTS + NEW PRODUCTS 


Larger Sizes of Pressure Relief Valves 
Available for Hot Water Boilers 


Two new larger size pressure relief 
valves have been introduced by McDonnell 
& Miller for hot water boilers with heating 
outputs of up to 1,025,100 Btu. The valve 
model is available in 1 and 1% in. sizes, in 
addition to a previous size of % in. The 
valve is designed to open at 30 lbs of pressure. Settings are established 
at the factory. The independent-action testing lever has been designed 
not to interfere with the automatic operation of the valve, even if tied 
down. The unit can be easily disassembled for inspection. 

Manufacturer: McDonnell & Miller, Inc., 3500 N. Spaulding Ave., 
Chicago 18. 





Flange-Mounted Oil Burner Features a 
Deflector Baffle to Minimize Pulsation 


A new flange-mounted oil burner intro- 
duced by The Carlin Company features an 
air deflector baffle that is designed to keep 
pulsation at a minimum. The baffle pro- 
vides a positive positioning of fire from the 
end of the air cone, insuring a thorough 
mixture of air and oil at all times. The 
model (400 AF)/is available in capacities of from .065 to 1.50 gph, and 
has been added to the manufacturer’s line with special intention for 
the furnace, boiler and water heating units in the modernization and 
home building markets. A pedestal-mounted model also is offered. 

Manufacturer: United States Burner Div., The Carlin Co., Wethers- 
field, Conn. 





Food Waste Disposer Provides Quiet 
Operation by Undercut Grinding 


The new Universal-Rundle food waste 
disposer features an undercutting grinding 
action as an aid to quiet operation. A 
tooth-covered disk that revolves horizon- 
tally keeps food waste relatively stationary 
by cutting from underneath. The grinding 
compartment is double-walled as another 
noise-reducing feature. Also, silencing gas- 
3 kets eliminate metal-to-metal contact at 
sink and waste line connection points. A lock-type mounting ring on 
the 24%-lb unit permits the disposer to (Please turn to top of page 54) 
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Susie. 


. . « FOR MANUFACTURERS AND JOBBERS 


ALL FORT RECOVERY PRODUCTS are made 
from CERTIFIED ZINC ALLOYS giving maximum 





strength and finish. 


® Gaged with standard ground thread gages. 
} Buffed to HIGHEST LUSTRE FINISH. 





SOME OF OUR STANDARD DIE CAST PARTS 















No. 1190 — 1%x1% Slip Nut No. 1170 — ’%” Lock Nut * 
No. 1191 — 1%x1% Slip Nut No. 1173 — %” Lock Nut 

No. 1192 — 1%x1% Slip Nut No. 1175 — 1%” Lock Nut 
No. 1193 — 1%x1% Slip Nut No. 1176 — 2” Lock Nut 

No. 1194 — 1%x1% Slip Nut No. 1177 — Standard Ballcock 
No. 1195 — 2x2 Slip Nut No. 1178 — 3”—14 Drain Nut 





Ballcock No. 1179 — Duo Strainer Nut 
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2 reasons why you 
hen you handle Trane 
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1. SERVICE—Over 250 Trane sales engineers in 2. QUALITY—The popularity of TRaANE Unit 

87 US. offices are specially trained to assist you Heaters has been built over many years as a 

. are available when you need them. Their result of a reputation for quality, dependable 
equipment recommendations are accurate since service, exclusive features. These time-tes 

they’re based on the most complete line of roducts give you extra freedom in selecting 
soundly engineered heating products. } se one source the exact units to fit the job. 


Build better heating into your 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMENT 
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make your job easier 
Unit Heaters 


TRA TRANE Torridor 











TRANE Model P Projection Heater TRANE Force-Flo Heater ~ TRANE Gas-Fired Unit Heater 

3. Complete line of engineered blower and propeller- or gas; with vertical or horizontal air streams; for 
type unit heaters includes these six types in a wide free delivery or with duct work; floor, wall or ceil- 
range of sizes and capacities. For steam, hot water ing mounted units. 





4. Most complete library of useful information. Trane 5. Units in jobber stock. Model P, Model H, gas-fired 
bulletins give detailed roughing-in dimensions, units and matching steam _ specialties—traps, 
piping diagrams, accurate capacity ratings. Con- strainers, valves—are available from many job- 
tact your TRANE sales office for complete facts bers. Local stock speeds installation, saves delays. 
or write to TRANE, La Crosse, Wis. 


next job with TRANE Unit Heaters 


The Trane Company, La Crosse, Wis. + East. Mfg. Div., Scranton, Penn. + Trane Co. of Canada, Ltd., Toronto + 87 U.S. and 14 Canadian Offices 
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(Continued from page 50) 
support its own weight before 
bolted connections are made. The 
ring also permits the disposer to be 
rotated 360 deg to aid installation. 
The motor is water cooled to in- 
sure long life. 

Manufacturer: Universal-Rundle 
Corp., Box 960, New Castle, Pa. 


Steel Baseboard 

A new steel baseboard radiator 
for residential steam and hot water 
heating systems is available pre- 
cut and threaded at the factory to 
any length ordered. Installation 
also is simplified by a front cover 
and accessories which snap on or 
telescope. The unit features a 1% 





in. diameter heating element with 
V-shaped fins for maximum heat- 
ing surface. The fins have resilient 
notched flanges to reduce snapping 
and buckling. A force-fitted bond 
between fins and the pipe is de- 
signed to provide permanent heat 
transfer. The baseboard is 8% in. 
high and projects 2% in. 

Manufacturer: Slant-Fin Radi- 
ator Corp., 5113 Second Ave. 
Brooklyn 32. 


Air Venting Valve 

A new air valve has been intro- 
duced by Maid-O’-Mist for venting 
air from hard-to-get-at trouble 
spots in hot water heating systems. 





The valve is 3%6 by 1% in., per- 
mitting limited space installation 
on convector and baseboard radia- 
tion systems. The float-operated 
valve is equipped with a monel 
metal spring and Neoprene valve 
seat. The vent is for vertical mount- 
ing for pressures up to 30 lbs. 
Manufacturer: Maid-O’-Mist, 
Inc., 3217 N. Pulaski Rd., Chicago. 


Cabinet Sink 


A double-bowl cabinet sink is 
being offered by Youngstown in 








, 


Heating and Cooling Control Panel Is Packaged 


A heating and cooling control 
panel has been packaged by Min- 


neapolis-Honeywell to perform 





intermediate switching functions 
on residential air conditioning 


units. The package uses heating 
and cooling thermostats with built- 
in selector switches that permit the 
entire conditioning system to be 
controlled from one point. The 
panel can be used with a combina- 
tion heating-cooling unit or with 
a heating system that has a sup- 
plemental cooling unit. The pack- 
age is available for heating units 
with either single or two stage, 
single phase cooling units of 2, 3, 
or 5 ton capacities and up 7% tons 
for a three phase unit. The panel 
is 94% by 4% by 12 in. high and can 
be conveniently installed in most 
cooling unit cabinets. 
Manufacturer: Min- 
neapolis-Honeywell Regulator Co., 
2753 Fourth Ave., S., Minneapolis. 
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two 66-in. models. The sink also 
has two drainboards of porcelain 
enamel, with the undersink cabinet 
finished in synthetic enamel. The 
unit is equipped with two drawers, 
four doors and three large compart- 
ments. Shelves are provided in two 
of the compartments. The sink is 
available with standard fixtures or 
in a deluxe model with a rinse 
spray, a cutlery drawer, and a large 
soapbox rack on an undersink door. 

Manufacturer: Youngstown 
Kitchen Div., Mullins Mfg. Corp., 
Warren, Ohio. 


Packaged Water System 

A new packaged water system 
has been designed for installation 
in small closets, under sinks or in 
limited basement areas. The com- 





pact unit is mounted on the pres- 
sure storage tank to save space and 
installation time. The unit is avail- 
able in % and % hp models for 
deep and shallow well use. The 
self-priming shallow unit operates 
to depths of 25 ft. and can be con- 
verted easily to use in deep wells 
up to 80 ft. 

Manufacturer: Universal Mfg. 
Co., 1400 San Pablo Ave., Berkeley 
2, Calif. 


Gas Incinerator 
A new domestic gas incinerator 


introduced by Cribben & Sexton 





features a hydraulic firebrick lin- 
ing of the type used in industrial 
(Please turn to top of page 56) 
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Next time you buy traps—and other tubular 
goods—insist on this important guarantee! 
"P" traps look alike; Ideal traps are 
different! 

Ease of installation is just one differ- 
ence... Dependable performance 
and lasting quality are others. 


Even the Idealco brand permanently 
stamped in each unit makes Jdeal 
traps stand apart. That brand is your 
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it for you? 


guarantee of full 17- or 20- gauge, 
according to exacting Brown and 
Sharpe standards. 

Ideal guarantees its products 
because [deal manufactures the 
products it sells) 


Next time insist on Ideal! 


YOUR GUARANTEE: Every Ideal trap is 
guaranteed to be the full gauge plainly 
marked on each box. 


IDEA 


TUBULAR 
STREET, 


19 7 NINTH 
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(Continued from page 54) 


incinerators. The lining dehy- 
drates wet masses to eliminate ref- 
use without smoke or odor. It 
also acts as a reservoir to confine 
heat within the unit. The small 
amount of residue is collected in 
a large ash pan. The unit is avail- 
able in 1% and 2% bushel capaci- 
ties with automatic controls. 

Manufacturer: Cribben & Sex- 
ton Co., 700 N. Sacramento Blvd., 
Chicago 12. 


Two-way Thermostat 

A new thermostat for controlling 
both domestic heating and cooling 
systems has been introduced by 








General Controls. A three-position 
switch controls heating, cooling and 
turns off the conditioning units. 
Differentials are set within 14% deg 
for heating and within 3 deg for 
cooling. The wider cooling range is 
designed to prevent short cycling 
on the compressor. The control 
operates on a 24-volt circuit. 
Manufacturer: General Controls 
Co., 801 Allen Ave., Glendale, Calif. 


Laundry Tray 

A new double-basin laundry 
tray has been introduced by Koh- 
ler for home laundries and utility 
rooms. Each basin is 21% by 19°4 
by 13 in. deep. A wide wall sepa- 





rates them. The tray is 25 in. deep, 
48 in. long and 34 in. high and rests 
on a tubular steel stand. A wide 
ledge along the back has been pro- 
vided for soap boxes and starches. 
Depressed, self-draining soap dish- 
es are provided in each corner. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Fuel Oil Pump 

A new fuel oil pump set has 
been introduced for use with non- 
pump industrial type burners 
where more than one burner is 





involved or where an auxiliary 
method of oil transportation is re- 
quired. The York-Shipley set fea- 





Tuttle & Bailey Announces New Baseboard 


A new baseboard panel intro- 
duced by Tuttle & Bailey for hot 
water or steam heating is recom- 
mended for perimeter use in areas 





where heat loss in greatest. The 
panel induces air at the base, circu- 
lates it over a finned heating ele- 


ment and expels the warmed air 
through a top opening. The steady 
stream of warm air circulates an 
even blanket of warmth around 
even heavy heat loss perimeters. 
The heating element consists of a 
1 in. copper tubing that is expanded 
to hold fins securely in place. The 
panel is available for recessed or 
free standing installation in 5 or 6 
ft lengths and is conveniently pack- 
aged. Accessories include a lever- 
operated damper, outside and in- 
side corners, end caps and joiner 
strips. 

Manufacturer: Tuttle & Bailey, 
Inc., Corbin Ave., New Britain, 
Conn. 
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tures viscous liquid, internal gear 
pumps in capacities of 100, 225, 
400, and 700 hp. The set includes an 
electric motor, push-button mag- 
netic starter, strainer, pressure 
gage, relief valve and necessary 
sheaves and belts. Only connec- 
tions to fuel and electric service 
lines are needed for operation. 
Manufacturer: York - Shipley, 
Inc., P.R.R. & Jessop Pl., York, Pa. 


Pipe Insulating Material 

A new glass fiber insulating ma- 
terial has been designed for use as 
a vapor barrier or weather sealer 
for above-ground pipes and other 
exposed ducts. The material 





(Duramat) is reinforced with par- 
allel strands of glass yarn to resist 
tearing and is coated with a water- 
proof asphaltic material. The mat 
will bend around curved or ir- 
regular surfaces. It can be cut 
with a sharp linoleum or roofing 
knife and sealed with a rapid-dry- 
ing asphaltic cement. The material 
is available in nominal thicknesses 
of .047 and .094 in. 

Manufacturer: Glass Fibers, Inc., 
1810 Madison Ave., Toledo 2. 


Gas Floor Furnace 

A new gas floor furnace with a 
shallow design has been announced 
by Magic Chef. The furnace is 26 
in. deep and is offered in Btu out- 
put capacities of 35,000, 50,000 and 
65,009. A 77,500 Btu model is 30% 





in. deep. All parts and controls are 

housed to permit the unit to be 

lowered into place through a floor 
(Please turn to top of page 58) 
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Wj TEMCO’s famous porcelain 
enamel heat chamber car- 
ries a 20-year warranty. 


Wi Shallow construction (just 
25%” overall) means 
easier, less expensive in- 
stallation. 


i TEMCO Gas Floor Furnaces 
are specifically engineered 
and AGA approved for use 
with all gases. 


W@ Built by America’s Gas 
Heat Specialist, TEMCO 
Gas Floor Furnaces are 
priced low enough to bring 
automatic heat within the 
reach of every home owner. 
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For the full story of the profit potential in 
TEMCO Gas Floor Furnaces, see your 
TEMCO distributor, or fill out the coupon 
below. 
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This year— 


vo JUMP INTO THE 
/ PR®FIT ROW 
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_ UCU 
a / with TEMCO Gas Floor Furnaces! 


‘ 
‘ 


/ With the great new 1953 line of TEMCO Automatic Gas 


Floor Furnaces. . . with the king-sized 1953 TEMCO adver- 
tising and sales promotion plan to back you up... you can 
make a clean sweep of the floor furnace business in your 
area. TEMCO sales features like these make it easy to 
get the jump on your competition: 
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B, Sis oa Oo acs 
| TEMEG, in. OG) | 


NASHVILLE. TENN. 


BUILDER OF OVER 1,250,000 GAS APPLIANCES 


TEMCO, Inc., Department B-515 


Nashville, Tennessee 
Send catalogue and full information about TEMCO 
Gas Floor Furnaces. 
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opening and serviced from floor 
level. Only gas and flue connec- 
tions are needed below floor level. 
A room temperature regulator is 
available for “finger-tip” operation. 

Manufacturer: Magic Chef, Inc., 
1641 S. Kingshighway Blvd., St. 
Louis 10. 


Exhaust Fan 

A new wall exhaust fan intro- 
duced by Broan features an auto- 
matic door-opening device to pro- 
tect the unit when not in use. 
When the fan is turned on, a motor 
opens the outer, insulated door. 





ihe door is automatically closed 
by two springs when the current 
is turned off. The fan is 10 in. in 
diameter and moves air at 600 cfm. 
The unit also includes a gri.le with 
slanted louvers. 

Manufacturer: Broan Mfg. Co., 
1669 N. Water St., Milwaukee 2. 


Faucet Spout End 

A new spout end for water fau- 
cets has been introduced by Chase 
Brass and Copper to aerate water 
and increase its velocity. The 
aerator body is equipped with 
three screens and a perforated cup 





and disk. The disk distributes wa- 
ter pressure while the cup divides 
the water into fine streams of high 
velocity. The three wire mesh 
screens break up the streams to 


mix water with air drawn in 
through an orifice. 

Manufacturer: Chase Brass & 
Copper Co., 236 Grand St., Water- 
bury, Conn. 


Convertible Jet Pump 


A. Y. McDonald has announced 
a new integral horsepower jet 
pump for shallow or deep well ap- 





plication. The convertible, single 
stage unit is available in %, 2, 3 
and 5 hp sizes. It is capable of lift- 
ing water from a maximum depth 
of 260 ft. 

Manufacturer: A. Y. McDonald 
Mfg. Co., 12th and Pine Sts., Du- 
buque, Iowa. 


Powered Pipe Bender 


A new powered pipe bender has 
been designed by American to 





bend % to 2 in. standard pipe at 
radii five times the pipe size, up 
to 180 deg. The maximum radius 


of bend is 13 in. The machine also 
will bend extra heavy and double 
extra heavy pipe of up to 1% in. 
The machine is shipped as a pack- 
age, including a 2 hp motor, drum- 
type reversing controller and rol- 
lers and quadrants for fixed radius 
kends. The machine (type 2PBR) 
also has been designed for power 
application to the maker’s type 
A-30 hand bender. 

Manufacturer: The American 
Pipe Bending Machine Co., Poult- 
ney, Vt. 


Suspension Furnace 

A new gas-fired warm air sus- 
pension furnace introduced by 
Jackson & Church features an elec- 
tronically controlled power burner 
designed to give a positive air mix- 
ture. An electric shut-off device 





stops the burner if the fuel supply 
is curtailed. A stainless steel com- 
bustion chamber is designed to dis- 
tribute flames evenly throughout 
the heater body. The unit has a 
450,000 Btu input. 

Manufacturer: Jackson & Church 
Co., 321 N. Hamilton St., Saginaw 
65, Mich. 


Bathtowel Ring 
A new bathtowel ring has been 
styled by Hall-Mack in a stirrup 
design of lucite and chrome. The 
(Please turn to top of page 66) 





G-E Introduces Line of Oil Burner Controls 


A new line of nine controls for 
domestic oil burners has been an- 
nounced by General Electric. The 
line includes a room thermostat, a 
stack-mounted master control with 
bimetallic helix, a flame detector 
and companion master control, a 
transformer relay, fan and limit 
control and a temperature limit 
control for warm air furnaces. Also 
included are a water immersion 
temperature control for hot water 
heating systems and a steam pres- 


sure control that can be adjusted 
for range and differential by turn- 
ing acorn nuts. The controls have 
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been designed for easy installation 
and servicing and can be mounted 
in any position without leveling. 
All feature easily removable covers. 





Manufacturer: General Electric 
Co., Appliance Control Dept., Mor- 
rison, III. 
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for every io’ of excess draft permitted 
by a draft control there is 
a 1% waste of fuel* 


Fuel economy is mighty important! Yet an inaccurate control will 
commonly permit up to 5/100” of excess draft — fuel wastes up to 

59%! That’s why dealers know there is no substitute for Field accu- 
racy. A Field Control permits a hair-line instrument setting that 
eliminates excess draft, yet allows for the minimum draft needed. 
That’s because Field’s gate, balanced on a Duo-Static balancer, 
rolling on a friction free axis, is sensitive to as little as 2/1000” of 
draft change. Wise dealers know that Field accuracy pays off in fuel 
savings, in reduced service calls, in customer satisfaction. Its per- 
formance has been proved by a score of years and 10,000,000 
installations. 





FIELD’S ROLLING HINGE PIN: This patented gate 
mounting —a “rocking chair’ action — is more friction- 
free than even the finest ball or roller bearing assembly. 
And because there is no sliding friction this pin can be 
much heavier and more rigid. It is this friction-free mount- 
ing that provides Field’s unmatched sensitivity. 











End view showing round hinge 
pin in square bearing opening 





1— Made of heavy materials — Field controls 
last longer. 








2— Balanced at factory — Eliminating weight 
variations which could affect control's accu- 
racy. 


3— Rocker type hinge pin — Quickly respon- ike iS 
sive, no friction. No sticking. , ae 
4— Long Collar — No warping or clogging due * . y e2 


to heat or soot, no service calls. 













$—Free smoke passage —A Field Control 
never blocks the flue. 







DRAFT CONTROLS 






6— Side wings and fitted gate — More accu- 
rate because opening in control increases 
more uniformly. 












*Fuel waste without any draft control 
runs vp to 20%) with an inaccurate con- 
trol 5% fuel waste is common. 





7— Factory adjusted — Set to maintain .06’ 
draft until instrument setting is made. 
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They cost no more... So why settle for less! 





hir Eliminators 


+ THE FASTEST 
VENTING 
Ain VALVE 
(expansion type) 
TER 
for HOT WA 
HEATING SYSTEMS 








Write for Form No. AV7 Write for Form No. 67 Write for Form No. 72 


The Envelope Stuffers illustrated above are designed for your use. When ordering copies, please give the Form No. as listed under each folder. 


el 


BALANCING VALVE 
ADAPTER UNITS 


Maid-O’-Mist offers you a low cost unit for making up your own balancing 
valves. They are designed for the job of balancing hot water heating systems... 
easy to install... and priced much lower than square head cocks or other types 
of shut-off valves. These Adapter Units are quickly soldered or sweat fitted 
into regular copper or bronze tees, or threaded into cast iron tees. Can be in- 
serted in side outlet or run of tee of the same pipe size to complete either a 
straightway or angle balancing valve. Simple balancing adjustment requires 
only a screwdriver. Precision made of brass and monel metals with packed stem 
construction. 


FULL FREE FLOW OF WATER THROUGH THE TEE. Since there is no inside reduc- 
tion of pipe diameter, there is no water restriction except for the balancing re- 
quired. This advantage plus low cost permits the use of additional balancing in 
« hot water system without preliminary planning. 





Write for Form No. 1415 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


3217 NORTH PULASKI ROAD . CHICAGO Gl, ILL. 
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Now’s the time to get going on sales of 
Bridgeport Air and Vacuum Valves for the 
fall and winter heating season — Bridgeport 
valves bring one-pipe steam heating sys- 
tems, hand-fired or automatic, to the peak 
of efficiency! 

Bridgeport Radiator Air and Vacuum 
Valves have been engineered and built to 
make even the hardest-to-heat radiators 
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carry their full share of the heating load, for 
more efficient heating... for fuel savings. 

Like all Bridgeport items— plumbing 
goods, brass and copper pipe, copper tub- 
ing, and roofing copper — Bridgeport valves 
are made from the finest materials, right in 
our own mills. There’s prestige and profit 
in the entire Bridgeport quality line. Order 
today for prompt delivery. 


BRIDGEPORT BRASS 
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THIS 22 PROFIT- 


\_ A ..-proves you can win the 








GET READY #/ 


Send for this free profit-maker kit of sales 
ammunition. It’s built around the attention- 
7 getting A-P Comfort Control Display and a 
powerhouse of sales-making mailers, stuffers, 
stickers and other proven merchandising aids. 
It has everything you need to create store 
traffic . . . and sell em too! And it’s yours 
— free for the asking! 









Ss ~ get your share of the 


Use this 2 most gonded of all A-P sales campaigns . . . and 
you'll automatically benefit from A-P’s heavy national advertis- 
ing support. This packs additional wallop that gives you a 
monthly barrage of over 51,320,604 sales messages that sell A-P 
automatic heating conveniences. 


Smart dealers are taking advantage of the profit- packed punch 
of these free sales helps. They’re perfect mates to the “years ahead” 
engineering and automatic conveniences of A-P Comfort Controls. 
Write today for full details. 
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-| PACKED SALES CAMPAIGN! ’ 


race for more space- heating dollars! 
SV 


And don’t forget to push these 
winners, too! 


Electric conversion kit pro- 
vides regular wall thermostat 
control for vaporizing oil-burn- 
er space heaters and furnaces. 
Complete with transformer 
and wire. Any owner can in- 
stall, 





































You can get several types of A-P Comfort Electric conversion kit for 


S Controls — to fit any oil. space heater draft fan or circulation blower 
\- equipped with an A-P oil control valve. on heaters and furnaces. “On- 
a The A-P Comfort Control gives your cus- off” or“on-slow speed” control. 

ag Provides simple wall thermo- 
, tomers all the comfort and convenience of stat control for fan-type heat- 







automatic heat control — at minimum cost. ers. 







° Make sure you’re set for the big heating 

5 season ahead . . . and the big demand for 
dependable A-P Comfort Controls. That + Retail 
means having plenty of them in stock to ‘ 






fill orders. * % Installs in only 3 minutes 








% Assures “round-the-clock 
automatic heating comfort 






And look at this easy 
installation. Owner 
can attach control 
himself with an ordi- 
nary screwdriver. Only 
two screws to replace. 







hig space heater accessory business 






“ee and This new A-P Thermomatic Comfort Control will enable you to offer 

advertis- your space heater customers all the comfort and work-saving conven- 

fot ience of an automatic, built-in heating system — and for only $12.95. 

sell A-P It eliminates annoying temperature swings — works with the weather- 
man to maintain healthful, comfortable temperatures. And it cuts fuel 

1 pone bills — automatically! #In Canada, $15.95, including Canadian tax 

ahea 

ontrols. 


A-P CONTROLS CORPORATION 


2404 N. 32nd Street, Milwaukee 45, Wisconsin 


In Canada: A-P Controls Corp., Ltd., Cooksville, Ontario DEPENDA.€ Controle 


For Export: 13 E. 40th St., New York 16, N. Y., U.S.A, for Air © Liquids © Gases © Refrigerants 
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New Myers “Centri-Thrift”’ 
versatile, low-cost 
Centrifugal Pumps 






A general-purpose pump designed for many 
uses: air conditioning, hot and cold water circu- 
lation, booster service, laundry equipment, cooling 


systems, lawn sprinklers, liquid transfer, and many 
others. 


Now Myers offers you more to sell with this new line 
of centrifugal pumps. The “Centri-Thrift” line sup- 
plements Myers’ regular line of industrial pumps. It 
provides broad capacity ranges in an “economy 
priced” pump suitable for many applications. 




























Myers quality features. Removable, replaceable 
bronze wearing ring eliminates necessity of replac- 








3, Ya, Wa 











ing entire case. Stainless steel pump shaft extended & 1 hp motor 
through open bracket for quick inspection and ac- mounted and 
cessibility; won’t rust; corrosion resistant. Impeller belt-driven 


is locked to shaft and balanced for smooth operation. models. 


Specifications. Capacity ranges through 50 gallons per minute. Heads 
up to 92 feet. Motor is 3450 rpm NEMA standard with overload 
protection. Will handle 180° water. Suction opening is 144” pipe. 
Discharge opening is 1” pipe and can be rotated in any of four 


\_ bert Pump can be completely drained in any position by using 








lowest drain plug. 





Myers Industrial Pumps pipe . 


Direct Drive. 





Motor mounted, 





High pressure, self-oiling 
bulldozer power pump. 
Ideal for heavy-duty 
pumping jobs in oil 
fields, road construction, 


High pressure industrial 
pump. Ideal for truck 
and car washing, booster 
service, etc. Capacity up 
to 50 gpm at 500 lbs. 
pressure or 1150 ft. total 


High and Low Head Centrifugals. 
Standard fitted, all bronze or all iron 
for handling many different liquids, 
. including inflammables. Impeller is 
village water works, etc. mounted on motor shaft to insure 
250 lbs. maximum pres- perfect alignment and balance. 1750 
sure or 580 feet maxi- and 3500 rpm. Single or 3-phase 
mum head. "Vv" of flat belt drive motors. 











head. 





Write for literature and prices. 





THE F. E. MYERS & BRO. CO., 250 Fourth St., Ashland, Ohio 
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faster with less burr. * 


ipe Cutter 


hess NEW REED CUTTERS OFFER positive performance 
advantages which save time and effort for the user, 
whether pipe is being cut by hand or by machine. 


The basic model is the roller cutter, preferred for 
machine cutting and for hand work where conditions 
permit a complete swing of the tool. Its major advan- 
tage is that the rollers are in the hook where they 
provide a square base when adjusting the tool on the 
pipe ... and the single razor-blade wheel is in the 
sliding block. Thus the wheel is always in plain sight 
where it can be lined up easily with a cut-off mark on 
the pipe. The keen, lasting edge of the Reed Razor 
Blade wheel and the basic design of the cutter make 
for easy cutting and the very minimum of burr, 


The basic roller cutter is also available in a 4-wheel 
model and a 3-wheel model. The 4-wheel cutter is 


» ANOTHER NEW rool... 


Whether as a roller, 3-wheel or 
awlee! cutter, this new REED tool is easier to 
‘position on the pipe, tracks perfectly and cuts 





PIPE CUT 











*® A 2-wheel sliding block and two extra 
razor blade wheels permit a quick, simple, 
changeover from the roller cutter to the 
4-wheel or 3-wheel models. 


almost indispensable for ditch work and other close- 
quarter situations. In such conditions it operates with 


an easy back-and-forth, ratchet-like motion and cuts 
off pipe easier than other type of cutter. 


For those who have only occasional need for a 
4-wheel cutter, the Reed convertible cutter can be 
quickly changed over. Simply remove the rollers and 
the 1-wheel sliding block, insert the 2-wheel block and 
replace the rollers with wheels. To convert to a 3-wheel 
cutter, just substitute wheels for the rollers. 
































ROLLER CUTTER No. 2-1 
Ve" to 2” 





3-WHEEL CUTTER No. 2-3 


Whenever you want to work with pipe . . 


ERIE, PENNSYLVANIA — U.S.A. 


4-WHEEL CUTTER No. 2-4 
Ya!’ to 2’ 


. ask for a REED pipe tool. 

























Shopping with D. E. 


(Continued from page 58) 
ring is six in. wide and swivels 
from its metal mounting, which 
can be easily attached to bathroom 





walls within reach of the shower 
or tub. 

Manufacturer: Hall-Mack Co., 
1344 W. Washington Blvd., Los 
Angeles 7. 


Packaged Cooling Tower 

A packaged cooling tower for 
domestic and industrial air condi- 
tioning systems has been intro- 
duced by Imsco. The gravity-flow 
tower utilizes a three-directional 
water distribution trough, designed 
to provide even dispersion of wa- 
ter. One motor operates the pump 





and upward-discharge blower. 
Electrical and pipe connections are 
located on one side near the base. 
The tower is available in 3, 5, 742, 
10, 12% and 15 ton capacities. 

Manufacturer: IMSCO Mfg. Co., 
Division of Industrial Maintenance 
Service, Inc., 4215-A Gaston Ave., 
Dallas, Texas. 


Conversion System 

A packaged fuel burning system 
for the conversion of large boilers 
to oil or gas has been announced by 
York-Shipley. The system (desig- 
nated F/C) includes a rotary oil or 
oil-gas fired burner in sizes from 18 
to 400 hp, a pre-fabricated windbox 
assembly and a combustion refrac- 
tory ring. Factory-wired control 
panels are furnished in five types 
and are designed to be connected 


easily to the main panel terminal by 
use of a numbering system. Also 
included are fuel oil pump sets, 
heater assemblies, a trim assembly 
of valves and gages and a tank 
heater for recovering hot oil being 
returned by the burner and for 
pre-heating the oil in the tank. 
Manufacturer: York-Shipley, 
Inc., P.R.R. & Jessop Pl., York, Pa. 


Chimney Cap 

A new cap for chimneys and 
flues has been introduced by A. R. 
Wood to help prevent chimney fires 
and improve heating efficiency. The 
cap has been designed to permit 
flue gases to heat the upper and 





lower draft rings, keeping the rings 
free of ice and snow in the winter. 
The open construction of the cap 
creates a vacuum to reduce clog- 
ging the cap with soot. The cap is 
available in diameters from 3 to 
9 in. It can be’ used on furnaces, 
space heaters, water heaters and 
for ventilating systems. 

Manufacturer: A. R. Wood Mfg. 
Co., Luverne, Minn. 


Low-pressure Oil Burner 

A new low-pressure oil burner 
requires only simple adjustment for 
proper settings between 0.4 to 1.50 
gph. The adjustment can be made 
on the job by a change of the me- 
tering cam under the end of the 


fuel unit. A fuel unit with a built 
in lift pump permits use of the 
burner with underground fuel 
tanks and on suspended furnaces. 
The burner features a low pressure 





spray tip, positive shut-off valve 
and an easily accessible air tube 
assembly. A multiple breakaway 
baffle plate, multiple air adjusting 
bands and a swing-away trans- 
former elso are included. 

Manufacturer: Wayne Home 
Equipment Co., Inc., 801 Glasgow 
Ave., Fort Wayne 4, Ind. 


Cabinet and Lavatory Set 

A plastic-covered medicine 
cabinet and matching cabinet lava- 
tory have been introduced by At- 
kins. The laminated plastic finish 


i ce nc 





is available in black oak or gray 
mother-of-pearl and is resistant to 
(Please turn to top of page 128) 





Pipe Boring Bits Are Protected By Steel Case 


A new set of pipe boring bits has 
been packaged in a steel carrying 





case by Price & Rutzebeck to re- 
duce damage and loss. Clips in the 


66 


case hold units of the set tightly 
in place to prevent damage to the 
cutting edges of the bits. The case 
is 6% by 21% by 2 in. The set 
includes six self-feeding bits for 
boring standard pipe size holes 
from 14 to 2 in. Also included are 
spare pilots, allen keys and an as- 
sortment of shanks in various 
lengths to 18 in. 

Manufacturer: Price & Rutze- 
beck Distributing Co., 22150 Meek- 
land Ave., Hayward 53, Calif. 
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Why “Honeywell-designed” controls 
assure top gas water heater performance 


%, 





The “20”—Model V-5120 is the star performer in this 
big new line of Honeywell water heater controls. It pro- 
vides complete 100% control for natural, manufactured or 
LP gas! Main gas cock with pilot position, main burner 
pressure adjustment and the thermomagnetic pilot with 
100% shut-off are all included in this compact control. 





The “21”~V-5121 is de- 
signed to take up minimum 
space for use as a concealed 
control. Itincludes main gas 
cock with pilot position; 
main burner pressure ad- 
justment; thermomagnetic 
pilot with 100% shut-off. 


The “19”—Use V-5119 
for natural or manufactured 
gas. (Not for LP gas.) In- 
cludes thermostat; main 
gas cock with pilot position; 
pilot adjusting screw ; main 
burner pressure adjustment; 
thermomagnetic pilot. 


Honeywell, world-leader in the manufacture of precision temper- 
ature controls, has applied all their control-making experience in 
designing these new gas water heater controls. They are made to 
maintain selected temperatures constantly; to light the burner 
safely and automatically; to provide “positive shut-off” in case of 
pilot failure. 

These new Honeywell Controls are precision-made of fine 
quality materials and each is exhaustively factory tested to insure 
excellent performance when installed. This often helps reduce the 
number of service calls received for minor adjustments. 

Also, you'll find Honeywell-equipped heaters have an extra 
sales feature, too! Prospects know the name Honeywell stands for 
quality and accuracy, and thus they're easier to sell! 

So be sure to order Honeywell-equipped water heaters! Then 
watch these fast-selling, trouble-free models boost your gas water 
heater profits! Call your distributor or mail the coupon below. 


Honeywell 
(HH Tout we Couttol 


Another extra! Styled by Henry Dreyfuss! 


Look at the sales appeal the colorful, smart styling 
gives these new Honeywell Controls. Nationally 
famous industrial designer Henry Dreyfuss, work- 
ing with Honeywell, helped make these controls 
a smart, attractive addition for any water heater. 
That's why Honeywell-equipped models reflect 
top quality at first glance—stand out from other 
models on the sales floor. 








MINNEAPOLIS-HONEYWELL REGULATOR CO. 
Appliance Controls Division, 8775 Mettler Street, Dept. DE-8-144 
Los Angeles 3, California 


Please send me detailed information on your complete line of gas hot 
water heater controls. 


Name 


Address Bene eS BN ren RN Se EAR, AE UREN RE fall TM PO OEE ae 


City Sapiepacitaoecaais I 5.3) I 2 cb de ws etakiceiacin ai cecpardosvbamasaeocepes 
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M Quay ‘tiow Unit Heaters 


Heating dollars go further when McQuay Down Flow Unit Heaters 
are installed. They are especially recommended for saving heat ordi- 
narily wasted in buildings with high ceilings. These vertical unit heaters 
have the famous Ripple Fin Coils. Providing peak heating efficiency, 
they lower heating costs by circulating evenly and gently this normally 
stratified air. 

In the McQuay line are 22 down flow units to meet your exact 
requirements. Capacities range from 25,400 to 500,000 Btu per hour. 
Four styles of directional air diffusers are available to provide any 
desired air distribution. Consult the McQuay representative in your 
city or write McQuay Inc., 1636 Broadway N.E., Minneapolis 13, Minn. 


Quay we. 


HEATING * AIR CONDITIONING 


HORIZONTAL 
UNIT HEATERS 


These unit heaters are offered 
for normal applications where horizontal air flow 
is desired. In 24 sizes with capacities ranging 
from 21,600 to 360,000 Btu per hour. 


BLOWER TYPE 
UNIT HEATERS 


For effective heat distribution 
over large open areas. Available in 8 sizes ...in 
suspended and floor models, with one and two 
row coils; capacities from 20,620 to 1,632,000 
Btu per hour. 
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You’ve never seen anything 
* aon 

4 3 CZ 
a & fl & e. Convertible —and we mean con- 
vertible. Same ejector works on shal- 
] \ low wells or on deep (4” or larger) 
/ \ wells — nothing extra to buy. You 


3 a | can get single-pipe models, too. 


we mee oe 


Big Selling Features 
new ‘Quad-Volute”’ design, 
nationally-known motors, 
bronze impellers, brass ven- 
turis and nozzles, rotary 
seals, heavy-duty tanks! 


Designed for Volume Sales! 
Two complete Champion” 
groups ('3 and '2 H.P.) that give 
you the right model for 82% of 
the total jet pump market! 


f 3 


NE 
i 
it 


/ 
/ 


ae 


‘anastasia ara eae a NR aN 


nad 
¢ 9.50 Retail—lowest nationally- 


advertised price! That’s for the '3 


H.P. 3-Star ‘‘Champion” with tank Write now for more details 
(illustrated), f.o.b. factory. Deliveries 
up to 610 G.P.H or depths to 70 ft ON THIS GREAT, NEW 


or pressures up to 70 Ibs 


Repidligon 
& -3 

$134.50 Retail—that’s the f.o.b ‘ 

factory price for the '2 H.P. 5-Star 

“Champion” with tank; less than 1 

most '3 H.P. systems! Deliveries up 

to 740 G.P.H., or depths to 80 ft 

or pressures up to 80 Ibs:! 


‘ CONVERTIBLE JET PUMP 


¢ Pcs © Pump & Ejector only — both '; 
f and '2 H.P.—even lower in price! THE DAYTON PUMP & MFG. COMPANY 
{ 


“Champion” models come with Dayton 1, Ohio 


larger tanks, too, and as vertical 
tank systems if desired! 
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‘ion 


and only 
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KOHLER 


TRITON SHOWER AND BATH 
FITTING 
with Niedecken Mixer 


Easy to install . . . adjusts to wall variations 
. . . low maintenance cost . . . easy to operate 
... Saves time ... saves water... low cost 


This efficient, economical fitting offers advantages at all three 
points of operation, costs less than many two-valve fittings. 

The shower head, of water-saving design, 2” in diameter, 
has a volume regulator for quick, easy control of shower 
spray. Ball swivel joint holds head at desired angle. 

The Niedecken mixer is inex- 
pensive to install, requiring but 
one wall opening—important 
where ceramic tile or glass is 
used. Single escutcheon makes _ | 
wall cleaning easier. All parts L 
subject to wear can be removed awe os 
readily from the front. Single <— 3 norma — 
handle affords quick “‘tuning-in”’ 3ST maximum— 
of properly tempered stream, The Niedecken mixer can be ad- 
eliminating waste of water. Ad- justed to varying wall thicknesses 
: without special stem or escutcheon. 
justable hot water stop can be The 2" minimum: is useful for 
set in advance for maximum walls thinner than usual. 
temperature desired. 

The bath spout has a diverter control knob to direct flow 
from shower or spout. When mixer handle is turned water 
flows into tub and may be safely tested. Lifting knob diverts 
flow to shower head. When shower is turned off, knob drops 
to original position, preventing sudden drenching of next user. 


ROUGHING-IN 
DIMENSIONS | 








Co., Kohler, Wisconsin. Established 1873 


2 or KOHLER 


, ELECTRIC PLANTS + AIR-COOLED 
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industrial Oil Burners 


Rotary type. Burn low- 
cost, heavy fuel oil with 
complete reliability. 
Models for every in- 
dustrial need. Capaci- 
ities up to 200 gallons 
per hour. 








Combination Oil-Gas 
Burner 


This commercial in- 
dustrial burner is the 
answer to seasonal fuel 
shortages. Makes pos- 
sible advantages in eco- 
nomical fuel buying. 


Eas A 
Sie 


si 


Made in popular sizes 
to fit the heating needs 
of homes from 4 to 10 
rooms. Extremely com- 
pact and attractive. 
Real fuel savers. 





re 
Petro 


OIL BURNERS 


O years 
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Speei Lists 
for 5 


Complete Line 

There’s a size and type of Petro 
oil burner, or home furnace or 
boiler, to fit every oil firing need. 
The name Petro, since 1903, has 
been known and respected wher- 
ever oil burning equipment is used. 


Simple, Dependable Operation 
Petro oil burners cost the plant 
operator or homeowner less to own 


avid, trouble, oud, eomplacactz 
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Easily Installed 

Petro oil burners are compact and 
well built. Heavy mounting flanges, 
protected wire connections, easy 
access to oil and ignition lines, are 
all features which help make Petro 
oil burners the favorite of con- 
tractors and dealers all over the 
nation. They save installation time 
—they cut service calls. 


hugust, 19. 
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Conversion Units and operate because their perform- ation 

icine eatin Mone ance is proved and simple. The fine - a — 4 .f furnaces- 

oil burners for home reputation Petroequipmentenjoys, ‘ustrated literature and speciiica- 
and commercial use. and its popularity with owners, is tion sheets gladly sent free. Write Sk 
ec | tae tems Of ils eimplicity and = Petro, 3185 PY, 106th &.,. Cleve- up to 35 

traditional dependability. ~ u. agin es write 

a ane oor St., Toronto, Ont. 

Horizontal Furnace INDUSTRIAL AND COMMERCIAL OIL, GAS AND COMBINA- 

Se ee TION OIL-GAS BURNERS, RESIDENTIAL: OIL BURNERS, OIL 
fits anywhere. Available AND GAS FURNACES AND BOILERS. Sagat 


in five models from 
80,000 to 180,000 
Btu's (output at bon- 
net). 














50 YEARS OF LEADERSHIP IN 
AUTOMATIC HEATING 
3183 W. 106th St., Cleveland, Ohio 


in Conede, write 2231 Bloor St., Toronto, Ont ee ee tae 
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—model 250—gas fired 
or steam and hot water 
ated homes 


hile it derives control from variations in boiler or furnace stack 
pmperatures, Model 250 operates independently with its own small 
jas burner which heats the vaporizing chamber. A thermal valve in 
he main heating plant stack turns the humidifier gas flame from 
jot to full when the heat comes on. As the main heater is on more 
cold weather, this arrangement provides more humidity when 
is needed. 

Leak proof blown glass float. Nickel and chrome plated brass 
e parts. Vaporizing chamber and float chamber acid and 
li resistant porcelain enamel—double coated. 















Skuttle Series 600 Humidifier 
most popular of all humidifiers for warm air heated homes. 
-flushing, self-cleaning. 

Skuttle Model 450 Humidifier 


the job with warm air heat where there isn’t plenum space 
a Series 600—counterflow, low highboy, floor, and other com- 
furnaces—space heaters. 


Skuttle Series 300 for Very Large Homes 

up to 35 evaporating plates. 
Skuttle Series 500 
for Coal Fired Gravity Heat 


Patented Vapoglas Evaporated Plates 


plates, made of pure glass wool compressed after heating, 
the industry in popularity. They make a fine resale item. 


Msn 8 Sc A ee 
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Every home 


iS now a prospect for 


Ckuttle 


y Humiditers 


A COMPLETE LINE 


Those sales that have been getting away from you because you had 
nothing to offer... now you can get them. The line is now complete 
. . . Skuttle offers efficient humidification for homes heated by warm 
air, forced warm air, low highboy, counterflow, floor furnaces, space 
heaters . . . hot water, steam or vapor boilers. 

And, most operating parts are interchangeable, which keeps down 
parts stock. 




















MANUFACTURING COMPANY 
. 4099 BEAUFAIT 
DETROIT 7, MICH. 
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6 Models with Service-Utility bodies. 77-inch body lengths for 115-inch wheelbase models, 89-inch lengths for 127-inch wheelbase models. GVW ratings, 4,200 to 6,500 Ibs. 


NOW — new low prices on light, medium, and light-heavy duty models 











Compare performance. Compare the proved per- pares favorably in price with any other truck. Ask} ¢ 4 Io¢ 
formance of Internationals, model for model, with about new low prices. See your International Dealet} problem: 
any truck on the road. Prove to yourself that Inter- or Branch today. time, so: 
nationals are today’s top truck buy. — 

th: . 
Compare value. Compare the extra value in Interna- be pre 
tionals, detail by detail, with any comparable model. America’s Most Complete Truck Line Other 
Compare the low operating cost. Compare the low 168 basic models from 14-ton pickups to 90,000 Ibs. GVW one inte 
maintenance cost, the long life. Compare the job spe- off-highway models eee 307 new features in the new “a of : 
cialization that’s possible with Internationals. You ras of salad aataunitamer.. thes a P 
will find that Internationals are your best buy. bases .. . wide selection of body types and styles... and spe 
Compare price. Every new International, with its thousands of variations for exact job specialization. here con 
unmatched performance and unmatched value, com- eg 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 





international Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezer 
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@ A lot of people have faced a lot of piping 
problems over the last 60 years. During that 
time, so many of them have solved their require- 
ments with one pipe—NaTIoNAL Steel Pipe— 
that they have made Nationa the largest sell- 
ing pipe in the world. 

Other things have helped too. . . the fact that 
one integrated organization has complete con- 
trol of U-S‘S Nationat Steel Pipe production, 
from the raw material to the finished product 
... the fact that advanced steel-making facilities 
and special pipe manufacturing processes are 
here combined with the experience of thousands 
of skilled craftsmen to produce steel pipe of uni- 


formly high quality and utmost dependability. 
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As a result, when you decide on NATIONAL 
Steel Pipe you can be sure you'll always get pipe 
whose metallic structure, strength, sound joints, 
superior cutting, bending and threading proper- 
ties assure easy installation and long, trouble- 
free performance. 

These are the reasons why “old timers” swear 
by NaTIonat Steel Pipe and why NartIoNAL is 
being consistently specified by the new genera- 
tion of architects, engineers and contractors. In 
turn they have found that for low cost, easy in- 
stallation and proved reliability in service, no 
other pipe quite fills the bill like NATIONAL. 

So when you need an all-purpose steel pipe... 
make it NATIONAL. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION 
PITTSBURGH, PA. 





COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S NATIONAL Steel PIPE 
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Webster Walvector with attractive cabinet-type enclosure adds a modern touch in classrooms of Garfield School. 


New School Building from Old 


Maywood, Ill. . . . Public school officials here have 
extended the usefulness of the old section of the 
53-year-old Garfield School by comprehensive 
modernization. Outstanding feature was replace- 
ment of obsolete hot air system with Webster 
Walvector. 


Rejuvenation of the old section of the Garfield 
School in 1951 involved such things as fresh, light- 
colored paint, sanitary asphalt floor tiles and 
modern, movable desks. These improvements 
would not have been long lasting with the obso- 
lete duct-type hot air system. Hence, Webster 


Garfield School, Maywood Ill. Old section, built about 1900, was 
completely rejuvenated in 1951. Heating installation by Tropf Heating 
& Ventilating Co., Inc., with the approval of Chiaro & Chiaro, 
Architects and Engineers, school architects. 





WALVECTOR 


Tru-Perimeter Heating and Webster Walvector 
were vital to the plan. 


Here's what Joseph Lorenzo, Building Superin- 
tendent, has to say: “We like the new system very 
much. Heat is spread evenly along outside walls 
and under all the windows with a minimum of 
piping. It is much more economical than our old 
system.” Webster Walvector stops down-drafts, 
provides gentle heat to all parts of the room, 
eliminates cold and hot spots. 


The new heating installation has five zones. 
Webster Walvector was installed in all ten class- 
rooms. Webster Convector Radiators were used 
in vestibules, corridors and all other rooms. 
Interested in full details about Webster Walvec- 
tor? Ask your local Webster Representative for 
Bulletin B-1551 or write us. 


Address Dept. DE-8 
WARREN WEBSTER & COMPANY 


Camden 5, N. J. Representatives in Principal U. S. Cities 
In Canada, Darling Brothers, Limited, Montreal 


Cb) ela lth 





REG. U.S. PAT. OFF. 


For Steam or Hot Water Heating 
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Price cuTTING, which had its birth during 
the tough marketing days of the middle 
thirties, is replacing sales promotion in some 
shops as a way to get business. 

This risky method of selling understand- 
ably appears whenever buyer resistance 
depresses volume, but today, contrary to all 
economic theory, it is blooming during a 
period of general prosperity and peak na- 
tional income. 

What has caused this situation? 

For one thing, at the contracting level, 
builders have consistently sought to cut 
corners on plumbing, and more especially 
on heating, in an effort to boost their margin 
of profit, particularly on lower cost homes. 

This has led to the vicious practice of bid 
shopping (June issue p.103), which has 
drawn more and more plumbing contrac- 
tors into the maelstrom of price cutting and 
declining profits in order to get jobs and 
keep their labor forces intact. 


Price Cutting in the Store 


There is a different reason for the trend 
to price cutting in the store. For many years 
it has been considered good merchandising 
practice to offer a “leader” at a low price, 
to build store traffic, and then rely on the 
good salesmanship of store personnel to sell 
more of the better quality items at a good 
mark-up. Unfortunately, this trend has 
been reversed in recent months as more 
and more merchants, capitulating to the 
lure of high volume at diminishing profit 
(see table), have replaced salesmanship 
with excessive discounts. Price cutting, 
therefore, has become the siren song of a 
Lorelei, luring good men to the rocky coast 
of business oblivion. 

This incredible situation reminds us of 
the fable about the businessman who “lost 
a little on every item he sold, but the volume 
he sold helped him to break even.” 

This trend has had the further harmful 
effect of leading the public into bad buying 


Don’t Be Lured by the Siren’s Song! 


habits. The customer has been taught to 
buy on the basis of an attractive price alone, 
and to ignore other, more important factors 
such as quality of goods, reputation of the 
manufacturer and contractor from whom 
he buys, as well as the service rendered. 

Desperate price practices, such as large 
discounts or ridiculous trade-in offers, edu- 
cate the people to look for “deals,” to expect 
concessions and to insist on even larger dis- 
counts. Nobody buys when they think they 
can do better elsewhere. 

Who profits from price cutting? 

Not the contractor or dealer, certainly, 





Big Volume and Quick Turnover—Not 
Always what They Seem to Be... 

The figures below clearly illustrate how 
much peril there is in the “big volume, 
quick turnover” idea, when such volume is 
dependent on indiscriminate price cutting. 

The following holds true when the con- 
tractor operates on a 3344 percent markup 
on cost, or 25 percent on sales: 


5% cut means 25% more volume needed 
10% cut means 6624% more volume needed 
15% cut means 150% more volume needed 
20% cut means 400% more volume needed 


This simple economic fact will be fully ex- 
plored in next month’s issue. 





who sees his profits diminish to the vanish- 
ing point as the price is scaled further and 
further down to meet a competitor’s offer. 
Not the wholesaler, who is frequently called 
upon to become a party to this transaction. 
And not the manufacturer, who is placed 
in this same untenable position because the 
wholesaler must have further price relief to 
pass on to his customer. 

Ultimately, the entire price structure 
breaks down—and the three vital elements 
of distribution commit profit suicide to- 
gether. 

How about the customer? Does he profit 
from a purchase, the price of which has been 




















































Don't Be Lured by the Siren’s Song! 


(Continued from preceding page) 


trimmed to dangerously near the 
non-profit level? Actually, he 
does not. Rather, he becomes 
the victim of slipshod installa- 
tion and service methods or sub- 
stitution of inferior materials, 
and ultimate dissatisfaction with 
his purchase and his dealer. In 
order to assure proper customer 
satisfaction, including the neces- 
sary follow-up service and per- 
sonal attention by the dealer, it 
is necessary for every sale to be 
made at a reasonable profit. The 
old adage “You get what you 
pay for” certainly applies in the 
customer’s case. 


What Can Be Done? 


What can be done, then, about 
this spectre of cut-rate competi- 
tion . . . this incredible practice 
which benefits no one—manu- 
facturer, distributor, retailer or 
consumer? 

Is the choice narrowed down 
to either cutting prices and 
going broke because of inade- 
quate profit, or not cutting prices 
and losing business, thereby also 
going broke because of inade- 
quate profit? 

Fortunately, history has a way 
of resolving such conflicts short 
of final decision. 

For one thing, the contractor 
should remember that price 
wars, like all wars, are destruc- 
tive. There is no bottom to 
price. If he cuts the price of a 
product or installation, he will 
always find someone who will 
cut deeper. If he tries to keep 
up, he will go broke. 


Here's Your Best Bet 


For another, contractors in 
our industry can direct the 
major portion of their sales effort 
at remodeling, which is the least 
price-conscious of the major 
markets available to our indus- 
try—the other two being new 
construction and repair. 





They can concentrate on the 
well proven fact that in remodel- 
ing, premium products come into 
their own. Price is seldom a 
major factor in the homeowner’s 
decision to add a second bath- 
room, a new heating system or 
remodel the existing ones. Be- 
cause of the high quality of most 
name brands used in moderniza- 
tion work, the contractor gets a 
higher price, and therefore, a 
better mark-up. 

We have enough confidence in 





the good sense of our industry 
that when all facts are brought 
to the attention of its members, 
corrective measures will be 
taken. 

Domestic ENGINEERING feels 
so sincerely about this situation 
that we are turning our facilities 
over to the necessary industry 
leadership to direct the cam- 
paign for fair prices which is 
already partly drawn up. 

The following pages introduce 
certain elements of this cam- 
paign and next month’s issue 
will present more. 

Meanwhile, we’d like to have 
the comments of our readers. 





Join the Fair Price Campaign! 


The tools are available from Domestic ENGINEERING to help 
you get fair prices for your products and installations, and at 
the same time, assure fair prices to your customers. Contractors, 
wholesalers and manufacturers are urged to get behind this pro- 
gram to help the fight against the industry’s growing case of dis- 


count-itis. 


Here's What You Get: 


bing, WHOLESALERS can either buy or borrow Domestic Engi- 
neering’s 25 minute film strip “The Bay City Story.” Designed 
for showing by wholesalers to their contractor customers, the 
film is based on the survey of remodeling needs made by Do- 
mestic Engineering last fall in the typical city of Bay City, 
Mich. It effectively describes and illustrates what the modern- 
ization market is, where it is, why it is less competitive and 
how to sell it. The film is also available to manufacturers. 


& CONTRACTORS can use the remodeling sales kit, which 
provides the tools for a complete year’s promotion in the 
modernization market. Wholesalers can purchase the kit in 
quantity lots for distribution free, or on a cost-sharing basis, 
among their contractor customers. Already, hundreds of con- 
tractors around the country have purchased the kit on an in- 
dividual basis and have put it to use. The kit is also available 


to manufacturers. 


& CONTRACTORS, wholesalers and manufacturers can also get 
window posters and other promotional pieces designed speci- 
fically to sell the fair price idea to consumers. 


my A CERTIFICATE for display in stores or offices calling at- 
tention to the fact that “We are Pledged to Fair Prices” is 
available free to all who participate in the campaign. 


a\ ALL REQUESTS for the above material should be directed 
to Domestic Engineering, 1801 Prairie Ave., Chicago 16. 
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HEADING THE PROJECT is Hal Chamberlain, Honeywell’s 


newly appointed manager of modernization sales. Until re- 
cently, Chamberlain was a Detroit heating dealer specializing 
in modernization work. Shown in the background are five 
of the “7 Steps to Greater Dealer Sales” booklets developed 
by Minneapolis-Honeywell for its remodeling sales program. 


PROJECT: Manufacturer Goes All-Out to 
Help Dealers Sell Remodeling 


A NEW DEVELOPMENT that will be 
closely watched by remodeling- 
minded dealers, jobbers and man- 
ufacturers was recently announced 
by the Minneapolis - Honeywell 
Regulator Company. A separate 
division within the company’s sales 
department has been set up to go 
after the business in the modern- 
ization market through a unique, 
personalized approach. 

“More modernization business 
for the heating industry through 
better merchandising at the retail 
level” is the objective of this new 
program, according to Kent Wil- 
son, manager of Honeywell’s heat- 
ing controls division. 


Specialist in Charge 


M-H’s latest modernization sell- 
ing program actually got rolling 
during the week of June 21-26 
when a group of men from their 
sales department met in Minne- 
apolis for an intensive training 
course in the subject. The school 
was conducted by Hal Chamber- 
lain, the company’s newly appoint- 
ed manager of modernization sales. 
Until recently, Chamberlain was a 


Detroit heating dealer who spe- 
cialized in modernization work. 
According to Chamberlain, his 
department will strive to “put the 
‘7 Steps’ into action.” (Editor’s 
note: “7 Steps to Greater Dealer 
Sales” is the title of a set of books 
on dealer merchandising published 
last year by Minneapolis-Honey- 
well. See above). “We are going 
to help the dealer make use of the 


Strategy Meeting: 


latest merchandising principles and 
ideas right at his own place of 
business,” continued Chamberlain. 
“Our men are ready, willing, and 
able to work with the dealer on a 
continuing basis on any and all 
aspects of his selling program.” 
When asked for details, Cham- 
berlain stated that the M-H mod- 
ernization salesmen will assist the 
(Please turn to top of page 191) 








THE KICK OFF of the new program that will lead to more modernization 
business for heating contractors took place during the week of June 21-26, 
when these men from the M-H sales department met in Minneapolis for an 
intensive training course. Seated at the head of the table are Hal Chamber- 
lain, Honeywell’s manager of modernization sales and Kent Wilson, manager 
of the heating controls division. Salesmen will work closely with dealers. 
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YOU CAN GET A FAIR 
PRICE for your product, 
contractors were remind- 
ed last month by R. F. 
Ourednik, manager of the 
Noland Co.’s Nashville 
(Tenn.) branch, by direct- 
ing efforts toward mod- 
ernization jobs which are 
less competitive than new 
construction work. Shown 
on the board are elements 
from Domestic Engineer- 
ing’s ee sales kit. 
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To get your price, sell remodeling! That, in a nutshell, was 
the advice given last month by wholesalers in a half- 


dozen. states to several hundred of their customer dealers 


tive ways of channeling a portion of 

the record savings now in the hands 

of consumers into the trade channels 
of our industry? 

—What can our industry do to offset 
the threatened decline in new con- 
struction? 

“The answers to each of these ques- 
tions,” said Bill Busser, president of 
the Busser Supply Co., Lewisburg 
(Pa.), before a meeting of more than 
80 contractors, “can be found in “The 


A HALF DOZEN MEETINGS were held 
last month to seek the answers to five 
big questions confronting our industry 
today. These »re the questions: 
—How can our industry develop prac- 

tical methods of curtailing the vi- 

cious price squeeze that is virtually 

eliminating profits in many transac- 
tions—particularly in some types of 
new construction? 

—How can our industry, collectively, 
create new markets for the increased 


production by manufacturers? 
—How can positive methods be devel- 
oped at the wholesaler and contrac- 
tor level for meeting competition 
from other industries in the stepped- 
up race for consumer dollars? 
—How can our industry develop effec- 


Bay City Story,’ the remodeling film 
produced by Domestic ENGINEERING.” 
Busser pointed out that emphasis on 
remodeling creates new markets. 
More than that, Busser said, it’s a 
way out for contractors who are cur- 
rently caught in the price squeeze, be- 


8O 





cause remodeling, which is sold, 
does not exert the same price 
pressures as new construction. 

R. F. Ourednik, manager of 
the Noland Company’s Nash- 
ville, Tenn., branch, told 125 con- 
tractors, “It’s an axiom of Amer- 
ican business, understood by 


every school child, that if you 
don’t have profits, 
have business. 
“Since, in the field of remod- 
eling, the contractor has the 
prerogative of setting his own 


you don’t 


price, he can guarantee a fair 
profit. It represents the best sin- 
gle answer to the problem of 
cut-rate competition that pre- 
vails in other types of work,” 
Ourednik stated. 

He went on to describe the 
sales aids which are available to 
the plumbing and heating con- 
tractor as part of Domestic 
ENGINEERINGS modernization 
and fair price program. He called 
them “the best devices I have 
ever seen for increasing busi- 


ness and maintaining a fair 
margin of profit.” 

In Greenville, Ohio, earlier in 
the month, 120 contractors 
turned out on one of the hottest 
nights of the year to hear Dick 
Breaden, president, and Paul 
Royer, vice president of The 
Treaty Co., discuss methods for 
combating the squeeze on prices. 

How this progressive whole- 
saler is spreading the doctrine 
of fair prices will be told in 
forthcoming issues. 


























EIGHTY plumbing and heating contractors turned out at 
the Busser Supply Co., Lewisburg, Pa., to hear Bill Busser 
and representatives of Rheem Mfg. Co. and Domestic En- 
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gineering discuss methods for combating the squeeze. on 
prices currently plaguing the industry. Domestic Engineer- 
ing’s film, “The Bay City Story,” was shown at the meeting. 























IF YOUR COMMUNITY is any- 
where near typical, one out of 
every five families is a remodel- 


ing prospect. This fact was 
brought out by Domestic Encr- 
NEERING’S survey of remodeling 
needs last fall in the typical com- 
munity of Bay City, Mich. 
Contractors who are going aft- 
er the remodeling business con- 
firm these findings. In San Fran- 
cisco, for example, E. Sugarman, 
Inc. is winding up a whirlwind 
six-week campaign which netted 
30 heating system remodeling 
jobs during the summer promo- 
tion. The campaign meant plenty 
of work for the firm’s heating 
division, and plumbing and sheet 
metal shops. In addition, every 
job meant a new prospect for kit- 
chen and bathroom remodeling, 
new water heaters or the sale of 
individual appliances. 


Campaign Is Fabulous 


It was for Sugarman—whose 
campaigns are fabulous—prob- 
ably its most successful short- 
term promotion. Behind it was 
merchandising astuteness tied to 
the phrase: “No down payment 
—Ist payment October 1... three 
full years to pay.” 

To launch its promotion, Su- 
garman teamed with the local 
utility company. The utility took 


Knock on Any Door 


The chances are 1 in 5, this contractor 
says, that you'll find a prospect for a 
bathroom, kitchen or heating system 


a third-page ad advising house- 
wives “You'll be glad next win- 
ter you had your heating system 
checked now!” Another line 
added, “Call your heating con- 
tractor today!” Next to this, Su- 
garman inserted a quarter-pager, 
emphasizing a “Sugarman Sum- 
mer Special,” and telling home- 


owners they’d receive up to $100 
trade-in allowance for their old 
furnace, regardless of age, make 
or condition (page 84). 

A second Sugarman ad, on the 
same page, was titled, “Don’t En- 
dure a Phony Furnace!” These 
three, then, launched the promo- 
tion. By tieing-in with the utility 


SUCCESS STORY: 30 Furnaces Sold in 45 Days! 








THERE’S NO OFF-SEASON for heating remodeling jobs at Sugar- 
man’s. A whirlwind summer promotion saw Charles Hardeman 
(above), the firm’s heating superintendent, and his staff working till 


8 p.m. every night following up leads. The campaign netted 30 jobs. 
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ON THE ALERT: Every de- 
partment was primed for the 
big push on heating modern- 
ization. Phone girls handled 
dozens of prospect calls daily. 


NO WAITING: All leads were 


followed up promptly by 
Hardeman or a sales engineer 


who explained the special deal 
to the customer in her home. 





CLOSING the sale was made 
easier by offering a time pay- 
ment plan, first payment on 
Oct. 1. Men carried the FHA 
application blanks with them. 


company, Sugarman was able to 
take less space, yet make it look 
larger. More important, the util- 
ity became its “silent partner.” 

The tie-in ad was carried by 
two San Francisco morning pa- 
pers—which have big circulations 
outside the city in the fast-grow- 
ing suburbs. The same ad car- 
ried in two evening papers guar- 
anteed complete city coverage. 
Total circulation: an estimated 
400,000, with a minimum of dup- 


BACK in the office, Hardeman 
converted estimate sheets into 
formal contracts, wrote shop 
orders and scheduled the work 
details of every installation. 


lication. Exactly one week later, 
the same ads were carried. 

Why the early summer cam- 
paign for furnaces? Sugarman 
figured it this way. Last winter 
was a tough one for San Francis- 
co, with the temperature falling 
to freezing at times. People were 
cold and many resolved not to be 
caught another winter with out- 
moded furnaces. Many San Fran- 
cisco homes are o!d—25 years 
and older. They were ideal pros- 


83 





ALL. QUESTIONS were easily 
answered by salesmen for the 
company who are given peri- 
odic refresher courses in prod- 
uct use and _ performance. 





COMPLETED installations 


were checked on call-backs 
¥6 with salesmen explaining op- 
eration. Men also looked for 
other remodeling possibilities. 


pects for new heating. More im- 
portant, this was the psychologi- 
cal moment, because winter was 
gone but not forgotten. 

The FHA financing was an- 
other factor. Potential customers 
could take advantage of the fur- 
nace promotion, since payments 
would be small and over a three- 
year period, with no down pay- 
ment until Oct. 1st. 

For several days following 
each of the ads, Sugarman’s heat- 
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You'll be glad next winter you had 
now! 

















. continued 


ing superintencent, Charles S. 
Hardeman, was the busiest man 
in San Francisco. Hundreds 
phoned for free estimates. Har- 
deman and his heating staff 
worked until 8 p. m. every day. 
Every estimate was made within 
two days after a call, and all 
were acknowledge by phone the 
same day they were received. 


How Jobs Were Figured 


Estimates required about one 
hour each, Hardeman and his 
staff (up to three worked at esti- 
mating) called on prospects. Six 
to nine estimates were made each 
day per estimator. The estimator 
was primarily just that—not a 
salesman, but he did stress: (1) 
cleanliness of automatic heat; 
(2) fuel savings of from 30 to 50 
per cent; (3) convenience—ther- 








_ Your gas heating system 








mostats, centralized control, etc. 
To homeowners used to hand- 
firing their old systems, these 
were telling sales points. 

Each estimate was complete. 
And each estimator had been 
briefed at special pre-campaign 
huddles how to evaluate old heat- 
ing systems. 

Working at the old installation, 
estimators compiled an estima- 
tion sheet which included: (1) 
a sketched layout of the new 
furnace or heating system; (2) 
a detailed list of every component 
necessary for the job; (3) total 
cost price for materials and labor. 


Everything Listed 

Thus, every item was shown. 
Example: 8—8 in. 90-degree adj. 
tin Ls, 54-cents per L, or $4.32 
total. Labor (being a non-tax- 
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able item) was likewise broken 
down. Estimators figured 2%- 
man-hour days per installation 


(an 8-hour day). 


Estimator Closed the Deal 
With this estimate in hand, in- 
cluding sketches for use by the 
shop, an estimator tried to close 
the deal before he left. Estima- 
tors carried FHA applications. 
Back in the office, the estimate 
sheet was converted into (a) con- 
tract and (b) jobbing sheets. 
Three jobbing sheets were made 
up: (yellow sheet) kept in the 
office; (pink sheet) retained in 
the shop for control files; (white 
sheet) to the foreman on the job. 
Since each estimator carried a 
price book with him, prices were 


entered at the job, so that a 
(Please turn to top of page 206) 
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EDITOR’S NOTE: This is the 
third time, within seven years, 
that Domestic Engineering has re- 
ported one of the fabulous promo- 
tions of Ed. Sugarman. Many 
readers have told us how they've 
been able to profit from his ideas. 
Sugarman’s use of the slogan, “We 
Sell, We Install, We Service, We 
Guarantee,” first reported in Do- 
mestic Engineering, is generally 
regarded as the forerunner of 
its use by many others in our in- 
dustry. Sugarman, incidentally, 
was one of the top winners in the 
Domestic Engineering merchan- 
dising contest, which attracted 
several thousand entries in 1950. 
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~ Campaign Results: 


By leveling out the valleys in heating volume that norm- 
ally occur during the summer months, Sugarman was able 





to keep his installation crews intact. 

_ Thirty new heating modernization jobs, averaging $400 to 
$500 dollars each, were sold during the first six weeks of 
the campaign. 

= The remodeling jobs were considered “plus business,” since 
they were sold in addition to the work normally obtained in 

broken the busy fall and winter months. 

ed 24- ; ‘ 

ool A Many of the campaign customers were new to Sugarman 
and will be prospects later on for other promotions, which 
are a regular part of the firm’s merchandising activity. 

al 

a —_ Getting into so many homes enabled salesmen and journey- 

i. d, in men to make notations on their work sheets that certain 

y the customers would soon be prospects for new water heaters, 
to close dishwashers, bathrooms, etc. 

Estima- 

tions. {aie ~The satisfied customers added to the firm’s list by this 

stimate promotion provide valuable word-of-mouth advertising 

a) con- that will lead in turn to more jobs . . . and more satisfied 

sheets. customers. 

e made . , ; 

“nares ile Five weeks after the last ad appeared, Sugarman’s service 
ied department was still installing furnaces, with a long list of 
oe oD prospects pending. 

(white 

he job. aE The campaign proved the value to Sugarman’s employees 

rried a of going after the modernization business. “Knock on any 

S were door,” heating superintendent Charles Hardeman told 

that a Domestic Engineering, “and the chances are 1 in 5 that 

206 ) you'll find a remodeling prospect.” 
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It's Busy 
Now... 














This is the story of a heating idea which might cure the long 
winter blues of outdoor theater operators. What's your opinion? 


THE RELATIONSHIP between 
the heating business and outdoor 
theaters may seem, at the first 
glance, a little far fetched. To 
try and heat the whole outdoors 
is a project a bit larger than the 
average contractor or engineer 
would like to undertake, but the 
possibilities that open up when 
the idea of operating an outdoor 
theater through the winter is 
considered, are very fascinating. 

The average cost of setting up 
an outdoor theater amounts to 
well over $200,000, quite an in- 
vestment to be standing idle 
throughout the winter months 





—and there must be at least a 
thousand of them. On the basis 
of five months of inactivity due 
to inclement weather, there is 
$200,000,000 standing idle for 41 
percent of the year. 

Figuring this money should 
return at least 6 percent, gives 
a total of $4,920,000 that is lost 
beyond recovery every year. 
Dividing this again by one thou- 
sand gives a figure of at least 
$4920.00 that each outdoor 
theater loses on the investment 
alone, and does not take into 
consideration the profit that is 
lost by the very fact that the 
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theater is not in operation. 

On this basis, it is easy to see 
that almost every theater owner 
would be interested in a plan for 
all year round operation, pro- 
viding he could amortize his in- 
vestment over a ten year period. 
This is well within the realms of 
possibility as will be seen. 

Fig. 1 is a layout of an ordi- 
nary outdoor theater. While the 
details may vary in each differ- 
ent theater, the general plan is 
more or less the same. There is 
a screen, a projection booth and 
refreshment stand, and the car 
lanes. Each car has it’s indi- 
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vidual speaker which is hung on 
a speaker stand when not in use. 
The ground is banked up under 
the front wheels in order to put 
the car in a position to face the 
screen in such a way as to en- 
able the occupants to have a 
clear view. 

In considering what type of 
heat will be the most satisfactory 
it is necessary to take into con- 
sideration the conditions that 
must be met. In the first place 
nothing must interfere with the 
vision of the patrons when they 
are viewing the picture. The 
heat must be easily available to 
each individual car and must be 
simple to handle. By this we 
mean that anyone must be able 
to connect the heating apparatus 
to the automobile without diffi- 
culty. The type of heating units 
used must be safe. There must 
be no possibility of a patron 
being hurt or any damage being 
done to a car. 


What Kind of Heating? 

With these thoughts in mind, 
selection of the heating can pro- 
ceed. Careful consideration will 
show that the system used should 
be a combination of hot water 
and warm air. Hot water is best 
suited to carry the heat from the 
central heating unit to the posts 
that carry the speakers. Warm 
air is the safest and most easily 
handled from this point to each 
individual car. 

Hot water has been selected 
as the main distribution medium 
because of the ease of handling 
and because smaller mains can 
be used. Another reason is 
because the best place to put the 
lines is underground. If water- 
proof insulation is used on the 
piping, the heat loss is reduced 
to the smallest possible factor. A 
glance at Fig. 1 will show a 
sample layout of an installation. 
As can be readily seen, this is a 
monoflow job and simply con- 
sists of a number of looped 
mains. This kind of an installa- 

(Please turn to top of next page) 


How Outdoor Theaters Can Be Heated: 
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FIG. 1: The suggested piping layout for heating an outdoor theater during 
the winter months is a monoflow arrangement which consists, simply of 
a number of looped mains. Hot water is used as the heating medium. 
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FIG. 2: The boiler room layout shows two boilers, either gas or oil-fired. 
One is for standby operation. A zone control system for providing 
heat to one row of cars at a time is recommended in the article. 
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It's Busy Now, But How About Next Winter? 


Continued from preceding pages 


tion is simple to install and oper- 
ate. The size of the outdoor 
theater involved will control the 
number of loops required and 
the size of the mains to be used, 
but each job will be a duplicate 
of every other job. 

As the heating main passes the 
post that holds the speaker units, 
two branches are taken off. One 
of these branches will be a 
monoflow tee and the return 
line will be a plain tee. Three 
eighths branches will do. 


How System Operates 


In theaters that are already in 
operation, it would be necessary 
to bring these branches up on 
the outside of the speaker posts. 
In new construction, the 
branches could be placed inside 
the posts, along with the wiring 
and the post filled with loose in- 
sulation. Fig. 4 shows a typical 
post with the unit installed and 
piped, ready for operation. 

The power plant itself con- 


%” CPLGS. 


WELD INTO MAIN. 


sists of preferably two self-con- 
tained boiler-burner units. While 
it is entirely feasible to run the 
job with one boiler, two units 
will make a more easily handled 
installation. When the weather 
is mild, one boiler will handle 
the load nicely. 

As the severity of the weather 
increases, the second boiler can 
be cut in to help carry the load. 
Another advantage to having 
two boilers is in event of a 
breakdown of one of the plants. 
The one remaining boiler will 
keep any exposed piping from 
freezing until the breakdown 
can be repaired and normal 
operation resumed. 


Packaged Boilers Are Ideal 


There are a number of pack- 
age unit boilers that are capable 
of handling this kind of a job 
very well. In addition to being 
compact, they are more or less 
self contained and the ease of 
installation, combined with their 





FIG. 3: The supply main, which is insulated, travels underground to the 
speaker posts, where branches supply water to and return it from each heat- 
ing unit. One branch has a monoflow tee and the other a plain tee. Air vents 
are necessary, as described in the article, at strategic points on the main. 
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small size and compactness, does 
much to eliminate the need for 
a large power house. This is 
one of the “musts” in this type 
of an installation because any- 
thing that tends to block the 
view of the patrons must be 
eliminated. 

Operating on oil or gas, these 
boilers would produce a mini- 
mum of smoke. The noise level 
would be low and would not 
interfere with the enjoyment of 
the movie. The building hous- 
ing them would be squat and 
small and being directly behind 
the projection building would 
not obstruct the view. 


System Is Zone Controlled 


The controls would be on 
panels in the boiler room and as 
each row filled with cars, the 
fans in the heating units in this 
row would be switched on. There 
would be some loss due to the 
fact that some units would be 
running before the row was 
filled up, but if this proved too 
expensive, individual switches 
could be installed on each post. 
However it does not appear that 

(Please turn to center of page 206) 


FIG. 4: This is a typical speaker post 
with the heating unit installed, piped 
and ready for operation. Piping is in- 
side the post, which is well insulated. 
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FIG. 5: Details of the heating unit. 
Only outside air with low humidity 
content is circulated in the car to 
minimize the possibility of window 
frosting that would hamper the view. 





FIG. 6: Two screwdriver shutoffs 
permit the water circuit to be di- 
verted in the event of damage to 
any individual unit in the system. 


THIS FLAP HOOK ON REAR 
VENT WINDOW SUPPORT 





FIG. 7: The air distributor is locked 
in place by closing the ventilator 
window of the patron’s automobile. 





FIG. 8: When in use the nozzle di- 
rects a stream of warm air through 
the auto, providing sufficient heat. 
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AN ATTENTION-GETTING display 


from Domestic Engineering helps 
George Cox warn cuspomers of 
money-consuming fauges leaks. 


Minor faucet repairs oft ng Cox 
major remodeling sales up-to $1,000. 





SALES GROW WITH SERVICE /) 
4 


From a Leaky Faucet 


to $1,000... 


A PLUMBING CONTRACTOR in Waukesha, Wis., is one of 
those people who make mountains out of molehillg\What’s 
more, he earns money doing it. 

More specifically, George Cox. of the plumhi firm 
bearing his name, is a believer that repairing a leaky 
faucet or such thing can lead to’a big remodeling job if 
handled correctly. 

Cox explains his system this way—“I always try to pay 
a return call to our repair custmers. This gives me a fine 
chance to meet prospects, see if they’re satisfied, and men- 
tion other services they might need.” 

As Cox sees it, he has a salesman in every home at 
some time or other—that leaking faucet. 

Cox recited from memory to a Domestic ENGINEERING 
reporter several little faucet jobs that eventually sold or- 
ders from $100 to $1,000. 

Cox adds, “Following up simple jobs builds good will 
for us with hundreds of home owners in the city and the 
country. Contacts are what we’re after, and we get them 
through repair service.” But the follow up has another 

(Please turn to center of page 181) 


EDITOR’S NOTE: The Bay City survey by Domestic Engineering 
showed that 17 percent of homes have leaky faucets which can cost 
up to $251.70 a year. Getting into the home to repair this trouble 
spot is often the first step in selling a bigger remodeling job. A 
display poster, shown above, is available from Domestic Engineering 
to call home-owners’ attention to leaky faucets in their own homes. 
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There's a Wrong Way to Compete 
with the $3 an Hour Handyman 


kk 


Hold Those Employees . . . Excessive 
Turnover Costs You Money 


xKK«nr 


What Every Contractor Should 
Know About Burglars 


xk 


A 10-Point Checklist to Help You 
Get Along—Profitably—with Your 
Competitors 








THE WRONG wWAy to compete with the $3 an hour 
handyman is to lower your own prices accord- 
ingly, Richard H. Stoll of Edmonds, Wash., be- 
lieves. 

Since establishing his Stoll Plumbing & Heating 
Co. about a year and a half ago, Stoll has operated 
on the theory that his labor prices must be set at a 
realistic figure calculated to give him an adequate 
return on his own labor plus a reasonable profit 
on his investment. This is just as true for the con- 
tractor operating out of a small shop and office, 
as for the contractor with a big store in a down- 
town location, Stoll believes. 


It’s Not as Competitive 

Stoll concentrates almost entirely on home 
modernization work. Though this is not as com- 
petitive as new construction, the contractor must 
still be able to offer positive inducements to his 
customers to persuade them to buy their modern- 
ization work from him rather than from the 
handyman, he believes. The inducements must 
be strong enough to more than offset the differ- 
ence between the handyman’s prices and the $4.75 
per hour labor rate on which Stoll works in figur- 
ing his estimates. 


Don’t Give Away This Advantage 


One such inducement is the better quality of 
workmanship which the competent contractor is 
able to give. Stoll believes that a contractor who 
lowers his price to get the job, is giving away 
this advantage to his part-time competitor. By 
cutting prices, moreover, he puts himself under 
pressure to cut corners in order to come out satis- 
factorily on the job. But if his estimates are fair 
and the work is done speedily and competently, 
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3 invaluable word-of-mouth advertising brings in 
- new work from still other customers. 

Stoll sells most of his modernization work by 
quoting a definite price in advance rather than on 
a time-and-material basis. Because of the nature 
of modernization work, he makes his estimates 
carefully and a bit on the “high” side to take care 
of unforeseen difficulties which almost always ma- 
terialize. This enables him to do the job at the 
quoted figure instead of later adding extras for 
unanticipated expenses or trimming corners. 

A good display room likewise helps build mod- 
ernization sales, Stoll believes. This spring, he 
added a small but attractive store. Projecting 
about 10 feet beyond the end of his house, the 
room and its interior are readily visible both from 





Hold those Employees . . . Excessive 
Turnover Costs You Money 


THE DAY YOUR BEST EMPLOYEE hands in his resig- 
nation to take a job in the local aircraft factory 
is not the day to begin formulation of a policy 
to hold old employees and attract new ones. 


By that time, much of the damage has already 
been done. There is, in fact, no reason why such 
a policy should be limited only to periods of acute 
labor shortage. An enlightened policy of employee 
relations will pay rich dividends even when the 
labor supply is plentiful. 


Exploding the Fallacies 
One of the first fallacies that should be exploded 


is the belief that employees are interested solely 
in the amount of money the job pays them. Other 
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the main highway in front and from the side 
street. Drive-in space is provided at the side. The 
sales room has already proven its effectiveness 
in closing sales, since customers prefer to see the 
merchandise and visualize how it will look in their 
own homes. 


Liability Insurance Is a Factor 


A point which Stoll also emphasizes in dealing 
with prospects, is the fact that he is fully covered 
with liability insurance for possible damage to the 
customer’s home from work performed by him. 
It sometimes proves to be the clinching argument, 
as well as providing protection for his business. 
The handy man, of course, cannot provide such 
insurance protection. 


job satisfactions can be provided to hold the loy- 
alty of one’s employees. Those satisfactions more- 
over will often outweigh a considerably higher 
pay scale offered by a competing employer. 

The problem is two-fold: (1) to keep as many 
good, well-trained employees on the job as pos- 
sible, and (2) to offer an attractive place of em- 
ployment for good quality job applicants to re- 
place those who do leave. Even under the most 
favorable circumstances there will be a number 
of employees who will leave their jobs for reasons 
beyond the control of the manager or owner. In 
a tight labor market, most of the best workers are 
already working, the majority of applicants being 
those of “marginal” capacity. The plumbing con- 
tractor must be sure he is not filling his working 
force with too many of these. 

The two phases of the problem are closely re- 

(Please turn to top of page 195) 




















DON'T HAPPEN TO You 
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Here’s the inside story behind a big job 
contractor’s decision to push remodeling 


THE SIX-POINT FORMULA, shown 
below, provides the nucleus of a 
successful remodeling program 
launched by T. D. Gustafson & 
Company, a leading plumbing 
and heating firm of Minneapolis. 

Although the plan has been 
in effect only a couple of months, 
Roy and Walt Gustafson, broth- 
ers and partners in the million- 
dollar-a-year firm, told Domes- 
TIC ENGINEERING’S reporter that 
they consider it a rousing suc- 
cess to date. 

More than 50 percent of all 
leads developed from. the new 
program have already been sold 
and others are excellent pros- 
pects. The biggest problems at 
the moment are to find enough 
time to call on the backlog of 
bathroom remodeling leads that 
have already been developed 
and to train additional personnel 
for expanded operations. 

Impressed with Gustafson’s 

initial success and his intelligent 
selling approach to the remodel- 
ing market, Domestic ENGIN- 
EERING sent a reporter to the 
Twin Cities to get the facts about 


The Gustafson Formula: 





the seemingly unlimited market 
potential for bathroom moderni- 
zation, the readiness on the part 
of the home owner to buy now, 
and a profit margin for the con- 
tractor that far exceeds what 
most operators have been accus- 
tomed to earning in_ recent 
months. But before exploring 
the Gustafson boys’ winning 
technique, let’s get their think- 
ing on why they have launched 
this all-out remodeling sales 
drive at this time. 

According to Roy Gustafson, 
“We employ an average of about 
80 men. Our volume runs 
around a million dollars a year 
and until recently, it was almost 
98 percent new work; mostly 
housing projects and large build- 
ings. 

“However, we have found that 
new work is getting increasingly 
competitive. The project - type 
house is not selling as fast as it 
has been over the last few years 
and a balance is very rapidly be- 
ing reached in this area between 
housing supply and demand. 

“Our philosophy is that if we 




































ROY GUSTAFSON reviews a profit | 
summary on his firm’s remodeling work, | 
It reveals that profit margins on com- 
plete bathroom remodeling jobs out- 
strip new construction profits 3 to 1. 


WALT GUSTAFSON works up a job | 
proposal booklet designed to answer 
any and all questions for the prospect. 
Details of the proposal booklet are given 
in the article and on following pages. 





e One newspaper ad, each week of the year, promoting 


bathroom remodeling 
e One contract covering the whole job 


e One week’s completion of the job 


e One man to supervise all remodeling activities— 


advertising, sales, design, installation 
e One firm to deal with 


e One price 


prepare for the worst, the worst 
will never happen. So as a sort 
of insurance policy against a 
possible decline in our new con- 
struction volume, we decided to 
go after some modernization 
business. In remodeling, it is pos- 
sible for the plumbing contractor 
to create business through sales 
efforts and be the prime contrac- 
tor. In new construction, he can 
seldom create any activity and 
must assume the secondary role 
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of being just a subcontractor. 
“Another thing that appealed 
to us is that remodeling is an 
‘up-grading’ proposition. On 
competitively bid, new housing 
work, the necessity for having 
the lowest price continually 
forces both quality and profits 
downward. In remodeling, the 
trend is in just the oposite direc- 
tion. There the premium prod- 
ucts, the name brands, the better 
type of merchandise comes into 
its own. In remodeling work 
you are always selling up to a 
dream; in new work you are 
usually selling down to a price 
“We had been handling a few 
modernization jobs right along, 
but sooner or later they got 
bogged down. The problem was 
always the same, no one in our 
organization had a flexible 
schedule so that he could begin 
with the estimate, close the sale, 
and follow through to the com- 
pletion of the job. From start 
to finish of a remodeling job, 
4 or 5 of our own people and 3 
or 4 other trades would get into 
the act and nobody knew what 
the other person was doing. The 
poor home owner was confused 
or angered when trying to deal 
with so many different people 
and so many different crafts. 
“When. we decided to go after 
the modernization business, we 
felt that the key to success was 
obvious: 
1. We must sell bathrooms as 
(Please turn to top of page 219) 


ESTIMATING the complete job is simplified by this form which provides 
complete coverage of all phases of the bathroom or kitchen remodeling 
job. In addition to the items shown below, the form also covers tiling, 
flooring, decorating, accessories and other specials. Gustafson controls 
the entire remodeling job so the customer deals with just one contractor. 














Water Closet 


Electrical 


Labor and Materials (1st Floor) (2d Floor) 








A PROPOSAL for a complete remodeling job is discussed by a Gus- 
tafson salesman who goes over all details carefully with the prospect. 
The proposal contains everything from a complete layout of the job, to 
tile samples, Pictures of other Gustafson jobs and colored fixture illus- 
trations provided by the fixture manufacturer are included. At the 
end of the booklet is the all important contract ready for signing. 
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0 Remodeling Drive in Action... 


>) 


MASTERMINDING the firm’s modernization di- 

vision is Arch De Lancey. He is responsible for 

integrating all aspects of the job from the original 

contact with the prospect to coordinating sub- 

contractors. He also schedules and supervises the 

entire job from start to finish so inconvenience 
to the customer is kept to a minimum. 


TY 


| WORKING EVENINGS is no novelty for De Lan- 
cey, who reports that about 75 percent of the jobs 
are sold on evening calls. On his initial call De 
Lancey is armed with a sales portfolio containing 
several pictures, some piping diagrams (so the 
prospect can more easily comprehend the work 
involved) and an estimate form. As shown in the 
photo he gets right to work measuring the room 
and getting necessary information for his esti- 
mate. He then sets up a second appointment with 
both husband and wife so that he can present a 
personalized proposal, with complete specifications. 


>) 


A POTENT SALES TOOL: To create desire for a 
modern bathroom or kitchen, De Lancey uses a 
projector and small portable screen to show col- 
ored slides of actual installations made by the 
firm. De Lancey says that prospects can more 
easily spot just what they are looking for through 
this method of visual selling, and feels .the pic- 
tures are one of the most effective sales aids. 


TY 


ONE RESPONSIBILITY for all phases of the job 
is perhaps the most important fetature of the 
Gustafson approach to the modernization market. 
There’s no discussion with the prospect over other 
crafts such as tile setters, carpenters, dec- 
orators, etc. Instead, all emphasis is placed on the 
fact that “Gustafson will take care of everything.” 
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Bathing Through the Ages... 


e The first bathroom known was found in 
Cnossos on the island of Crete. It’s about 4,000 
years old and apparently was the forerunner 
of the Grecian baths dating back 2,500 years. 


¢ Contrary to popular belief, the Middle Ages 
had its bath rules. The monks in a Normandy 
abbey in the 11th century were required to 
bathe and shave regularly. 


e Monks considered it a penance to give up 
bathing. But history fails to tell whose penance 
was greatest—those who skipped bathing or 
those who associated with the non-bather. 


e Bachelors of the Middle Ages were required 
to use public baths. The baths had such un- 
savory sanitation and reputations that it drove 
many a youngblood into marriage. 


e France’s King Francois I had poor plumbing 
in his 16th century bath. But he did have a 
mirror set up which permitted him to study 
the noble ladies’ bath without being seen. 








LADY PLUMBERS are said to have fabricated the pipe that 
provided Rome with water for huge public baths, such as this 
one. Up to 50,000 Romans could spend a day at the baths, as 
modern Americans do at beaches. (From Gerber’s “The Bath”). 
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HAD NOTHING ON US.. 





THE US. 
HAS IT'S 
LADY 


TOO! 


Grace Norwood of West Hanover, Mass. Is 


From Flavia Pompeii to Grace Norwood--A History of 


, © Diane De Poiters won the heart of young 
King Henry III of France when she was 60. 
She ascribed her freshness to baths in donkey 
milk and icy water with special massages. 


¢ Napoleon’s bathroom had to be redecorated 
because the emperor objected to portraits of 
women in the bathing area. Simple landscapes 
replaced pictures of the ladies. 


e An 18th century French architect wrote of 
the bath: “It seems hardly possible that any- 
thing could be added to the conveniences of 
today.” Until the 20th century, he was right. 


e Ben Franklin picked up what some colonial- 
ists considered an “effeminate” habit in France 
—he bathed indoors twice weekly. He used 
to receive callers while immersed in his tub. 


e Shortly after World War I, the daily bath 
became popular in the United States. The 
“Bath a Day” campaign by Domestic Engineer- 
ing was a major influence, 
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FiaviaA Pompetl, of ancient 
Rome, would enjoy meeting 
some ladies from modern Amer- 


ica . . . Grace Norwood, Mrs. 
Teresa Smid and Mrs. Lillian 
Jacobs. 


The ladies are 2,000 years and 
about 4,000 miles apart, but they 
have a lot in common. All played 
an important part in the plumb- 
ing of their time. 

The three American women 
are following in the footsteps of 
women like Flavia, who in the 
days of the Caesars were fabri- 
cating pipe and taking part in 
the plumbing projects of the an- 
cient world. 

Flavia and women like her did 
quite a job helping Marcus Por- 


the Newest... 


tius Cato develop Thermas, or 
Roman baths, around 200 BC, 
and some of the pipe they fabri- 
cated has been found still intact 
after centuries of disuse. 

Since Flavia’s time, women 
have been mighty scarce around 
the bench. That’s why we’re in- 
troducing Grace, Lillian, and 
Teresa. They’re the only women 
we know with master plumber’s 
licenses in the nation. If there 
are others, we’d be glad to have 
their names. 

Grace Norwood, for example, 
is one of the Americans per- 
mitted the title “artifex plum- 
barius” which Flavia’s fellow 
workers were so proud of long 
ago. 

Grace recently became the 
first woman in Massachusetts to 
pass the state’s examination for 
master plumbers. It’s doubtful 
the Romans ever subjected their 





plumbers to a more intensive 
test than this one. 

It was about three years ago 
that Grace decided she could 
better help the customers of her 
employer, Domingo Vega of the 
Vega Plumbing and Heating Co., 
Brockton, Mass., by obtaining a 
master plumber’s license. 

The hopeful lady plumber al- 
ready had 30 years experience in 
the business end of plumbing 
where American women have 
been doing a fine job for years. 
But getting a master plumber’s 
license—well, even Rome wasn’t 
built in a day. 

First, Grace had to serve as a 
journeyman plumber, then came 
a written examination that led to 
an oral and practical test. 

These tests were only the ob- 
vious difficulties. As in ancient 
Rome, there were a lot of modern 
men with some old fashioned 
ideas about a woman’s place. 

But women like Grace Nor- 
wood enjoy upsetting prejudices. 

Grace successfully completed 
her oral, written and practical 
tests ... and the test of meeting 
men and winning them over to 
the idea that a woman, too, can 
be a master plumber. 

As for Mrs. Smid and Mrs. 
Jacobs, they’ve had their master 
plumber’s licenses a little longer. 

Mrs. Smid helps her husband 
in an expanding plumbing and 
heating business in Cicero, III. 

The slender 120-pound mother 
of three children won her license 
several years ago while 65 “skep- 
tical” men looked on. 

Since then she’s specialized in 
kitchen and bathroom planning. 
She also sparks the firm’s mod- 
ern merchandising and won a 
$100 prize from Crane Co., Chi- 
cago, for her selling ideas. 

Mrs. Jacobs learned the p!umb- 

(Please turn to center of page 180) 
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NEWEST of the nation’s lady master 
plumbers is Grace Norwood, West 
Hanover, Mass. Grace wipes a joint at 
her employer’s shop in Brockton, Mass. 


YOUNGEST of the female MP’s is Lil- 
lian Jacobs, Arlington, Va., who toted 
a head’y wrench before becoming 


treasurer of her dad’s plumbing firm. 
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BUSIEST is Mrs. Teresa Smid who is 
helping her husband expand their 
Cicero, Ill. business. She also designs 
modern kitchens, bathrooms, heating. 

















YEAR ROUND COMFORT for 312 cents a day is provided 
for tenants of the Howell House Apartments, located on 
Atlanta’s famed Peachtree Street. Three combination gas 
and oil-fired packaged boilers (shown below) supply 
steam 365 days a year for winter heating and domestic 
hot water. Photos are by Orr & Sembower, Inc. 





3% Cents Per Day... 


That's all it costs for heating, cooling and domestic hot water 
in each apartment of this new 535-unit Atlanta building 


YEAR ’ROUND ComForT for ten- 
ants in Atlanta’s Howell House 
Apartments is provided at a cost 
of only $1.15 per month for each 
apartment—only 34 cents a day. 

Three 250 hp gas and light oil- 
fired boilers installed in the mod- 
ern 535-unit building are on duty 
24 hours a day, 365 days a year 
to provide winter heating, sum- 
mer air conditioning and domes- 
tic hot water. 

The apartments are heated by 





circulating hot water supplied by 
steam hot water converters. They 
are cooled by circulating chilled 
water supplied by a 600 ton cen- 
trifugai unit driven by a 600 hp 
steam turbine. The domestic hot 
water is supplied by steam water 
heaters. 

Ordinarily, only two boilers 
are in operation at any one time, 
with the third for standby use. 
Steam is generated at 130 psi. 

Continental Engineers, Inc. of 
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Atlanta, who made the installa- 
tion, report that fuel consump- 
tion for a 12 month period totaled 
$7,369.16. This represents $6,219- 
.68 gas cost for twelve months 
and $1,149.48 for 11,000 gal. of 
fuel oil. 

Howell House is an 18-story 
modern building (see photo 
above) located on Atlanta’s 
famed Peachtree Street. In addi- 
tion to the 535 apartments, the 
building houses several stores. 
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NEW TRENDS 


in summer cooling and heating 


Based on field investigations and research by the American 
Society of Heating and Ventilating Engineers 


IMPROVED DESIGN AND INSTALLATION methods are 
being made available to contractors as the result 
of research by the American Society of Heating 
and Ventilating Engineers and associated groups. 

The latest in a series of research reports by 
the ASHVE were presented last month at the 
Society’s summer meeting in Denver. The re- 
ports follow. Further information about any of 
them can be obtained from Society headquarters 
at 62 Worth St., New York City. 


Warm Air Perimeter Heating 


THE OVERALL PERFORMANCE of two types of per- 
imeter-loop systems were studied in a project en- 
titled “Warm-Air Heating Research Residence 
Number Three,” sponsored jointly by the Univer- 
sity of Illinois and the National Warm Air Heat- 
ing and Air Conditioning Assn. 

The report dealt with one phase of this re- 
search which was conducted in a low-cost base- 
mentless house with a concrete slab floor. The 
perimeter-loop systems used consisted of a six- 
inch diameter warm-air duct embedded in the 
concrete slab in the form of a single loop around 
the periphery of the floor, and of five six-inch 
diameter feeder ducts connecting the perimeter 
loop with a subfloor plenum below the furnace. 

The perimeter-radial systems used consisted 
of six, six-inch diameter ducts which connected 
the registers directly to the subfloor plenum. Both 
deflecting and straight-vaned registers were used 
with each duct arrangement. 

The following observations, pertinent to this 
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Youll See... 


@ What to consider when de- 
signing warm air perimeter 
heating 


The results of a field study 
of heat pump installations 


@ How to cut down noise in 
piping systems 


@ A method for improving 
heat transfer of panel heat- 
ing tubes 


@ The effects of sun shades in 
cooling load estimating 


@ How your customers react 
to air conditioning 


@ Panel heating research with 
some practical conclusions 


study and of general interest to heating contrac- 
tors, were made: 

(1) The room-air temperature differentials 
were smaller with the loop system than with the 
radial system. 

(2) The use of deflecting registers caused 
smaller differentials than did the straight-vaned 
type. 

(3) The floor-surface temperatures were higher 
and more uniform in pattern, and the heat emis- 
sion from the warmed floor was greater with the 
loop system than with the radial system. 

(4) The fuel consumption was less with the 
radial system than with the loop system. 

The authors of this report were H. T. Gilkey, 
R. W. Roose and M. E. Childs, all of the univer- 
sity. 


Residential Earth Heat Pump 

A RESIDENTIAL earth heat pump installation 
operated successfully during the 1950-51 heating 
season with the outside temperature falling as 
low as -22 degrees Fahrenheit, according to Merl 
Baker, associate professor of mechanical engi- 
neering at the University of Kentucky. 

Prof. Baker stated that the operating cost of 
an earth heat pump with a heating energy ratio 
of 3.05 is competitive with conventional systems 
in areas having low or medium electrical rates. 

“In selecting a heating system for a residence,” 
he said “the owner is usually vitally concerned 
with (1) dependability, (2) flexibility, (3) clean- 

(Please turn to center of page 201) 











It’s just good business 
to keep a monthly 

tab on the progress 

of costs and sales. 
Waiting for the annual 
report may mean. that 
you'll be too.late, when 
it does arrive, to 


check the downward 


trends... 








Tally-Up Once a Month to 


Years Aco the merchant, living 
in an era of greater calm, could 
banter with barter around a pot- 
bellied stove and retire with a 
nice nest-egg. 

Today, his modern counterpart 
in merchandising must be on his 
toes at all times to keep the sales 
dollar far enough ahead of the 
cost dollar to make a satisfactory 
profit dollar, otherwise, he may 
end up with no more than a social 
security pension that will just 
about pay the mortgage interest 
on the old homestead. 

To earn a satisfactory net 
profit, the contractor must keep 
sales and costs in effective con- 
trol, and to accomplish this he 
should keep his operating fig- 
ures in sharp focus from month- 
to-month. 

Some contractors are still satis- 
fied to review a profit and loss 
statement only once a year. Fre- 
quently, they do no more than 
take a hurried look at this tally 
sheet, a rapid eye-sweep that 
focuses for a moment on sales, 
and then skims downward to net 
profit. 

The man in the mart of ye 
olden times knew few of the 
irritants that plague businessmen 
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today. Business was then more 
easy-go; single-entry bookkeep- 
ing and an annual statement 
sufficed to protect their interests. 
The uncertainty that now en- 
gulfs all businessmen can be 
negated to a large degree by 
modern accounting methods, ade- 
quately “tailored” to the selling 
and servicing of plumbing and 
heating goods, and profit and loss 
statement analysis. To wait for 
annual statements these days 
might prove disastrous. 


What Contractors Think 


In discussing this matter with 
contractors, we have discovered 
that they are well aware of the 
rapidity with which business 
costs are changing, but they 
sometimes fail to think about this 
speed-up in connection with busi- 
ness analysis. Hence, they still 
stick to year-by-year comparison 
of their operating figures, not 
realizing that the yardstick they 
are using as a guide to future 
operation may be built up of 
figures going back two years. 

For example, in December 
1952, the contractor who com- 
pared annual results with 1951 
figures, will have appraised cur- 
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rent operations against a meas- 
urement that begen in January 
1951, about two years earlier. 
Obviously, the results of such 


Check the Profit Leaks... 


but which he should list under 

overhead just the same. 
Otherwise, he will eventually 

give all his depreciable assets to 


customers for free. Because the 

prices of replacement equipment 

from showroom fixtures to de- 
(Please turn to top of page 235) 


analysis would distort the con- 
tractor’s appraisal of his mana- 
gerial efficiency in 1952, and it 
will hardly be a dependable 
guide to operations in 1953. 


What to Do With Statement 


A monthly statement can be a 
big help but it is no cure-all 
unless other factors are consid- 
ered, too. For example, it is de- 
sirable to departmentalize sales 
and service whenever possible. 

The profit earned on service 
will differ from the profit earned 
on merchandise sales. The mark- 
ups or margins will also differ 
with the lines sold. For this rea- 
son, within reasonable limits, the 
dealer should departmentalize 
sales. Otherwise, he may be los- 
ing money on one or more lines, 
or in certain departments, and 
not be aware of the loss. 

The contractor should not omit 
depreciation from his costs, or 
fail to charge up enough for 
wear, tear and obsolescence, col- 
lectively an internal expense for 
which he doesn’t receive a bill, 





A Check Up Sheet for Contractors: 
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Do you departmentalize sales by various classifications 
so you know which lines and services are showing a profit? 
If not, you may be harboring invisible losses on some lines 
or services even though the total picture shows a profit. 


Do you figure depreciation costs, of equipment on a month- 
ly basis? The cost of replacing worn out equipment 
should be reflected on a month-to-month basis. 


Do you have adequate supporting records such as job cost 
records, stock control system, etc.? They are essential 
for checking back and ferreting out trouble spots. 


Do you pro-rate overhead expense monthly? To get an 
accurate profit picture such expense should be allocated 
consistently. 


Do you set up reserves for advertising expense, bad debts, 
etc.? If considered only in the month in which the ex- 
pense occurs, the profit picture will be distorted. 


Do you show income tax expense on the monthly state- 
ments? It’s wise to deduct the estimated tax from the 
monthly net and set up an accounts payable to Uncle Sam. 


Do you analyze profit and loss statements thoroughly? 
To get the proper perspective on the trend of sales, costs 
and profits, the figures should be compared with other 
periods: the prior three months, and the same three 
months of prior years. 














How DOES A MEDIUM SIZE 
plumbing and heating contractor 
in the far west section of town 
sell more baseboard heating 
units than any other, large or 
small, in the booming city of 
Wichita, Kan. 

“It’s easy,” says easy-smiling 
Harley Riggs. “You push.” 

Riggs does push, and in a way 
that doesn’t cost him very much 
money although it does take a 
bit of time . . . and it does pay off. 

Since he started pushing base- 
board heat slightly more than a 
year ago Riggs has seen his sales 
volume rise steadily. Local 
wholesalers say no other contrac- 
tor in the area can match his fig- 
ures. The sales include both boil- 
ers and baseboard units and run 


around $1,800 to $2,500 each. 
How Riggs Does It 


How does Riggs push base- 
board heating? 

In the first place, it’s not a high 
pressure “push.” Rather, it’s the 
steady application of a low pres- 
sure “push” that does the trick. 





It Was Easy - — 


We Pushed! § 





Try this boost for your baseboard business 


For one thing, Harley is sold 
on his product and he knows his 
product. He has installed base- 
board heating in his own home 
and likes it. He likes to talk 
about it and will cheerfully do 
so at every opportunity. 


Every Visitor A Prospect 


For example, every visitor to 
his store becomes’a prospect, if 
not for an immediate sale of a 
baseboard installation, at least 
for some conversation on the 
subject. He has cutaway models 
prominently displayed in the 
showroom and frequently he will 
pick one up and start explaining 
it to a customer regardless of 
whether he or she has expressed 
any interest in heating. 

In such cases he often acts 
fascinated himself with “this new 
modern way to heat a house” and 
in marveling at it, he is doing a 
suggestive ‘selling job that the 
prospect never suspects. Harley’s 
lively interest communicates it- 
self to the prospect and before 
long he or she is asking ques- 
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tions. And that is usually all the 
opening Riggs needs. 

At the drop of a hint he'll in- 
vite the prospect out to see base- 
board heating in operation right 
then and there—either at one of 
his recently completed installa- 
tions or in his own home. 

Any suggestion that “it’s too 
much trouble” is turned aside 
with a cheerful smile as Riggs 
goes right ahead talking and no 
protestations can stop him. He 
repeats again that it’s no trouble 
and that the prospect is not ob- 
ligated. Against such tactics, the 
prospect has no real way to say 
no, because so far Riggs is not 
trying to make a sale. He is just 
being friendly, and you can’t say 
no to friendship. 


Points Out the Advantages 

Once at the site of the installa- 
tion Riggs points out the advan- 
tages of baseboard heat, stress- 
ing the comfort, convenience and 
savings angle rather than tech- 
nical jargon—although he’ll talk 
that, too, if the prospect is inter- 
ested. 

Since everyone is interested in 
a more comfortable way of living 
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THE FIRST STEP 
_ is a discussion with 
~ _—itthe customer on the 
various types of 
heating and what 
each can be expect- 
ed to deliver in the 
way of performance. 
We asked Harley 
why he pushes base- 
board just a little 
harder than the rest. 
“I have baseboards 
in my own home. I 
know what they do.” 


































and the pride of ownership fac- 
tor, the prospect is all on Riggs’ 
side at this point. He doesn’t 
wait for the prospect to commit 
himself. Any talk of prices is 
deftly turned aside as Riggs talks 
about “getting all the facts first 
before you even start thinking 
about it.” 


Batting Average—9? Out of 10 


This leads to questions about 
the prospect’s own home and 
Riggs will then make the “spon- 
taneous” suggestion, “Let me 
measure your house and make an 
estimate before you get all tired 
out thinking with only half the 
facts.” 

Nine out of ten times Riggs 
achieves his entree to the home 
in this manner, 

In the prospect’s home there’s 
more sales talk and more speci- 
fics. The estimate is made and 
submitted to the prospect and 
further details such as financing, 
etc. are discussed. 

Naturally, Riggs doesn’t sell 
every prospect, but he does sell 
a healthy percentage of them. 
And even those who don’t buy 

(Please turn to top of page 216) 


A HALF-DOZEN lines are featured MANUFACTURERS’ literature is dis- 
prominently in point-of-sale displays, played on tables where the prospect 
such as this poster, in Riggs showroom. 

























can examine it fully at his leisure. 





CUTAWAY MODELS help the sales talk. Here, Riggs (center) 
explains some of the fine points of baseboard heating, while 
Harry Deck, Riggs’ floor manager, comes forward with technical 
details. Riggs’ lively interest in the subject communicates itself to 
the prospect who begins to get interested, too, and ask questions. 







AT THE DROP of a hint, Harley and Harry will drive a good 
prospect out to see other baseboard installations they have made, 
usually the one at Harley’s own home. This demonstration is the 
clincher and paves the way for an entree to the prospect’s home. 
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HUMIDITY 


CONTROL 


For an Air Conditioned Office Building 


By F. M. JoHNson 


Manager, Air Conditioning Division 
Surface Combustion Corporation 
Toledo, Ohio 


WHEN THE TOLEDO BLADE, an 
afternoon newspaper of that 
Ohio city, decided to install air 
conditioning, control of humidity 
as well as cooling was considered 
a “must.” 

An air conditioning contractor, 
Clarence Harpst of the Hoffman 
& Harpst Co., was called in, and 
his counsel added weight to the 
idea of humidity control. 

So the contractor installed 
a chemical absorbent-type hu- 
midity conditioning system, de- 
signed to maintain all office 
spaces in the three-story build- 
ing at 80F and 45 percent relative 
humidity. 

A 12,500 cfm air capacity hu- 
midity conditioner receives 10,- 
000 cfm of filtered outside air at 
maximum conditions of 95F and 





118 grains per lb of moisture 
content. 

In the air washer chamber, the 
fresh air contacts a spray of 
lithium chloride base absorbing 
solution at the time both air and 
solution are passing over cooling 
coils. City water is used in the 
coils. 

The cooling coils serve a dou- 
ble purpose—they cool the air 
and also the absorbent solution 
to the temperature needed to 
remove the desired amount of 
moisture from the air. This de- 
humidifying and air cooling 
made it possible to cut both ini- 
tial and operating costs in the 
system. 

The dehumidified fresh air is 
mixed with 20,000 cfm of air re- 
circulated from the office spaces, 
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TYPICAL of most newspapers, the Toledo Blade’s city 
room is crowded with busy persons, creating a heavy hu- 
midity load. An absorbent conditioning system wasinstalled. 





and the total amount of air is 
cooled to the desired delivery 
temperature. 

Regeneration of the moisture- 
laden absorbent is done by spray- 
ing the solution over low pres- 
sure steam coils in a regenerator 
chamber. Here the excess mois- 
ture is vaporized, is exhausted 
by a scavenger air stream, and 
the solution is thereby made 
ready to return to the air washer. 

The main lobby and first floor 
receive conditioned air through 
a false ceiling that conceals five 
ducts with 30 outlets. Draftless 
grilles serve the second and third 
floors. Inlets for recirculated air 
are in the lobby and second and 
third floor office spaces. 

A zoning chamber designed for 
the installation contains both 
heating and cooling coils. Manu- 
ally operated dampers allow per- 
sonnel to control local humidity 
and cooling factors. BLADE em- 
ployees have expressed appre- 
ciation of the better working 
conditions created by properly 
designed air conditioning and 
their production has increased 
accordingly. The management 
of the newspaper felt that the 
employee, after all, was the per- 
son to be pleased. 

There’s a moral here for other 
business enterprises that would 
like to give their summer pro- 
duction a shot in the arm. 
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HOT & COLD COILS 
BY-PASS_AIR Fe 
ELECTRIC FILTER [PO ods alten. % ] COOLING COIL 
PREHEAT COIL a 
(WINTER ONLY) FRESH AIR 
I FAN ! ff 
1 | — 
FRESH AIR ae . 
AIR WASHER > 
10,000 CFM | | — itin 
95° 118 GR/LB , 
REGENERATO , sepeo-cre 
HEATING o. 
COIL 80 45% RH 
DIAGRAM shows how fresh air of high humidity and temperature ‘ 
is filtered, conditioned, mixed with recirculated air, cooled and 20.000 CFM 
delivered into offices of the Toledo Blade, an afternoon newspaper. RECIRCULATED AIR 


New England Wholesalers Are Urged 
to Aid Contractors with Selling . . . 


Report of 62nd Annual Meeting 


OVER THREE HUNDRED AND FIFTY members and 
guests were on hand to hear President Stephen 
E. Kindelan deliver the welcoming address before 
the 62nd annual conference of The Plumbing and 
Heating Wholesalers of New England, Inc. in 
Bretton Woods, N. H., June 14-16. 


Outlines Wholesaler Function 


Sounding the keynote for the meeting in his 
opening remarks, President Kindelan outlined in 
detail the place and primary functions of whole- 
salers within the economic structure of the in- 
dustry. He indicated that manufacturers should 
pause for a good look at their distribution policies, 
keeping in mind that wholesalers are actually 
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HAPPY GROUP among the more than 350 persons who 
attended the conference included, left to right, Mrs. C. 
Warner, Mrs. McAulliffe and Mr. and Mrs. James Joyce. 
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performing their primary function of buying, 


stocking and distributing manufacturers’ prod- 


ucts, in quantity, to the trade. 

Kindelan introduced C. C. Lowry, vice presi- 
dent of Hajoca Corporation and president of the 
Middle Atlantic Wholesalers Assn., who told the 
group that wholesalers can improve their primary 
function—distribution—by directing their atten- 
tion to its focal point . . . the plumbing and heat- 
ing contractor and his relationship with the con- 
sumer. 

“One way to do this,” said Lowry, “is to work 
closely with the contractor in a concerted sales 
effort. Any wholesaler who performs a service 
for his contractor-customey that will help boost 
retail sales, will find that neither his distribution 
nor his profits will suffer.” 

Morris Stein, president of the Torrington Sup- 
ply Co., Waterbury, Conn., and treasurer of the 
New England association, outlined how his com- 
pany has been holding contractor sales meetings 
to help with sales problems and programs. He 

(Please turn to center of page 180) 





OFFICERS of the N. E. Wholesalers are, left to right, Mor- 
ris Stein, treasurer; Stephen E. Kindelan, president; Tim- 
othy J. Collins, vice president, and R. L. Towne, secretary. 














NEW 


Appliance Products 





(For plumbing and heating products, turn to page 50) 


Washer and Dryer Team 

A new automatic clothes washer 
and dryer team has been offered by 
Thor as matching units in both 
styling and size. Both units are 
finished in baked white enamel 
with gray baked enamel recessed 
bases. The units are 25 by 26% by 
36 in. high. The 8-lb capacity 
washer features an automatic fill 
which adjusts automatically for 
possible low water pressure. The 
washing cycle can be timed for one 
to 12 minutes, and any phase of the 
cycle can be repeated or eliminated. 
A water and soap-saver device is 
standard equipment. The dryer 
features a high speed fan which 
draws 90 cfm of hot air over the 
clothes. The dryer control auto- 





matically shuts off the unit when 
clothes reach any desired degree of 
dryness. Dryers are offered in gas 
and electric models. 

Manufacturer: Thor Corp., 2115 
S. 54th Ave., Chicago 50. 


Chest-type Freezer 

A new 7 cu ft chest freezer with 
a 245 lb capacity has been intro- 
duced by Kelvinator. The freezer 
is divided into two sections by a 
metal grid. One section is for high 
speed freezing, the other for frozen 
food storage. Space is provided for 


bulky packages and wire baskets 
are for packaged foods. The lid 
opens easily on spring-action hinges 
and includes a lock-type latch with 
key. Dimensions of the unit are 





39 by 25% by 36 in. high. 
Manufacturer: Kelvinator Div., 

Nash-Kelvinator Corp., 14250 

Plymouth Rd., Detroit 32. 


Dehumidifier Dolly 

A new dolly for dehumidifiers 
has been introduced by Fresh’nd- 
Aire to permit easy movement of 
such units. The steel dolly is 
mounted on four swivel casters and 
is finished in neutral grey cream. 
Other uses suggested for the dolly 
are to move laundry baskets or 





boxes and cases across a store- 
room. 

Manufacturer: Fresh’nd-AireCo., 
Div. of Cory Corp., 221 N. LaSalle 
St., Chicago 1. 
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Small Gas Range 

A gas range only 20 in. wide 
has been introduced by Norge for 
small kitchens or kitchenettes. The 





range is 36 in. high and features 
four burners and a large porcelain- 
lined oven. A slide-out drop front 
broiler also is provided. The oven 
is equipped with a storage bin for 
kitchen utensils below the oven 
area. The oven vent is in front of 
the backrail to prevent exhausts 
from marring kitchen walls. 

Manufacturer: Norge Div., Borg- 
Warner Corp., Merchandise Mart 
Plaza, Chicago 54. 


Push-Button Defrosting 
Push-button defrosting has been 
made available by Servel in four 
electric compression refrigerator 
models. The button is located on 
the top inside of the unit. It sets off 
a warming process in the freezing 





coil, The warmth eliminates frost 
within a few minutes. The frozen 
food compartment and the quick- 
freeze shelf are unaffected, and the 
normal refrigeration temperature is 
regained rapidly. 

Manufacturer: Servel, Inc., 119 
Morton Ave., Evansville 20, Ind. 


Refrigerator-freezer 

A new refrigerator-freezer com- 
bination introduced by Leonard 
features a separate refrigerating 
system for each compartment. The 
controls and doors are separated 
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by heavy insulation to prevent a 
transfer of temperature changes. 
Controls provide automatic de- 
frosting and are designed to adjust 
moisture as well as temperature. 
The unit features two door shelves 








and two rollout bins. The refrig- 
erator has 12 cu ft of storage space 
and the freezer will store 70 lbs of 
frozen food. 

Manuacturer: Leonard Div., 
Nash-Kelvinator Corp., Detroit. 


Clothes Washer 

A new automatic clothes washer 
with a 9 lb capacity has been 
introduced by Barton. The washer 





has a cycle of from one to 15 min- 
utes with a complete wash-to-damp 


dry cycle of from 184 to 31 min- 
utes. The washer cycle may be 
adjusted, skipped or repeated. A 
four-vane agitator is used to spin 
out floating scum from the rinse 
water as well as for the washing 
action. Three spray rinses follow 
the regular rinse. 

A six-minute high speed spin of 
the tub compartment provides 
damp drying before the washer 
automatically ends its cycle. 

Manufacturer: The Barton Corp., 
West Bend, Wis. 


Electric Clothes Dryer 

A new electric clothes dryer with 
a cycle adjustable for from five to 
120 minutes has been introduced by 
Altorfer Bros. The unit runs the 


last five minutes of a cycle without 
the heating element, to permit 
clothes to cool. The dryer features 
a powerful venting fan to drag 
warmed air through a perforated, 
revolving clothes drum at about 122 
cfm. Drying action stops if the 
dryer door is opened. 
Manufacturer: Altorfer Bros. Co., 
812 W. Washington St., Peoria 8, Ill. 


Upright Freezer 

A new 14 cu ft upright freezer 
designed by International Har- 
vester will hold 490 lbs of frozen 








Copper Range Styled for 


A new gas range finished in 
antique copper has been introduced 





Rustic Setting 


by Chambers. The finish is styled 
to complement copper kitchen ac- 
cessories in rustic, Early American, 
or bricked-in decorative settings. 
The finish is designed not to tarnish 
or discolor. Special polishes are not 
needed. The unit is available with 
chromium or black porcelain 
enamel cooking tops and copper 
or black porcelain hardware. Built- 
in oven and cooking top units also 
are available. 

Manufacturer: Chambers Corp., 
Shelbyville, Ind. 
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food and occupy a minimum 
amount of space. Dimensions of 
the unit are 2834 by 2934 by 6814 in. 
high. The unit features four shelves 
with individual freezing coils for 





fast freezing. One of the shelves is 
adjustable. Frozen fruit juice dis- 
pensers are provided beneath three 
of the shelves. The dispensers hold 
up to eight cans of juice, which roll 
forward each time the front can is 
removed. Three sliding drawers 
are provided at the bottom of the 
unit. An 8.7 cu ft upright model 
with a 305 lb. capacity is available. 

Manufacturer: International Har- 
vester Co., 180 N. Michigan Ave., 
Chicago 1. 


Portable Refrigerator 

A portable refrigerator intro- 
duced by Servel permits drinks, 
food or medicines that require cool- 





ing to be moved and served in any 
room. The refrigerette can be 
mounted on a matching cart for mo- 
bility or used as a fixed furniture 
piece. A leg platform with casters 
also is available. A hinged, full- 
width panel drops down to provide 
a serving area and to allow access 
to the refrigerator. The unit also 
(Please turn to top of page 108) 
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(Continued from page 107) 


has a top tray for serving. Units 
are available with plastic cabinet 
finishes of mahogany, blonde or 
white and in custom models of 
calfskin and luggage leather. 
Manufacturer: Servel Inc., 119 
Morton Ave., Evansville 20, Ind. 


Refrigerator-Freezer 

A new 10.5 cu ft refrigerator has 
been introduced by Bendix featur- 
ing a full-width freezer compart- 
ment. The freezer has its own door 
and freezing coils. The refrigera- 
tor area features adjustable shelv- 
ing, a frozen storage tray and two 
transparent roll-out storage trays. 
Door shelves are recessed within 
the inner panel. A butter compart- 
ment also is provided in the door. 





Manufacturer: Bendix Home Ap- 
pliances, Division Avco Mfg. Co., 
3300 W. Sample, South Bend, Ind. 


Upright Freezer 


A new upright freezer intro- 


duced by Wilson features a high- 


speed freezing section with its own 
door. Contact freezing is provided 
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on all shelves, Pockets for frozen 
fruit juices are recessed into the 
outer door. Open shelves are 
equipped with guards to prevent 
packages from being jarred loose. 
A pull-out bin at the bottom is 
provided, and an alarm light warns 


the user of any power or opera- 
tional failure. Models are avail- 
able in 15, 20 and 25 cu ft sizes. 

Manufacturer: Wilson Refrigera- 
tion, Inc., Glenwood Ave., Smyrna, 
Del. 


Room Air Conditioner 

A new room air conditioner by 
General Electric adjusts itself auto- 
matically to keep room tempera- 
tures at a desired level. The refrig- 





eration mechanism of the unit is 
controlled by a thermostat which 
is adjustable to six settings. The 
thermostat turns off the refriger- 
ating mechanism when the room 
temperature reaches a_ selected 
level and begins operation when 
the temperature rises two or three 
degrees. A ventilating fan circu- 
lates room air even if the refriger- 
ating mechanism is off. The unit 
may be installed in a window or 
adapted for through-the-wall or 
cabinet-type installation. It is 
available in % and % hp models. 

Manufacturer: General Electric 
Corp., Major Appliance Division, 
Louisville, Ky. 


Electric Range 

A new electric range with stor- 
age compartments ‘on both sides of 
the unit has been introduced by 
Norge. The compartments permit 
pots and pans to be stored within 


the cabinet or hung inside the 
doors. The unit also features four 
cooking 


surface elements with 





seven speeds, and an oven with 
heating elements in the top and 
bottom to provide even heat. A 
warming drawer beneath the oven 
keeps prepared foods warm at 
about 140F. 

Manufacturer: Norge Div., Borg- 
Warner Corp., Merchandise Mart 
Plaza, Chicago 54. 


Refrigerator 

A newly styled refrigerator in- 
troduced by Deepfreeze features a 
50 lb frozen food compartment and 





11.5 cu ft of refrigerator space. The 
freezer has a 1.1 cu ft capacity and 
a separate shelf for ice cube trays. 
The refrigerator is equipped with 
two adjustable shelves and a re- 
movable half shelf. Two deep 
(Please turn to top of page 110) 





Washer and Dryer Designed as Companion Pieces 


An automatic clothes washer and 
dryer set styled as companion 
laundry pieces has been offered by 
Hamilton. The washer cycle control 
provides for shortened, repeated, or 
skipped cycle periods. Cycle time 
is 3214 minutes. The dryer has a 
double air circulating feature that 
keeps a steady flow of dry, fresh 
air moving over the clothes. The 
dryer is available in either gas or 
electric models. 

Manufacturer: Hamilton Mfg. 
Co., Two Rivers, Wis. 
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Appliance Products 





(Continued from page 108) 
shelves, an egg shelf and a guarded 
shelf are on the inner panel of the 
door. Two transparent roll-out bins 
are provided at the unit bottom. 

Manufacturer: Deepfreeze Appli- 
ance Div., Motor Products Corp., 


2301 Davis St., North Chicago, Ill. 


Room Air Conditioner 
A new ¥% hp room air conditioner 


has been introduced by RCA Victor 
for cooling rooms of up to 325 sq. 


ft. The conditioner features a her- 
metically-sealed compressor. 
Controls are located conveniently 
on the top of the unit and can be 


concealed under a snap down lid. 








The unit extends 13%¢ in. into 
the room. The conditioner also is 
available in 14, %4 and 1 hp sizes. 

Manufacturer: Radio Corpora- 
tion of America, Front & Cooper 
Sts., Camden, N. J. 


Automatic Clothes Washer 

A new automatic clothes washer 
with a white porcelain top has 
been introduced by Speed Queen as 
a companion piece to its automatic 
clothes dryer. The washer is 
equipped with an automatic drain 
pump, porcelain drain tub and 
sediment ejector. The unit has a 





recessed toe plate and adjustable 
leveling legs. Stainless steel top 


models also are available. 
Manufacturer: 
Corp., Ripon; Wis. 


Speed Queen 





Cover for Window Units 


A protective cover has been de- 
signed for 3% and one ton window- 


type room air conditioners made 
by Mitchell. The cover will provide 


protection for long periods when 





the unit is not in use. It is especial- 
ly recommended for winter vaca- 
tioners and summer home owners. 
The cover fits snugly over the outer 
cabinet of the air conditioner and 
is fastened simply with two ad- 


justable straps. The cover is made 
of weather proof, 10-oz canvas. 


Manufacturer: Mitchell Mfg. 
Co., 2525 N. Clybourn, Chicago. 


Refrigerator-Freezer 


A new 12 cu ft combination re- 
frigerator-freezer features an elec- 


trically-controlled door latch. The 














door opens by only a slight pres- 
sure on a touch plate. The feature 
permits the door to be opened even 
if the user has an armful of food. 
Individual controls operate the 
freezer and refrigerating units. The 
freezer unit stores 56 lbs of frozen 
food and a meat compartment holds 
18 lbs. The unit is equipped with 
a butter compartment, two rollout 
shelves, and six rack-shelves. 

Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Gibson Adds Heating Element 


An auxiliary heating element has 
been added to the %4-ton Gibson 


room air conditioner. The 1,500 


110 


watt, sealed element is located in- 
side the unit directly in front of the 
air circulating fan. The heater is 
turned off automatically if the cir- 
culating fan stops. 


Manufacturer: Gibson Refrigera- 
tor Co., Greenville, Mich. 


Clothes Washer 

An automatic clothes washer in- 
troduced by Blackstone has a flexi- 
ble washing cycle that permits 
seven settings of from two to 15 
minutes. Parts of the cycle may be 
lengthened, shortened, repeated or 
skipped by use of a single dial 


control. The unit has an 8 lb 


capacity and features agitator 
washing action. The action also re- 





moves dirt and scum from the rinse 
water surface before draining. The 
cabinet is styled to match Black- 
stone automatic dryers and ironers, 


Manufacturer: Blackstone Corp., 
1088 Allen St., Jamestown, N., Y. 


Small Gas Range 

A new 30-in. gas range featuring 
an extra large oven has been 
offered by Tappan for apartment- 
sized kitchens. The 24-in. oven has 
a double-pane window and an 
interior light. The range has four 
top burners, including one of extra 
large size. The control panel is at 
waist level and is sloped for con- 





venience and to protect the handles 


from oven heat. 


Manufacturer: The Tappan Stove 


Co., 250 Wayne St., Mansfield, Ohio. 


(Please turn to top of page 112) 
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... AND MR. HARDEN HAS OVER 550 COMPLETELY 
SATISFACTORY INSTALLATIONS IN HOMES 


AND CHURCHES TO BACK UP HIS STATEMENT! 


“Because we have a reputation for quality work to uphold, 
we can’t afford to take chances and use inferior materials. 
In addition, Copper Water Tube is so easy to bend, so easy 
to work with in the tightest spaces and requires no thread 
cutting so that it saves us a lot of installation time. We have 
also found that we can place the utmost faith in the fittings 
when using Copper Water Tube.” 


“Those are the reasons we prefer copper to all other 
material”. And Mr. Harden speaks from experience. For he 
has installed copper radiant panel heating systems in over 
50 churches and more than 500 residences, and all are com- 
pletely satisfactory in every respect. The oldest has been in 
operation for 7 years. 


Take a tip from Mr. Harden’s experience... keep out of 
trouble with copper. 

Now with restrictions on copper ended, there isn’t any 
reason why you can’t use Revere Copper Water Tube on 
your next job . . . for radiant panel heating, hot and cold 
water lines, underground service lines, processing lines, and 
waste stack and vent lines. See the Revere Distributor 
nearest you today. And, if you have technical problems, 
he will put you in touch with Revere’s Technical Advisory 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, Iil.; Detroit, Mich.: 
Les —- and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— 
ales Offices in Principal Cities, Distributors Everywhere. 


SEE REVERE’S ““MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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“We prefer 
REVERE COPPER WATER TUBE 







TO ALL OTHER MATERIALS 


of a quality 





A 


for Radiant Panel Heating because of its easy 
workability, permanence and the assurance 


job’”’ 





says A. C. HARDEN 


President 


Harden Heating & 


ir Conditioning Co., 


Elmwood Park, Ill. 





WHY REVERE COPPER WATER TUBE 


IS PREFERRED BY — 


Architects, Builders, Plum 


A 





HANDY LENGTHS 
Save Fittings... Labor 
Revere Copper Water Tube 
comes in straight lengths of 
20’ in hard and soft tempers. 


60’ coils of soft temper re- 
duce the number of fittings 


needed. 


COM 


bing & Heating Contractors 


EASY TO BEND 


Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 
installation conditions. Hord 


temper by hand bending tools. 





SOLDER OR 
PRESSION FITTINGS 


Need Less Work Room 


... Save Metal 











No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 





NON-RUSTING 


Rustable pipe eventually clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
as shown at bottom right. 
No allowance in pipe size 
need be made for rusi ac- 
cumulation with Revere Cop- 
per Water Tube. 


threaded pipe. 






Z 

















(Continued from page 110) 


Electric Radiator 

A new portable electric radiator 
that weighs only 29 lbs has been 
introduced by Conco Engineering. 
The radiator has eight sections and 
features a warmup time of 5 min- 
utes. Unit dimensions are 23 by 7 
by 19 in. It is approved for AC 





or DC current and is available in 
gray or green finishes. Five and 10- 
section models also are offered. A 
carrying handle may be used as a 
drying rack for hand wash. The 
unit delivers a 4,500 Btu output. 
Manufacturer: Conco Engineer- 
ing Works, Box 111, Mendota, II. 


Clothes Washer 

A new automatic clothes washer 
introduced by Kelvinator is de- 
signed to permit washing action to 
begin with only half a tub of water 


loon’ 


and a full amount of soap or de- 
tergent. The washing action is 
maintained by a rubber-finned agi- 
tator revolving in an off-center 
circle as the tub continues to fill. 
Overflow rinsing keeps dirt-carry- 
ing water from draining down 
through the clothes. The agitator 
continues the rinsing action, splash- 
ing remaining scum into the drain. 
Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 13250 
Plymouth Rd., Detroit 32. 





Questions and Answers 





(Continued from page 31) 

of oil from the compressor cylin- 
der, has a left-hand thread so that 
it cannot be connected to any oxy- 
gen tank by mistake. Oxygen 
would react violently on coming 
into contact with oil. Where nitro- 
gen and oxygen are to be cross- 
connected, water-pumped nitrogen 
tanks with a righthand thread are 
used. Such nitrogen would be free 
of oil, and thus safe to use with 
oxygen. 

Oxygen is an extremely danger- 
ous gas if improperly handled, and 
for this reason the following sug- 
gestions for handling and piping 
are offered: 

(1) Don’t use oil with oxygen. 

(2) Don’t confuse air with oxy- 
gen. 


(3) Don’t test for leaks in pip- 
ing with oxygen. 

(4) Don’t blow out pipe lines 
with compressed oxygen. 

(5) Don’t think that a spark is 
necessary to explode oxygen. 

(6) Don’t use inflammable sub- 
stances near oxygen. 

(7) Don’t wear greasy clothes, 
gloves, etc., when working with 
oxygen. 

(8) Don’t store acetylene or 
other fuel gases with oxygen in an 
unventilated area. 

(9) Don’t store oxygen cylinders 
and apparatus under moving ma- 
chinery, cranes, and belts or other 
moving equipment. 

(10) Don’t take for granted that 
a particular cylinder does not con- 
tain oxygen. 





Weather a la Mode 


THE Cotpest AREA in the U. S. 
will be artificially created at a 
Florida Air Force base this sum- 
mer as exacting researchers put 
men and planes through their 
paces in Arctic-like weather. 

Inside an all-weather hangar at 
Eglin Fie!d that’s big enough to 
easily house a B-36, Air Force 
weather-makers wil] alternately 
whip up a 100-mile an hour snow- 
storm with temperatures down to 
-65° F. or switch to the other end 
of the thermometer and create a 
Sahara-like sandstorm with tem- 
peratures appropriately ranging 
around 160° F. To facilitate these 
studies the researchers utilize an 
automatic recording system de- 
vised by Minneapolis-Honeywell 
engineers to log electronically the 
vast amount of data uncovered 
daily. 

In addition to testing men and 
machines under atmospheric con- 
ditions found literally any place in 
the world, the Air Force research- 
ers also test the effect of such con- 
ditions on armament. Guns and 
rockets can be fired within the 
huge hangar and a nine-foot-deep 
pit permits testing of bomb rack 
mechanisms using dummy bombs. 

In still another installation 
unique rooftop electronic sensing 
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elements measure the heat of the 
sun beating down on Washington’s 
Pentagon building to condition in- 
door temperatures to offset heat. 

The building’s air conditioning 
system, believed to be the world’s 
largest, provides cooling equal to 
the melting of 14,400 tons of ice 
every 24 hours to keep the occu- 
pants comfortable despite summer- 
time temperatures which some- 
times hit the high 90’s. To control 
the huge air conditioning system, 
consulting engineer Charles Leo- 
pold of Philadelphia in collabora- 
tion with Minneapolis-Honeywell 
engineers conceived a novel auto- 
matic system which literally antici- 
pates weather changes to adjust 
indoor temperatures. The unusual 
control system measures the de- 
gree of solar heat the year round— 
via the rooftop electronic devices— 
subtracts it from the outside shade 
temperature and applies the final 
temperature reading to the air 
conditioning system. The system 
then tempers air to the offices and 
public spaces. 

By contrast with the Pentagon, 
Chicago’s mammoth Merchandise 
Mart requires only 6,500 tons of 
cooling, while famed Radio City 
in New York needs but 9,750 tons 
of air conditioning. 
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sails @ Installation is simplified by exclusive patented bolt connection 
between tank and bowl. 
other ‘ : 
@ Water-Saver feature means permanent economy wherever 
that meters are in use. 
con- * —— reverse trap bowl, 14” high, with jet, free-standing 
china tank with high-grade fittings and shelf cover. 
@ See and compare! Catalog * 1325. In white and 32 colors. 
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2nd Report... 


of new products at the New 
England Oil-Heat Show ... 


(See, also, pages 86, 87, 88, 89, July issue) 


THIS SECOND REPORT of new and improved products 
displayed at the New England Oil-Heat Show, held 
June 2-5 in Boston, bears out the fact that oppor- 
tunity to build heating business knocks more than 
once. Advance designs and engineering features help 
magnify the sales appeal of heating products and 
provide the contractor with additional opportunities 
to sell a heating prospect. 

Some of these developments in oil heating are 
described and illustrated on this and following pages. 
Others were presented in the July issue. 





A SLOW BURNING INCINERATOR intro- 
duced by Mueller loads from the top and is 
finished to match kitchen appliances. Trash is 
first dried out and then slowly burned by the 
incinerator. The ash container need only be 
emptied once a month. The unit is of double 
wall construction so that combustion air rises 
between the inner and outer casing to keep 
the jacket cool. H. B. Smith, eastern sales 
manager, is shown above demonstrating the 
smoke and odor-proof loading door to M. B. 
Hunting, Torrington assistant sales manager. 

Further information: L. J. Mueller Furnace 
Co., Milwaukee, Wis. 











TANKLESS WATER HEATERS with inte- 
gral copper finned tubing were featured by 
General Fittings. The fin is made as a part of 
the tube wall for protection against separa- 
tion or unraveling. Extra wide spacing of the 
fin allows maximum circulation between fins. 
The design of the tubing provides a large sq. 
ft heating area which, in turn, increases the 
heating capacity. Shown above are V. Gooding 
and Wm. Near, representatives, and J. J. 
Cotter, general sales manager. 

Further information: General Fittings Co., 
123 Georgia Ave., Providence 5, R. I. 
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A MOTORIZED VALVE for controlling the 
flow of steam and liquids of non-corrosive 
nature was introduced by Heat-Timer. It is 
designed for zone control of heating systems 
and other types of heating, ventilating and 


air conditioning equipment. The valve fea- 
tures oil immersed reversing motors and side 
bracket linkage. All joints are of dissimilar 
metals to avoid rusting and binding. A. Fowler, 
Au-Temp-Co., vice president and E. J. Zeitlin, 
Heat-Timer president, are shown above. 

Further information: Heat-Timer Corp., 
657 Broadway, New York 12. 


(Please turn to page 115) 
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ba fitting is a big labor and time saver! 


American Sanitary Master Adapter* 


helps sell remodeling jobs! 


Lowering costs will bring you more remodeling 
jobs... and that’s just what this exclusive, new 
American Sanitary fitting does! All the extra time 
and labor involved in raising or lowering the out- 
let_of a 2-piece trap is eliminated. Merely screw 
dite of Master Adapter to desired length; then 
cut and install. Raise outlet—or lower trap— 





as much as 34". Available in satin plate only. 





ORDER AMERICAN SANITARY 





WE DISTRIBUTE 
THROUGH 
WHOLESALERS 
ONLY 


MASTER ADAPTERS TODAY! 





MERICAN SANITARS 


MFG. CO., ABINGDON, ILLINOIS 
OVER 40 YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 














New Products at the New England OHI Show... continued 





DESIGNED FOR DUTY is the way John 
Hancock, president, describes Marietta’s new 
boiler-burner unit. The combustion chamber, 
of insulating refractory, is located at the 
bottom. The built-in tankless water heater is 
at the top. Long backward and forward flue 
travel allows maximum heat travel with mini- 
mum stack loss. The water baffles are long 
to expose a wide area of water film to a 
maximum heat area. Water tubes are fast 
circulating and anti-pulsating. The unit is 
for hot water, vapor or steam systems. 

Further information: Marietta Metal Prod- 
ucts Corporation, Marietta, Pa. 


A ONE-TWO SALES PUNCH for improving 
heating efficiency was delivered with a display 
of humidifiers and oil tank gauges. The hu- 
midifier helps cut fuel costs by adding moisture 
to the air so that less chilling occurs and less 
heat is needed. The oil tank gauge measures 
fuel consumption and prevents oil fume leak- 
age into the basement during pressure filling. 
Above, C. J. Davis, Skuttle sales manager and 
John Kershaw, Rochester sales manager, dis- 
cuss the relationship between their products. 

Further information: Skuttle Mfg. Co., 
Detroit and Rochester Mfg. Co., Inc., Rochester, 
N. Y. 














COMPACT COOLING installations can be 
made with a new horizontal air conditioner in- 
troduced by Lennox. Only 18% in. high, the 
cooling unit is engineered to fit close attic 
spaces or for suspension in the basement or 
crawl space. Servicing can be done without 
removing the refrigeration unit. The cooler, 
which features horizontal air travel, has a 
capacity of 24,000 Btu. H. F. Yeazel, assistant 
sales manager, and J. F. Lynn, executive engi- 
neer, are shown above demonstrating the unit. 

Further information: The Lennox Furnace 
Company, Marshalltown, Ia. 
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ALL COPPER: A tankless water heater that is 
made completely of copper was featured by 
Everhot All-Copper, Inc. Built to withstand 
air pressures up to 200 lbs, the heater is un- 
conditionally guaranteed for five years. It may 
be installed easily by one man. A convex 
bottom provides smooth flow. Shown above 
with the unit are E. A. Washak, Jr., repre- 
sentative; E. A. Washak, Sr., sales manager; 
Miriam Washak, sales promotion manager; and 
E. F. Sheehan, representative. 

Further information: Everhot All-Copper 
Inc., 51 Albion St., Boston 18. 


(Please turn to page 121) 
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A good reamer 















sure smooths in 
a hurry, Dad. 








P Yes, Son, but FAST 
"{ reaming depends 
on GOOD PIPE! 


ood tools + YOUNGSTOWN PIPE = GOOD JOB! 


@ You really speed along when you work 


7 POINTS OF UNIFORM GOODNESS IN 


with Youngstown pipe. Reaming is easy BT hg gi 


( 

( 

( 

and fast because Youngstown Steel Pipe @ ductility 
—— ss ‘ m lengths 

produces a minimum of burrs in cutting UNIFORM m threading 

° . ‘ . @ weldability 4 

This is because Youngstown is quality qy wall Thickness and che P 

steel, chemically and metallurgically UE One Coe 

@® roundness and straightness P 


right, controlled by one producer— 





Youngstown—from raw ore to finished 
product. The name Youngstown, rolled 
into every length, means GOOD PIPE. 





STEEL PIPE 


‘THE YOUNGSTOWN SHEET AND TUBE COMPANY ......"%i 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York < 


PIPE AND TUBULAR PRODUCTS CONDUIT BARS RODS - COLD FINISHED CARBON AND ALLOY BARS 
SHEETS PLATES - WIRE - ELECTROLYTIC TIN PLATE COKE TIN PLATE - RAILROAD TRACK SPIKES 
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TIPS ON SELLING FURNACES — REMEMBER... 


WOMEN ARE NOT SO CONFIDER 


She wants to be reassured before she buys. Words 
alone may make her balk. But show her written 


proof that what she’s buying is fully backed and 


she'll have confidence—you'll have a sale. 


Rheem helps you in two ways to reassure the 


Jady that a Rheem Furnace is the best for her. 


First, Rheem has the Fire-Tested story for you 


to tell—proof that every Rheem Furnace is fully 
tested, is perfect before it leaves the factory. 


Second, Rheem backs every Furnace with a full 
Rheem warranty—a warranty that says what it 


means and means what it says. 


August, 19% 


August, 





This double assurance to your customers is 4 
double assurance to you, as so many dealers have 


learned, of bigger sales, more profits when you 


sell Rheem Furnaces. Start today to se] Rheem 


and you can sell with confidence. 


FREE Booklet Shows Choice of Models! 


} 
{ RHEEM MANUFACTURING CO, 
4361 Firestone Blvd., South Gate, Calif. 
] Send free, illustrated furnace booklet, 
\ Name 
) Address 


RHEEM MANUFACTURING COMPANY Gas 


World's Fastest Growing Manufacturer of Warm-Air Heating Equipment 


@1053, RHEEM MFG, CO 
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WHERE ELSE CAN YOU FIND ALL THESE FEATURES IN ONE UNIT? 


Ue winkter Govedal 


This furnace meets all home heating require- 
ments in the easiest, most convenient way 
you’ve ever seen. The same unit can be used 
for either conventional or perimeter warm air 
heating by merely rearranging the parts. 
The Winkler Universal is a complete pack- 
age...everything included, except ducts, 
for a basement or utility room installation. 






























































Casing and insulation. Clean, trim de- 

sign—baked enamel finish. Cellular 
asbestos, faced with aluminum foil, produces 
an amazingly cool casing. 

Heat exchanger. Unique corrugations 

greatly increase the heat transfer area 
. . - 42% more area with the same floor 


space. The distribution pattern of hot gases 
makes this heat exchanger a quiet, efficient 


unit. 
Extra quiet fan. All moving parts car- 
ried in soft rubber—no vibration. 


@, Filter frame, Snaps into any of the five 


sides adjacent to fan compartment... 
assures greater adaptability to various in- 


stalling situations...keeps duct costs down. 


§. Pre-wired at factory, All wiring is in 


Place and connected. Just connect 


burner and line wiring—a real time saver. 





in i ee 








stomers is 4 | 


lealers have 


} When you 

sell] Rheem 

—— 
Individual Winkler Gas Burner kits are provided Pressure Burner. Oi! Burner kits include everything 

for natural, manufactured, mixed and LP gases... necessary for a complete installation —combustion 
| and for natural and LP gas combination requiring | chamber, controls, barometric draft, etc. 
) an outside temperature switch. Both Gas and Oil Burner kits are pre-wired for 
| For oil-firing, the Universal may be equipped quick, easy connection to the pre-wired Universal 
a 


— aaa come yl OF with either the Winkler High Pressure or Low Furnace. 
Quy , : . 
Write today for complete information 


> © AUTOMATIC « 


% STEWART-WARNER CORPORATION \cgrrsea3) 


) _U, S. MACHINE DIVISION ¢ Dept.A-83 ¢ LEBANON, INDIANA HEATING EQUIPMENT 





stk 
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For complete information on Watrous Flush Valves 
write for catalog Number 449-A. 





Fine Hush Valves 
for tine Buildings 





ST. EDWARD fli SCHOOL 


Lakewood, Ohio, one of the many fine buildings 
throughout the world equipped with Watrous Flush Valves. 


GEORGE 5. RIDER CO. 


Self-Tightening ot paling SER 
Handle Packing Architects and Engineers 


The spring-loaded packed stem GORMAN-LOVELLE PLUMBING & HEATING CO. 


in Watrous Flush Valves automat- 
ically maintains proper tension on Plumbing Contractor 


a preg MCKEE PLUMBING SUPPLY 60. 


real protection against leakage, 
Plumbing Wholesaler 





Among Watrous Pine Features 








yet requires no periodic tightening. 





WANE WP Senko cccenen acs riscon t490. 
nl } 
THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 WEST HARRISON STREET, CHICAGO 7, ILLINOIS 
Distributed Through Wholesalers of Plumbing Materials 








A SQUARE BODY DESIGN and an angular 
mounted vane were the features of a draft 
control shown OHI visitors by Windmaster. 
The square body is designed to permit greater 
free area for relieving draft and increasing 
heating efficiency. The angular vane shortens 
travel distance and provides quick control. 
R. W. Frank, representative, and Dan Lynch, 
sales manager, above, were on hand to demon- 
strate the efficiency of the draft control in all 
flue positions. The control has a calibrated off- 
center counterweight for quick setting. 
Further information: Windmaster Corpora- 


| tion, 899 Ingleside Ave., Columbus, Ohio. 





PREXY of the New England Oil-Heat Insti- 
tute, Joseph Olney, Jr., is shown above getting 
briefed on the OHI of America’s new selling 
aids for heating contractors by Marjorie Gil- 
mour, of the latter group’s New York staff. 
More than 35 individual pieces of literature— 
self-mailers, folders, brochures, leaflets, stick- 
ers, decals and other items—are included in a 
promotional packet designed particularly for 
the oil heat dealer and his advertising pro- 
gram. 

Further information: Distribution Div., Oil- 
Heat Institute of America, Inc., 500 Fifth Ave., 
New York 36, N. Y. 





ngs 
ves. 








HEATING CONTROL TEAMMATES: A flame 
detector and a master control designed for 
easy and flexible installation were featured by 
General Electric. The flame detector can be 
mounted anyplace where temperature changes, 
including the stack or combustion chamber. 
The master control mounts on the side of the 
Es furnace and burner without leveling and is 
pre-calibrated. R. W. Robarge and R. D. 
Tyler, manager of appliance control marketing, 
are shown above with W. T. Goldsmith. 
Further information: Appliance Control 
Dept., General Electric Co., Morrison, Ill. 
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A TIME SAVER: A new fuel oil filter engi- 
neered to keep installation and maintenance 
time to a minimum was introduced by General 
Filters. This is achieved by a built-in valve 
and fittings which make the filter adaptable 
to one, two or three storage tanks, thus allow- 
ing fuel to be drawn from any one tank with 
one installation. The filter has a washable 
wire mesh cartridge. Robert Gregory, vice 
president, and Robert Milholland, representa- 
tive, are shown above with the filter. 

Further information: Unifilter Company, 


29845 W. 13 Mile Rd., Farmington, Mich. 


(Please turn to page 124) 
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aera 


You helped us design this General 
Electric Sink Boring Tool by tell- 
ing us exactly what you needed. 


With it you can adapt any cast- 
iron sink for Disposall installation 
in less than 15 minutes—yet it’s 
light, compact and inexpensive. 
Operates on any 14-inch drill. 


One more good reason 
why alert plumbers are 
SELLING and aa 
GE Disposal a 
Dishwashers! 
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— OE OPOAUL’ He 
Becguse of the exclusive 
GE Boring Too/ 
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You, as a plumber, have to be called in to install G-E Dishwashers 
and Disposalls. Why not make a two-way profit—sell them to 
your customers; then install them. When you sell General Electric 
Dishwashers and Disposalls, you can quote an installed price to 
prospective buyers. 


BE SURE 70 TELL YOUR CUSTOMERS... 
That That - 


over 150,000 garbage disposers _ the General Electric Disposal] 


are operating efficiently with actually helps to keep drain 
septic tanks. lines clean. 
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WHY GENERAL ELECTRIC? 


Because those who are already in on 
the ground floor have found out: 


A recent survey shows that 53 out 
* of 100 people prefer G-E appliances 
overall other brands. This means that 1 
out of 2 of your potential customers 
is already pre-sold on G.E. 


And one of the reasons for this 
* great preference is that these ap- 
pliances are backed by the biggest 
newspaper, magazine, and 'T'V adver- 
tising ever put behind an electric-sink 
line. 

G. E. is the leader in the plumbed- 
*in home-appliance field, having 
pioneered for over 20 years in Dish- 
washers and Disposalls. 


4 Both the G-E Disposall and Dish- 
* washer are easy and profitable to 
install—and you benefit from the 
broad G-E service policy. 


tion of Disposall. 











G-E Electric Sink with Automatic Dish- 
washer (model SE-120). New, pre- 
plumbed feature provides easy installa- 


ACT NOw! 
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WHY G-E DISHWASHER ? 


Because it has the extra features which 
make it easier to sell. 


] Women prefer the General Elec- 
* tric Undercounter Dishwasher, 
which glides out at a touch, loads 
easily, offers extra counter space for 
kitchen work, and pre-rinses the dishes. 


2 Special Calrod® heating unit keeps 
* hot water hotter than hands can 
stand—while the powerful spray-rub, 
wash-rinse action washes dirty dishes, 
glasses, silverware . . . even pots and 
pans... really clean. 
Dishes are fan-dried in electrically 
* heated air. 
Large capacity that homemakers 
* want—holds average service for 
eight— including dishes, glasses, silver- 
ware, pots and pans. 
5. Designed to satisfy strictest 
* plumbing codes. 


G-E Automatic Dishwasher (model 
UC-120)—fits under existing 
counter surface—or may be installed 
as free-standing model. (Top extra.) 
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ATICHEN SINKS 


WHY G-E DISPOSALL? 


Because the Disposall was designed 
with the plumber in mind. 


] Safety Twistop control is both sink- 

* stopper and strainer. Disposall 
runs only when Twistop is locked in 
drain opening. Twistop keeps food- 
wastes in and hands out. It’s an im- 
portant G-E safety feature. 


Permanently oil-lubricated Tim- 

* ken bearings give rugged depend- 
ability to this long-life appliance. 
Mean fewer service problems for you. 


3 With your problems in mind, G.E. 
* has designed a new, simple-to- 
operate drain-enlarging tool and has 
made available adapter flanges which 
will adapt any kitchen sink to take the 
Disposall. 
New General Electric written 
* 5-year protection plan makes the 
G-E Disposall easier to sell. 


GENERAL ELECTRIC SINKS—DISHWASHERS —DISPOSALLS 





G-E Disposall (model FA-4). 
The finest food-waste dis- 
poser for your customers... 
quiet, efficient, safe. 


Drop in to see your local General Electric distributor. Ask to see 
the new G-E Sink Boring Tool—and find out about the great 
new G-E Electric Sink line. See how you’ll profit by getting into 


the business now. 


If you’d like details by mail, write General Electric Company, 
Major Appliance Division, Louisville 2, Kentucky. 


GENERAL @@ ELECTRIC 











New Products at the New England OHI Show... continued 








A STREAMLINED fuel oil filter for removing 
microscopic impurities which can clog the oil 
burner pump or nozzle was featured by Com- 
mercial Filters. The filter will operate on as 
little as six in. gravity head or at pressures up 
to 100 psi. It has a streamlined head with 
straight line connections for minimum pipe 
fittings and has smooth passages. Trapped air 
is released by an air vent screw. Tom Rockett, 
representative, and R, P. Nichols, sales engi- 
neer, demonstrated the filter to visitors at the 
show. 

Further information: Commercial Filters 
Corp., Melrose 76, Mass 


INTENSIFYING TUBES for high heating effi- 
ciency were featured in a new boiler for steam 
or hot water by Acme. The boiler, called the 
Dual 8, has intensifier tubes which act as 
baffles and also radiate “captured heat” to the 
heating surfaces of the boiler tubes. Heat in 
chimney gases is utilized and a high tempera- 
ture is maintained throughout the length of 
the boiler tubes. Richard Rusch, Acme engi- 
neer, explains how this feature operates, to 
Albert Gaudet, Gaudet Oil Burner Co., above. 

Further information: Acme Heating Div., 
The United Tool & Die Co., West Hartford, 
Conn. 











AN ALUMINUM HEATING SYSTEM featur- 
ing 4% in. diameter piping was introduced by 
Char-Gale. In addition to the light weight of 
the metal, the reflective qualities of aluminum 
are utilized to gain maximum heating effi- 
ciency. The system is designed to increase the 
diameter of the pipes in small pipe systems 
from 4 to 4% inches. It is packaged com- 
plete with plenum, 10-ft tubes, fittings, con- 
nectors and registers. E. J. Rudden and George 
Sprick, representatives are shown above in 
their booth at the show. 

Further information: Char-Gale Mfg. Co., 
4325 Hiawatha Ave., Minneapolis, Minn, 











DOUBLE PROTECTION: A domestic furnace 
cleaner featured by Empire Chemical has a 
flame proof paper filter bag and a cloth bag 
for double protection against blow-outs and 
releasing soot into the air. The paper bag 
is attached to the unit in such a way that 
when the can is turned over, the contents 
empty into the paper bag, which is disposable. 
The machine, which weighs only 25 Ibs, was 
demonstrated to visitors at the show by Fred 
Sevison and M. A. Travisano, representatives, 
shown above. 

Further information: Empire Chemical 
Products Co., 10 Longworth St., Newark, N. J. 
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AJAX aa 


m0 YOU COME ARE CWEL- 


AJAX 


—. 
avAK furnaces are 


1 Pies just dandy. 
i 
2 AJAX 
‘ ae furnaces are 
] 3: really peachy. 
PEELE ITE 9 


AJAX 
furnaces are 
mighty fine. 

AJAX furnaces can be 
installed to burn 
fi- IN Y 0 ) R coal, wood, or garbage. 
2m 
HF ATI N G see your AJAX dealer 


Jones Heating Co. 


50 
YEARS 


of heating 




















experience 













HENRY JONES 


LET US HELP YOU 


JONES 
HEATING CO. 





































1- 4 SPECIALISTS IN 
[FRANCHISE Al HEIL 
| HEL” hee 


Puts the dealer 





Almost any dealer in heating knows this simple fact: More than that, every last piece of HEIL heating 
No matter what effort the factory makes, the dealer equipment is designed for you. Before a single model 
almost entirely controls what the customer buys. He can was built, thousands of dealers were asked what they 
suggest brands, switch customer preference, or even wanted in heating—then HEIL gave it to them. As an 
stop a sale. It took HEIL to recognize this fact, and to example, you dealers recently told us yourselves that 
do something about it, by putting you, the dealer you Can save an average of $47.85 on each installation 
FIRST, where you belong. of a packaged HEIL unit. 

You can see the difference in HEIL newspaper mats. The HEIL franchise, too, puts you first. You have 
You come first, you get most of the space. You can see more than a scrap of paper... you have a friendly 
it in HEIL dealer sales aids—you get the most complete relationship that takes the headaches out of doing 
package ever offered to help you do the kind of selling business. When you sell HEIL you make more money, 
you know how to do. No question about it, it’s your nore easily, because you get help where you need it 
merchandising program, and probably nobody else in most—on your own doorstep. Write today for facts 
the heating field is as merchandising-minded as HEIL. on the HEIL franchise. You'll be glad you did. 

THe HEIL co. 





MILWAUKEE 1, WISCONSIN HILLSIDE, NEW JERSEY 


SALES OFFICES: Hillside, N. J.; Atlanta, Ga.; being = ary D. C.; Cleveland, Ohio; Chicago, III.; Detroit, 
Mich.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, Calif.; Seattle, Wash. 
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Oil-Fired and Oil-Fired and Oil-Fired and 
Gas-Fired Winter Gas-Fired Oil and Gas Gas-Fired 
Air Conditioners Highboys Conversion Boilers 





Burners 
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Diagram of typicol Char-Gole “Gole-Aire” 
Ceiling Diffuser installation. 
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Proper registers are essential to the 
proper operation of small pipe sys- 
tems. Char-Gale’s complete selection 








A circular outward thrust imparted to 
the air entering the register box, pro- 
duces a partial vacuum in the center 
of the cylinder. Room air is drawn up 
into the box and blended with the 
heated air to provide a gentle, effec- 
tive warming action. 


makes it easy for you to choose 
exactly the right register for every 
situation. 





“GALE-AIRE” CEILING DIFFUSER 


Newest Char-Gale register, the ‘“Gale- 
Aire’’ Ceiling Diffuser is designed to 
provide effective air tempering and dis- 
tribution. The unit includes a cylindrical 
box, fitting ring, foam rubber gasket, 
and register. 














“GALE-AIRE” SIDEWALL REGISTER 
The ‘‘Gale-Aire” Sidewall Register 





“GALE-AIRE” 
BASEBOARD REGISTER 


Including all the features 
of the Sidewall Register, 
the ‘‘Gale-Aire’’ Argle 
Baseboard Register is de- 
signed especially for older homes. It is 
installed through a floor opening, with 
no wall cuts needed. 


distributes air evenly in all direc- 
tions along the wall. Adjustable, it 
permits complete balancing at the 
registers. Complete with register, 
box and a foam rubber gasket. 

















wEMBED 








< wale ag 2 > 
INDOOR COMFORT 


Char-Gale provides everything from plenum to 
register in the ‘‘Gale-Aire’’ System. Also a com- 








“GALE-AIRE” FLOOR DIFFUSER 


Answers the need for an inexpensive meth- 
od of distributing air along outside walls. 
Vanes set at proper angles to achieve a 
fan-shaped diffusion pattern. 





plete line of registers and fittings for your con- 
ventional installations. 


Contact your jobber or 


CHAR-GA 


write us direct 


Je 


MANUFACTURING 
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The right line 





























.e- is the right line 





for you 









































It Pays, both financially and in 
personal satisfaction, to be avie to offer each of your prospects exactly 
the right heating system for his requirements. Waterbury Dealers can do 
just that, because the complete Waterbury line of quality furnaces and 
winter air conditioners provides a unit for every size home and every 
type of fuel. Thus a Waterbury Dealer can be sure of customer satisfac- 
tion and additional customer-referred prospects. In addition, Waterbury 
national advertising means easier sales through consumer acceptance... 
and the clearly-stated Waterbury Policy means exclusive distribution rights 
plus a friendly dealer-distributor-factory relationship. It’s true indeed, that 
the right line for your customers is the right line for you. 


A ad 


GAS CONVERSION 
BURNERS 


FURNACES AND 
AIR CONDITIONERS 





The Waterman-Waterbury Co. 


OVER 46 YEARS OF WARM AIR HEATING 
1141 Jackson Street N.E. Minneapolis 13, Minnesota 








Shopping with D. E. 





(Continued from page 66) 
abrasions and most chemicals used 
in bathrooms. The double-door 
sliding mirror provides about 1,000 
sq in. of mirror space. The cabinet 
is offered in wall-hung and re- 
cessed types. The matching lava- 
tory is equipped with a two-door 
clothes hamper, a wash basin and 
counter. The units are 48 in. wide. 

Manufacturer: Atkins Plastic 
Products Co., 103-12 101st St., 
Ozone Park, N. Y. 


Fiber Pipe Tapering Tool 

A new tapering tool for fiber 
pipe has been introduced by Line 
Material for salvaging field-cut 


ends and “shorts.” The tool fea- 
tures an expanding mandrel which 





firmly grips the inside of the pipe 
to provide a positive bearing sur- 
face. The two high-speed steel 
tool bits are designed to cut angles 
necessary to maintain factory tol- 
erances. The tool weighs 834 lbs. 


Manufacturer: Line Material Co. 
700 W. Michigan St., Milwaukee 1. 


Oi) Furnace 

A new oil furnace has been in- 
troduced by Chrysler Airtemp for 
average size residences with lim- 
ited installation space. Four mod- 
els are available, ranging in Btu 
output from 67,000 to 120,000, with 
the largest only 251% in. wide. Con- 
trols for the lo-boy and hi-boy 





models are enclosed in the spatter- 
green cabinet. The furnace fea- 


tures a corduroy-type heat ex- 





changer and stainless steel in the 
combustion chamber. 


Manufacturer: Airtemp Div., 
Chrysler Corp., 1600 Webster Ave., 


Dayton 1. 


Conditioning Control 


A new low voltage thermostat 


and transformer have been devel- 
oped by Mercoid to provide tem- 





perature control of window and 


console air conditioners. The ther- 
mostat has an operating differential 


of 14F, plus or minus, and is avail- 
able in ranges of 55 to 85F and 65 


to 95F. 
Manufacturer: The Mercoid 


Corp., 4209 Belmont, Chicago 41. 


Baseboard Enclosure 
A baseboard enclosure for com- 
mercial and industrial steam or hot 





water heating has been introduced 
by Vulcan. The single-piece steel 





enclosure (KS) is mounted on a 
full metal backing. Radiator ele- 
ments are hung from the backing, 
Outline louvers are in the front 
skirt to provide even heat dis- 
tribution. The enclosures are fur- 
nished in 3 in. increments up to 8 ft 
in a single piece. Accessories such 
as joining pieces, corners and end 
enclosures also are available. 

Manufacturer: Vulcan Radiator 
Co., 16 Francis Ave., Hartford, 
Conn. 


Expansion Tank Drainer 

A new draining device for expan- 
sion tanks has been designed by Sid 
Harvey, Inc., to speed up the drain- 
ing of water-logged tanks on hot 





* "AIR CUSHION 
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water systems. The drain consists 
of a brass casting with a %-in. male 
pipe thread on one end and a 4-in. 
female thread on the end where the 
drain cock is attached. A length of 
copper tubing extends from an air 
inlet in the drainer toward the top 
of the expansion tank, Opening the 
(Please turn to top of page 133) 





Deep Well Water System Is Easily a 


A new deep well water system 
introduced by Jacuzzi Bros. has all 
moving parts, including an electric 
motor, above ground to permit 
quick and simple servicing or in- 
spection. The jet-type centrifugal 
pump is capable of pumping from 
wells 300 ft deep, using only a 
nozzle attachment connected to a 
pair of pipes in the well. A small 
amount of water under high pres- 
sure is shot through the nozzle to 
create a suction and draw water 
up to the surface pump. Twin check 
valves located above ground per- 
mit the water system to be self- 
priming even on low capacity wells 
or in the event of changing water 
level or power failure. Well pipes 
drain free as soon as pumping stops, 
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so that frost-proofing of the pipes 

is not required in cold climates. 
Manufacturer: Jacuzzi Bros., 

Inc., 5327 Jacuzzi Ave., Richmond, 


Calif. 
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clothes come clean 
at home 
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“Cleaner!” Whiter!” “Quicker!” Those sprightly 


soap jingles would be meaningless, without the 
help of the modern washing machine! 


The greatest compliment a housewife pays 







see her washing machine is that she takes it for 
5 a w , granted, She pushes a button... it operates 

Zo automatically. On many of America’s best known 
_ Seams \ washers and driers that button starts an Emerson- 


Electric motor. 





















A background of 63 years of motor manu- 
facturing experience stands behind Emerson- 
Electric motor design and production, offering 
the right motor for every job, in ratings from 


1/20 to 5 h.p., or hermetic motors 4% to 20 h.p. 


Consider the advantages of Emerson-Electric 





v= we 








motors when planning your long-range pro- 
gram for top-flight leadership ratings on your 


equipment. 


THE EMERSON ELECTRIC MFG. CO. 


St. Lovis 21, Mo. 











JET PUMP 
MOTORS 


Build dependability into your Jet Pump by 
specifying Emerson-Electric Jet Pump Motors (44 
to 1 H.P.). Standard pump equipment motors 
are made in ratings % to 1 H.P. single-phase, 
capacitor-start, induction run; and 1!/, H.P. 
single-phase, repulsion-start induction run; and 


polyphase motors in 1 to 5 H.P. For complete 


information write for Bulletin No. 423. 


THN esa 


MOTORS. FANS APPLIANCES 





















Whether it’s a new or old home 


DOMESTIC ENGINEERING 


You'll profit more by selling Moduflow — the system with an 
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ELECTRONIC OUTDOOR THERMOSTAT 
TnAT BEATS THE WEATHER 


Profit-minded heating dealers are capitalizing on the fine sales 
opportunity of Honeywell Electronic Moduflow. It com- 
bines exclusive product features that make sales easier with a 
most attractive profit margin ! 

It’s easy to interest prospects quickly in Moduflow because 
it operates differently from other systems and performs far 
more efficiently! Moduflow uses two electronic thermostats— 
one outside and one inside the house. They deep the indoor 
temperature tuned to outdoor temperature changes and 
create a wonderful new kind of comfort for the home- 
owner. 

Electronic Moduflow is easy to install. The new, simplified 
Moduflow system is easy to wire and calibrate. Any man 
who can install an ordinary thermostat can install Moduflow 
without special training or equipment. 

Electronic Moduflow is easy to service. That’s because it’s 
electronic, and has no moving parts. 

Electronic Moduflow is ideal for new or old homes — with ad- 
equate central heating. Thus there’s no limit to prospects 
for Moduflow! This means there’s a big Moduflow profit 


opportunity available every time you or yourmen make a call! 

Now is the time to get started on Electronic Moduflow ! You'll 
benefit from the advertising currently appearing in national 
magazines which is designed to create and pre-sell prospects 
for you. You can also get literature and other material to 
make your selling job easier. 

Add it all together—and you'll agree Electronic Moduflow 
is one of the most outstanding profit opportunities you've 
had in years! 





“90% of my customers now ask 
for Electronic Moduflow”’ 


says heating dealer Claude Klingaman, of Gary, Indiana 


“My customers don’t build expensive homes, yet I find it's 
easy to sell them Moduflow once | explain its wonderful ad- 
vantages. That's why I concentrate my sales efforts on Modu- 
flow every chance I get.” 
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Here’s how Electronic Moduflow works. The sketch 
gbove shows how Moduflow’s three main electronic units 


Electronic Weathercaster, outside, 
automatically raises or lowers con- 
trol point of indoor thermostat, 
when outdoor temperature changes. 


Moduflow provides 
better comfort by varying 
indoor temperatures 











COMFORT DISCOMFORT 


Why people need varying temperatures 


Tests show if indoor temperature is merely held constant when 
outdoor temperature falls, a person inside fee/s uncomfortable. 
This happens because as walls become colder, they ‘‘draw”’ 
heat from the body. 


Honeywell 
H Pie Modul 


Electronic Clock Thermostat, in- 
side, measures indoor requirements 
and sets percentage of burner ‘‘on”’ 
time needed to hold control point. 


: \iieeos 


yl 





work together to vary indoor temperatures automatically ac- 
cording to outdoor temperature changes. 


Electronic Relay Amplifier receives 
these signals and then cycles the 
burner according to the percentage 
rate set by the indoor thermostat 


“Cold wall” problem solved by Moduflow 


With temperatures at 50° (top sketch), occupants feel com- 
fortable when indoor temperature is 71°. But if it drops to 12° 
(sketch above); heat loss increases, so higher indoor temperature 
is needed to compensate for colder walls. Moduflow does this 
automatically by raising control point of indoor thermostat. 


MINNEAPOLIS-HONEY WELL REGULATOR CO. 
Dept. DE-8-169, Minneapolis 8, Minnesota 


Gentlemen: Please have your representative show me your “Dealer 
Profit” program for Electronic Moduflow. 
Name 


Address 
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Where ‘‘built-in’’ strength and endurance are required, Wheatland wins on 
performance. It takes more than know-how to maintain that reputation. It 
takes a constant search for improvements in processing. For your assurance 
of newest methods, select the pipe its makers are proud to stamp with the 
year of its manufacture. 


“PIPE WITH THE YEARMARK”’ 


WHEATLAND TUBE CO 


BANKERS SECURITIES BUILDING, PHILADELPHIA 7, PA. 
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(Continued from page 128) 


drain cock and then the air inlet in- 
troduces air into the tank above 
water level, preventing a vacuum 
from forming. Water then passes 
out through the drain cock rapidly. 

Manufacturer: Sid Harvey, Inc., 
104 E. Mineola Ave., Valley Stream, 
i 1, Ne Ye 


Lavatory and Tank Supply 

A new chrome-plated flexible 
lavatory and tank supply for orig- 
inal roughing-in work slips over 
3%, or 1% in. copper tubing and is 
sweated on. The sweat-on con- 


nection has a ¥% in. flexible tube 
riser. Rubber bevelled gaskets and 
brass friction rings provide a tight 
connection to either a lavatory 
fixture or a water closet valve. 
The water closet tank supply is 5%4 
by 8 in. and the lavatory supply 
is 5% by 11 in. The flange has 
a deep design to conceal any dis- 
coloring which may occur during 
soldering. 

Manufacturer: G & H Mfg. Co., 
3047-49 Amber St., Philadelphia 34. 


Furnace Humidifier 

A new humidifier for warm air 
heating systems has been an- 
nounced for limited installation 


spaces. The humidifier is designed 
to be mounted on furnace casings. 
Only the working surfaces of the 
humidifying plates extend into the 
warm air stream, permitting in- 
stallation where there is as little as 
3 in. between furnace and casing. 
The unit has a combination float 
chamber and plate pan. 

Manufacturer: Skuttle Mfg. Co., 
4099 Beaufait Ave., Detroit 7. 


Air Circulator 

A new automatic air circulator 
for year-around use has been in- 
troduced by Wilster. The ceiling- 


hung circulator is controlled by a 
thermostat for temperature ranges 





Dunham Announces Hot Water Baseboard 


A new baseboard convector for 
residential forced-circulation hot 
water and two-pipe steam heating 
systems has been introduced by 


Dunham. Double air inlets and out- 
lets have been recessed for a con- 
cealed appearance. The top outlet 


is designed to convect heated air 
without smudging walls. The heat- 
ing element is a 1-in. tube of steel 
or copper expanded into steel or 
aluminum fins. The element is sup- 
ported by a bracket nailed to stud- 
ding. Chain-operated dampers that 
can be installed for heat regulation 
are equipped with baffles to prevent 
an air flow from nearby openings. 
The front cover can be snapped on 
or off for easy installation and ac- 
cess, and a hinged access door is 
provided for the valve area. Ter- 
minal accessories are available. 
Manufacturer: C. A. Dunham 
Co., 400 W. Madison St., Chicago 6. 
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of from 55 to 85F. The circulator 
also can be used as a diffuser for 
warm air heating systems where 
heated air is induced near the ceil- 
ing level. It can also be placed in 
the front of a heating outlet. The 
unit is available in models with air 
displacements of 800 or 1,710 cfm. 

Manufacturer: Wilster, Inc., 1325 
E. 152nd St., East Cleveland 12, 
Ohio. 


Console Air Conditioner 

A new packaged console air con- 
ditioning unit has been introduced 
by American-Standard for com- 
mercial installations. The unit is 


available in two and three hp mod- 
els with Btu cooling capacities of 
24,000 and 36,000. The conditioner 
requires only 22 by 25 in. of floor 
space. It can be installed in a re- 
mote place and connected to the 
conditioned area by ductwork. 
Heating can be provided by adding 
a coil for steam or hot water. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., 
P. O. Box 1226, Pittsburgh 30. 


Well Casing Seal 
A new well casing seal has been 
developed for water system instal- 


lations using plastic pipe. The seal 

has been designed for use with all 

makes of pipe and to speed in- 
(Please turn to top of page 138) 
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Why CHASE copper drainage 


systems are @9S/EF to install: 








20-foot lengths mean that fewer joints are 
needed. 


7 h 


* mi 
: 
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Entire system lightweight, easier to handle 
and to assemble. 


Chase Solder-Joint Fittings are easily, 
rapidly made. 





Chase Copper Water Tube—with Chase weight system—so easy to install, yet 

Solder-Joint Fittings—make an ideal rugged enough throughout to take plenty 

waste, vent or soil line system...a quick- _ of hard knocks. 

ly installed, more economical system Your Chase wholesaler will be glad 

that does a better job, lasts longer. to give you full information on this more 
A Chase drainage system is a light- efficient type of drainage system. 


ees a 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
The Nation’s Headquarters for Brass & Copper 


Albanyt Atlanta Baltimore Boston Chicago Cincinnati Cleveland Dallas Denvert Detroit Houston Indianapolis Kansas City, Mo. Los Angeles Milwaukes 
Minneapolis Newark New Orleans New York Philadelphia Pittsburgh Providence Rochestert St. Louis San Francisco Seattle Waterbury (tsales office only) 
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For complete information . 
see (or write) your nearest 


EVIS REGIONAL DISTRIBUTOR 


WHITTIER (Calif.) 
KEN-EVIS COMPANY 


11146 E. Whittier, OX 9-2211 
is NOT a SAN BERNARDINO (Calif.) 

KNUPPE & WRIGHT 
Softener 220 E. 46th St., SB 8-7838 
SERENE eg SAN FRANCISCO 


Ev~79 





NORTH-EVIS AGENCY 

74 Dorman Ave., MI 7-3822 
RENO 

WATER CONDITIONED SALES CORP. 

Western Amer. Life Bldg., 2-5639 


SEATTLE 
EVIS-NORTHWEST 
2437 E. Marginal Way, EL-6116 

CHICAGO 

EVIS-GREAT LAKES COMPANY 

203 N. Wabash Ave., ST 2-5948 














OMAHA 

EVIS-MIDWEST, INC. 

1504 Dodge St., JA-7044 
DALLAS 

EVIS-SOUTHWEST CO. 

6837 Chevy Chase, EM-0137 


ATLANTA 
EVIS-SOUTHEAST CO. 
735 Spring St., N.W., VE-0241 

PHILADELPHIA 
EVIS-MIDEAST CO. 

4. E. Richmond St., NE 4-0855 

ALBANY (New York) 
EVIS-NORTHEAST CO. 

37 Rapple Dr., UN 9-7921 

EXCLUSIVE MARINE DIST. 
MORAN-EVIS CO., SAN FRANCISCO 

420 Market St., DO 2-4565 






in the art of 
water correction 
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REMOVES AIR +" 
... KEEPS IT OUT! |i 







i$ & G AIRTROL 
SYSTEM 








- + ends continual venting 
of air-bound heating units 





Really sensational—tested and proved successful in thou- 
sands of installations! The B & G Airtrol System posi- 
tively eliminates air accumulation in forced hot water 
heating systems—an annoying problem never before satis- 
factorily solved. 

The B & G Airtrol System consists of two parts—the 
Boiler Fitting and the Tank Fitting. Their combined func- 
tion is to trap air in the compression tank and prevent iss 
return to the boiler, piping and heat distributing units. 

Airtrol units can be installed on any cast iron or steel 
hot water heating boiler—an amazingly simple and effec- 
tive remedy for air-binding. 






AiR TROUBLE enoeo! 


Qe 





BOILER 




















BELL & GOSSETT 


c Oo M P AN Y 


Dept. DB-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong Lid., 1400 O'Connor Drive, Toronto 


The complete story of the B & G Airtrol System, 
with installation and operating instructions is 
given in this folder. Send for your copy today. 
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Give them a oléhwasher thats really WOLK- free! 
‘Ge them 2 aeshwasher that- WASHES S ways cleaner! 


we WATCH THE PROFITS 





The day is here for dishwasher sales! We 
all know women waited ... when it came 
to buying a dishwasher .. . until they could 
find the one that would be really work-free, 
that would really wash clean! 


ROTO-TRAY HAS THE ANSWERS 


This is the dishwasher you can demonstrate, 
that will prove, before your customer’s eyes, 
that it does the very things she’s been look- 
ing for. 

It’s the exclusive Roto-Tray... that 
turns to bring top-tray dishes through the 


Free-standing 
Model DW24 


# 


vigorous streams of water, washing every 
dish 3 ways cleaner than by hand. It’s 
work-free too .. . the pre-rinse does most of 
the preparatory work, then the washing 
cycle, then three rinses that leave the dishes 
sparkling and clean the tub itself. Easiest 
loading as the Roto-Tray turns like a Lazy 
Susan. 

Be ready for 
the growing de- 
mand for Amer- 
ican Kitchens 
Roto-Tray Dish- 
washer now! 


American Kitchens Division, Dept. DE-8 
AVCO Manufacturing Corp., Connersville, Indiana 


I am interested in an American Kitchens franchise 
if one is available in my area. Please have my 
nearest distributor contact me. 


Name_ 


Address 
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(Continued from page 133) 
stallation. Any combination of seal 
and elbows from 4 to 6 in., with in- 
terchangeable elbows from % to 1% 
in., may be selected. This allows 
any seal and elbow combination 
from 4 by 1 by % in. up to 6 by 1%4 
by 1% in. It is equally useable for 
single pipe and submersible pumps. 

Manufacturer: C, N, R. Water 
Products, Adapto-Seal Div., 205 
W. Wacker Dr., Chicago 6. 


Gas Boiler 
Bastian-Morley has introduced a 


new gas-fired boiler in three series 
and 43 sizes for steam or hot water 





domestic heating. Capacities avail- 
able range from 50,000 to 2,380,000 
Btu input. The “water-leg” con- 
struction of the two smaller series 
is designed to make installation on 
combustible floors possible. 

Manufacturer: Bastian - Morley 
Co., Inc., 208 Truesdale Ave., La 
Porte, Ind. 


Marker for Pipe Joint Cuts 

A new guide-line marker de- 
signed to reduce the time spent 
laying out pipe joint cuts has been 





introduced by Contour Marker. 
The tool provides a jointed arm 
with a soapstone point for marking 
the cut. The marker is available 
for pipe ranging from 1% to 18 in. 
diameter and in a larger size for 
pipe of 16 to 48 in. diameter. 
Manufacturer: Contour Mark- 


er Corp., Compton, Calif. 


L-P Gas Hand Torch 

A new lightweight L-P torch de- 
signed for close-quarter medium- 
duty use has been introduced by 
Ransome. The flame will ignite 


without pumping or priming. The 
torch weighs 1% Ibs and can oper- 
ate 6 hours on one gal of L-P gas 
at 10 psi. The unit is 14% in. long. 

Manufacturer: Ransome Co., 


4030 Hollis St., Emeryville, Calif. 


Water Cooling Tower 

A new mechanical draft water 
cooling tower has been introduced 
by Marlo Coil in six models of from 
2 to 16 ton capacities. The ratings 
are based on cooling 3 gpm per ton 
through a 10F range from 95F to 
85F. The unit is adaptable to in- 


door or outdoor installation and 





features a one-section design to 
permit quick disassembly if re- 
quired. The tower is provided with 
a single air intake. 

Manufacturer: Marlo Coil Co., 
6135 Manchester Ave., St. Louis 10. 


Baseboard Radiator 
A new baseboard radiator has 


been designed by Waterfilm Boil- 
ers to provide equal amounts of 





radiated and convected heat in 
residential hot water heating sys- 
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tems. The baseboard is equipped 
with three large hot water ducts 
along the length of the front panel. 
The waterways contain 1.1 qts. of 
water per linear foot. The system 
(Koven Trimrad) is available in 
either standard or recessed types. 

Manufacturer: Waterfilm Boil- 
ers, Inc., 36-40 New York Ave., 
Jersey City 7, N. J. 


Burner Combustion Head 

A new generating combustion 
head for gun-type oil burners has 
been designed to provide maximum 
efficiency and minimize corrosion 
and carbonization. Preheated air 





hits the oil spray only a few sec- 
onds after lighting the unit, caus- 
ing the oil to gasify and resulting 
in a flame temperature of 1,800 to 
1,900F. The flame burns 4 in. from 
the nozzle to reduce corrosion or 
carbonization. Electrodes ignite 
the flame automatically, but in case 
of transformer or electrode failure 
ignition may be done by hand. 

Manufacturer: Oilgas Generat- 
ing Burner, Inc., 410 S. Jefferson 
St., New Castle, Pa. 


Cabinet Sink 

A new cabinet sink in 42, 54 and 
66 in. widths has been introduced 
by Kelvinator. The sink top is 





finished in porcelain enamel with a 
4 in. backsplash and a 3 in. utility 
ledge with two soap recesses. Utility 
and cutlery drawers fit under each 
drainboard. The left-hand cup- 
board is equipped with a slide-out 
maple cutting board and sliding 
wire shelf. A door-mounted basket 
is provided on the center shelf and 
two storage drawers are offered 
in the right-hand compartment. All 
(Please turn to top of page 145) 
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Take this tip from 


plumbing contractors 


who know 


fheir business! 





Briggs Beautyware se//s! This glamorous plumbing 
ware sells itself—sells new homes that feature it— 
and sells the reputations of the men who specify 
and install it! 


That's why so many alert plumbing contractors are 
displaying complete sets of Briggs Beautyware 
bathroom fixtures in their business places. They 
know that Briggs Beautyware sells on sight because 
of its distinctive modern styling—its graceful, eye- 


BRIGGS MANUFACTURING COMPANY - 3001 MILLER 


BRIGGS 


Peailyware 


pleasing contours—its handsome pastel colors. 


Most important of all, when folks buy Briggs 
fixtures or Briggs-equipped homes, they know 
they're getting something special. More and more, 
they're asking for Briggs Beautyware by name. 
There's a sales-making place for Briggs Beautyware 
in the plans of every architect, builder and plumb- 
ing contractor in the home field. It will pay you to 
specify and instal] Briggs Beautyware in every home! 


AVENUE - DETROIT 11, MICHIGAN 
©1953 
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with more and more homeowners 
turning to YEAR ’ROUND CONDITIONING... 
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Authoritative forecasts indicate home air conditioning will grow to a 5-billion-dollar business by 1958! 


You can double your profit with 


Take your choice! 


First—in Bryant’s ‘‘Command-Aire”’ Twins you can sell, at one 
time, both heating and cooling . . . realizing an immediate double 
or even greater profit. And, the surprisingly low unit price promises 
large volume sales—a plus factor for even greater profits. Or... 

Second — you can sell heating first —air conditioning later! With 
the ‘““Command-Aire”’ Twins, you have the opportunity to sell the 
furnace first (either gas or oil) and then arrange ‘to add the air- 
conditioning twin at the convenience of the buyer. No matter how 
you figure it you’re in the ideal position to conclude a highly 
profitable double sale. 


And Bryant helps you sell! To strongly supplement Bryant’s 
extensive national advertising program, Bryant heating and 
air-conditioning literature will be sent to over 80,000 families 
definitely known to be building new homes within the next 12 
months. Names of these families, in your area, will be supplied 
to you—another reason to investigate this handsome 2-way 
profit opportunity, today. 

Contact your Bryant distributor for complete information, 
or write: Bryant Heater Division, Affiliated Gas Equipment, 
Inc., 17825 St. Clair Avenue, Cleveland 10, Ohio. 


bryant 


Bryant’s famous ’ 
““Command-Aire” Twins 
year ’round air-conditioning team, 
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THE MOST COMPLETE LINE 
OF HOME CONDITIONING 


EQUIPMENT IN THE 
INDUSTRY 








4 BOILERS... 


5 WATER HEATERS. 
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According to Law 


ACCORDING TO A RECENT higher court when a 
sub-contractor submits a bid to perform work, a 
valid contract is made the instant the bid is ac- 
cepted. Moreover, the sub-contractor who refuses 
to perform his contract is liable for full damages to 
either a property owner or general contractor. 
The amount of allowable damages equals the 
difference between the sub-contractor’s contract 
and the amount the owner or general contractor 
paid another sub-contractor to perform the con- 
tract, plus all incidental costs. 

For example, it was shown that a plumbing 
contractor took a contract from a general con- 
tractor to perform specified work for $505.00. 

The sub-contractor refused to do the job and 
notified the general contractor that due to in- 
creased costs, etc. his price for the job must be 
raised from $505 to $868. 

In subsequent litigation the higher court held 
the sub-contractor liable to the general contractor 
for damages, saying: 

“Where a contractor refuses to perform his 
contract, damages may be recovered for the dif- 
ference between the contractor’s bid and the 
actual cost to the owner (general contractor) of 
having the work performed by others. Likewise, 
interest on money borrowed to finance a con- 
struction project, accruing while the work is held 
up by a delay occasioned by the refusal of the 
contractor to perform, is a proper element of 
damage.” 

Citation: Westland Co., Inc. v. Berg, Inc., 215 
Pac. (2d) 683. 


Contractor Is Liable for Negligence 

IF A PLUMBING CONTRACTOR'S EMPLOYEE negli- 
gently does work which causes damage to private 
property, who is liable? 

The answer is: The plumbing contractor is 
liable. : 

For example, in a recent case, the testimony 
showed facts as follows: A plumbing contractor 
was employed to make a connection between a gas 
line and a gas water heater in the basement of a 
house. The contractor’s employee wired open the 
automatic shutoff valve on the heater to secure 
the desired flow of gas, thereby destroying its 
effectiveness as a safety device, without advising 
the property owner of what had been done. Later 
the gas fire under the water heater went out and 
the property owner was injured by an explosion 
in attempting to relight the fire. 

The higher court awarded damages to the prop- 
erty owner and held that the plumbing contrac- 
tor’s employee in wiring open the valve was the 
proximate cause of the explosion, particularly 


(Please turn to top of page 180) 
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THE PEERLESS FULL LINE DEALER IS OUT IN FRONT 


THE COMPLETE 
PEERLESS LINE 
SATISFIES ALL 
YOUR CUSTOMER 
NEEDS FOR FARM, 
HOME & BUSINESS 





PACKAGE PUMP—for shallow 
wells. Easy to install, operate 
and maintain. 


IN SALES—HE SELLS A complete PUMP LINER. - 








DEEP AND SHALLOW WELL 
JET SYSTEMS for wells up to 
120 feet deep. Capacities to 
7500 gph. 


RECIPROCATING PUMPS — 
‘True economy for deep wells 
to 1000 feet. Capacities to 
1900 gph. 








GENERAL PURPOSE PUMPS— 
One of the broadest lines. 
End-suction type. 4 to 20 hp. 
Capacities to 2000 gpm. 











SELF PRIMING PUMPS — AGC 
approved. Capacities from 
4000 to 30,000 gph. 1 
skid mounts. 








SUPER 400 JET SYSTEM— 
Never before such high qual- 
ity and performance at such 
a low price. For shallow wells. 








CELLAR DRAINERS—Non- 
clogging, high capacity, fully 
automatic. Capacities up to 
2600 gph. 












Jn 





NO MISSED SALES 
WHEN YOU SELL THE 
COMPLETE LINE 






















You can’t afford to turn down the 
prospect you’ve developed with 
an inadequate line of pumps and 
water systems. He’s cost you too 
much to develop to say, “I’m 
sorry, I don’t have that model.” 
No more sales will be missed if 
you sell the complete Peerless line 
of water systems and pumps. 
There’s a pump for every purpose 
and all sizes of every pump in the 
complete Peerless quality line for 
farm, home and commercial busi- 
nesses. Widen your sales poten- 
tial! Increase your profits! Sell the 
Peerless line to your market! No 
new name to pioneer when you 
sell Peerless. Peerless means qual- 
ity to all pump buyers. Write for 
information today on how, when 
you handle the complete Peerless 
line, you will make competition 
in your field and not just meet it. 
Do it today. 






FOOD MACHINERY AND 
CHEMICAL CORPORATION 
301 West Avenue 26 

Los Angeles 31, California 




















TABLE TOPS 
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THE USUAL TIME 
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M. M. HEDGES MANUFACTURING CO., INC., Chattanooga, Tennessee 
WATER HEATER SPECIALISTS 
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It will pay you to go COpper all the way! 


4 
ae 


easier to instali—Streamline Copper Tube and Fittings 
for soil, waste and vent lines are lighter and easier to 
handle. Sections of an all-copper system can be prefabri- 
cated at the shop for delivery to the job ready for instal- 
lation. On the job, copper joints can be made where it is 
impossible to swing a wrench .. .and caulking is elimi- 
nated. An all copper system will test leak proof on the 
first try and there’s no time lost repairing joints. 


makes an efficient, lasting system — Streamline 
Copper Drainage Tube and Fittings make a tight, com- 
pletely sanitary system with clean, unobstructed joints 
that withstand jars and vibrations. It resists the destruc- 
tive effects of corrosive acids... is clog-resistant... and 


ES ——_ RARER ats ERR ee 
\ ee | 


will not rust. Ordinarily, Streamline Copper Tube and 
Solder Type Fittings will outlast the building in which 
they’re installed and never need repairs. 


costs less in the long run—Cost-minded customers can 
easily be shown how Streamline all-copper plumbing will 
actually save them money in the long run through lower 
installation costs and trouble free service. And you can be 
sure you are installing an attractive, space- 

saving system that will give them real 

satisfaction. They'll tell their friends and 

help sell more jobs for you. 


Write today for our latest catalog of Stream- 
line Plumbing and Heating Products. 


EES] MUELLER BRASS CO. os: wuson «, meme 
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(Continued from page 138) 


models are designed with contour 
fronts and recessed toe and knee 
room. The smaller model is offered 
with either a right or left-hand 
drainboard. 
Manufacturer: 
Nash-Kelvinator Corp., 
Plymouth Rd., Detroit 32. 


Kelvinator Div., 
14259 


Oil Burner 

A new vertical flame oil burner 
has been announced by Sun-Ray 
for efficient firing of round boilers 
and furnaces. 





A special combustion head acts as 
a dual carburetor to provide effi- 
cient and clean burning. The unit 
is available in two models with 
ratings of .70 to 2, and 2 to 3 gph for 
maximum furnace capacities of 
224,000 or 336,000 Btu. 

Manufacturer: Sun-Ray Burner 
Mfg. Corp., 139-24 Queens Blvd., 
Jamaica 2, N. Y. 


Water and Space Heater 

A new combination water and 
space heater has been introduced 
by John Wood for use in medium- 





sized unheated kitchens, small of- 
fices, milk houses or damp base- 
ments. The gas unit uses heated 
air from around the inner hot wa- 
ter storage tank to provide room 
space heating. A blower expels 
heated air at the rate of 50 cfm. 
The 30-gal. water heater has a re- 
covery rate of 20.16 gph. 
Manufacturer: John Wood Co., 
Heater and Tank Div., 100 Wash- 
ington St., Conshohocken, Pa. 


Warm Air Baseboard 

A new baseboard panel for warm 
air heating systems has been de- 
signed to provide an even distribu- 
tion of air over a 24-ft length of 





baseboard using only one inlet. 
Curved deflectors diffuse warmed 
air 12 ft to either side. The inlet 
section has a cut-away bottom to 
permit insertion of a standard 2% 
by 14 in. register boot. Both the in- 
let and regular sections are avail- 
able in 4 ft lengths. 

Manufacturer: S. R. Roberts Co., 
Box 1, Marshall, Mich. 


Eiectric Water Closet 

A new electric water closet using 
as little as % gal. of water to flush 
under low pressure has been intro- 
duced by McPherson. The closet 





features a cartridge grinder de- 
signed to liquify waste with only a 
two-second operation of the motor. 
The action permits use of a 11% in. 
drain and reduces loads carried by 
sewerage lines. The cartridge con- 
tains the entire flushing mechanism 
and is replaceable as a unit. 
Manufacturer: McPherson, Inc., 
7450 N. Milwaukee, Chicago 31. 


Liquid Solder 

A new liquid solder for repairing 
cracks and leaks in boilers and 
piping has been introduced by 
Atomized Materials. The metallic 
filler (KwikMetal) requires no heat 
and is resistant to moisture, gaso- 
line, oil, mineral spirits and tem- 
peratures up to 400F. The com- 
pound also resists cracking and 
shrinking after drying. The semi- 
liquid is composed of vinyl resin 
and atomized aluminum. The 
soldering material may be applied 
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with a putty knife or spatula. 
After treatment with a solvent, the 
solder can be brushed, sprayed, 
sanded or sawed. 

Manufacturer: Atomized Mate- 
rials Co., Arrott Bldg., Pittsburgh. 


Heating System Controller 

A new indoor-outdoor heating 
system controller features flexible 
copper tubing to simplify installa- 
tion of the system thermostat. A 
six-foot length of tubing is wound 
around a section of pipe carrying 
hot water. As the outdoor tem- 





+. : t 3 
perature gets colder, the outdoor 
thermostat activates the burner. 
As the burner warms the water or 
air of the heating system, liquid in 
the tubing activates a bellows to 
turn off the burner if called for. The 
lower the outside temperature, the 
hotter the water in the piping must 
become in order to shut off the 
burner. 

Manufacturer: Automatic De- 
vices Co., Inc., 714 Hillgrove Ave., 
Western Springs, IIl. 





Evaporative Cooler 

Two additions to the Thermador 
line of evaporative coolers feature 
simplicity of installation and op- 
eration. To install, the ,air outlet is 
rested on the window sill and 
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brackets at the bottom of the unit 
are adjusted for leveling. The op- 
erating switch is at the center front 
of the unit. Air is discharged from 
louvers at the top of the cooler, dif- 
(Please turn to top of page 150) 
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CHROME 


ALL NEW 


ALL PURPOSE 


THIS LEG AND 

TOWEL BAR — 

TAKES CARE OF 

EVERY INSTALLATION ) ri R7 1 o- 


TOWEL BAR ADJUSTS TO ANY HEIGHT 


Here’s the answer to a lot of requests ...an all purpose 
leg and towel bar... MADE OF BRASS — to sell in the 
popular price range. Easy to instalf — full 3” adjustment. 
S-D All-Purpose legs gnd towel bars are the most beauti- 
ful accessory you can install in a lavatory... dresses up 
the bathroom — gives the lavatory a “finished” look that 
appeals to your customers. Use the $-D Legs and Towel 
Bars on every job...it’s simple—it’s fast...it’s profitable! 


oP “g ALL THE OTHER 
© POPULAR S$-D LEGS 
AND TOWEL BARS ARE 
AGAIN AVAILABLE IN 
BRASS 


os eae FAMIMEX suPrES« 408 & Town eas 
a ~ REPRESENTED BY ccoe ote ome Tee 


P C. Abbott G Co. R. H. Gaebler Co. L. J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson C wi dC 
Richmond 19, Va. St. Louis 8. Mo. Cleveland 15, Ohio —~Philadetphia 30, Pa Denver, Colo, * Fort Worth, Texas 


H Baron A 5S. Gibbons Co. *Sam Hexter *Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 
New York. New York Dayton 6. Ohio Beverly Hills, Cal. Chicago, Iinois Toronto, Canada Kew Gardens Hills, N. ¥ 
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Let's. Say 


4 section 


GAS FIRED 
BOILER 


heals 6 torn lie) 


@ Efficient combination of boiler and burner 





design gives architects, contractors, and home 
owners, new compact size and economy for hot 








water heating systems. Adds value to every 
home... easily installed in new or modernized 
buildings. Clean, silent automatic heat. No fuel 





storage problems, easily installed in one or two 
floor houses, apartments, stores, gas stations, 
motels. Write for catalog. 


DUNKIRK RADIATOR CORPORATION) 
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"HERMAN NELSON 
(Sas foe 
UNIT HEATERS 


















HE latest addition to the famous line of Herman Nelson unit heaters is the GAS FIRED 
ED model. The new heater is engineered to precision standards and designed for beauty 
and utility . . . finished in a smart gréy-green baked enamel. 

The new heater is operated equally well on all types of natural, manufactured or liquified 
{ petroleum gases ... and it is available in seven sizes with heat input ranging from 
25,000 to 200,000 B. T. U.’s per hour. 

Another important feature of the new Herman Nelson Gas Fired Unit Heater is its economi- 
cal installation. No expensive piping or boiler equipment is needed and for this reason it 


y can be moved from place to place and will fit in small spaces. 
Write for complete information to HERMAN NeLtson HEATING AND VENTILATING, PRODUCTS, 


Dept. DE-8 AMERICAN AiR FILTER Company, INc., LouisviLLe 8, KENTUCKY 


HORIZONTAL AND VERTICAL UNIT HEATERS 








rner With the addition of the new Gas Fired Heaters . . . the already 
me famous Herman Nelson line offers industry a complete range of 
nics models. Our Vertical and Horizontal Units, for operation with either 
ot steam or hot water, are available in a wide variety of sizes. These 
yery heaters are providing an economical solution to heating problems 
d in thousands of industrial, commercial and institu- 
ae tional buildings where steam or hot water facilities 
fuel are already available. They provide instant heat .. . 
where and when it is needed and without waste! 
"wo 
ns, 
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COMPANY, INC. 


215 Central Avenue, Louisville 8, Kentucky 
American Air Filter of C da, ltd., Montreal, P. Q. 
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(Continued from page 145) 
fusing air currents throughout the 
living area. Models are offered in 
1,800 and 2,500 cfm capacities. The 
cooler has a built-in-pump, a float 
valve and a window duct. 

Manufacturer: Thermador Elec- 
trical Mfg. Co., 5119 District Blvd., 
Los Angeles 22. 


Power Stud Driver 

A new power driver for setting 
studs in concrete or steel features 
an integral spall shield as a pro- 
tective device. A section of the 





shield can be lifted and turned out 
of the way for jobs where space is 
limited. The tool also features a 
spring-loaded safety arm and cen- 
ter-fired cartridges to minimize 
accidental discharges. Interchange- 
able barrels permit driving of 
either % or % in. studs with the 
same unit. Studs are available in 
solid head, or internal or external 
thread types. 


Broken Thread Extractor 


A new extracting device has 
been developed by Roddick Tool 
to remove broken threaded parts 





without wedging them into the 
working material. The extractor is 
designed to form teeth inside the 
hole until its shoulder reaches the 
broken part. The extractor is 
available in 20 sizes down to \%2 in. 

Manufacturer: Roddick Tool Co., 
1023 N. Pauline St., Anaheim, Calif. 


Oil Furnace 

A new oil-fired furnace has been 
offered by Thatcher for larger 
than average heating needs. The 
furnace is available in three models 
of 210,000, 250,000 and 330,000 Btu 


Mag APE cia 








increase heat transfer. The cylin- 
drical inner casing provides a 
large filtering area to reduce dust, 
dirt and pollen and to give positive 
air passage throughout the heat 
exchanger. The blower has been 
designed to be installed on either 
the right or left side of the heating 
element. 

Manufacturer: Thatcher Furnace 
Co., Center St., Garwood, N. J. 


Electric Boiler 

An electrically-fired boiler with 
capacities to 500,000 Btu has been 
introduced by Copper Boiler & 
Heater Works for hot water or 





stzam he ting systems. An outside 
thermostat turns on the current in 
the heating element to keep inside 
temperatures at levels called for by 
room thermostats. The control sys- 
tem is designed to keep tempera- 
tures within 4%F of room thermo- 
stat settings regardless of outside 
temperature. The unit also provides 
domestic hot water. 








Manufacturer: Velocity Power ic Re Manufacturer: Copper Boiler & eet tobi 
Tool Co., 201 N. Braddock Ave., at the register. The unit features Heater Works, 740 S. Fifth St., 
Pittsburgh 8. an oversized radiator designed to Manitowoc, Wis. 
New Line of Bathroom Fixtures Is Introduced by American-Standard 
A new line of bathroom fixtures featuring a lavatory in The abi 
six models and two water closet models has been intro- to solve 
duced by American-Standard. The vitreous china lavatory is provec 
has a wide front washing area for convenient placement building 


of toilet articles. The unit tapers to a narrow back and 
is equipped with large soap dishes on both sides. Wide 
overflows are hidden from sight under the front apron. 
The lavatory is available in 2 and 4 in. shelf-back and 
slab-back models in wall-hung, pedestal and towel bar- 
leg types. 

The styling on the front of the lavatory is repeated in 
the tank cover of the siphon jet water closet. The closet 
has a rectangular base to simplify cleaning and is available 
with an elongated or round bowl. The close-coupled tank 
is designed to give the appearance of a single-piece fixture. 
The lavatory and closet are available in white or several col- Manufacturer: American Radiator & Standard 
ors and are styled to harmonize with American-Standard’s Sanitary Corp., P. O. Box 1226, Pittsburgh 30. 
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Master Pembroke and Neo-Angle bathtubs. 
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The ability of architectural designers 
to solve unusual construction problems 
is proved again in this new home office 
building of the Springs Cotton Mills 


COPPER TUBING was specified for radiant 
heating panels that are installed in walls. 





NEW HOME OFFICE of Springs Cotton Mills. Architect: Robert & Company 
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Copper Tubing... in walls that “hang in air 


located in Ft. Mill, S. C. The angled 
windows desired by the owner require 
that the walls be supported by canti- 
lever construction, thus creating the 
illusion of being suspended in mid-air. 

These walls contain the radiant pan- 
els that provide winter comfort for 
office workers. From both a cost and 
design basis, copper tubing fits this 
type of heating system perfectly. It is 
easily installed because it comes in long 
lengths, requires fewer fittings and 
bends easily to follow wall curvatures. 
Connections, where necessary, are 
made quickly and securely even in the 
hard-to-get-at spots by using solder- 
type fittings. 

Contractors will always find that 
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Associates, Atlanta, Ga. Contractor: George A. Fuller Co. 


99 


copper tube for radiant heating panels 
offers their customers not only the 
“final touch” to modern design . . . but 
also that copper means lower installa- 
tion costs, longer service life and lower 
upkeep. For suggestions for installing 
copper tubes in radiant panel systems, 
write for Publication C-4 to: The 
American Brass Company, Waterbury 
20, Conn. In Canada: Anaconda Amer- 


ican Brass Ltd., New Toronto, Ont. 
5318 


for copper tubes see your 
® 


distributor 
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from Tubes!" 


‘I get a sounder job 
and a better profit 
with Nibco Fittings 






















“NIBCO fittings match copper tubes and that means 
more to me than just a better looking job. It means that 
they take solder just like the tube does. And the 

way they’re made, the solder cup is bound to fit the 
tube just right every time. You get fewer test leaks. 
These fittings are light, strong and heat up fast. 


“In the NIBCO line you have the right fitting for every 
part of the job. You save plenty of bushings. Every 
time I figure a job and give the order to my jobber I 
find several places where one NIBCO fitting takes the 
place of three! In my book this all adds up to a faster 
installation and a bigger profit for me plus a sounder 
job for my customer. Get NIBCO fittings from 

your jobber. Give them a trial and I'll bet you'll say, 
too, NIBCO fittings from tubes are better.” 


NORTHERN INDIANA BRASS CO. 
804 PLUM STREET, ELKHART, INDIANA 
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2,900,000 





A TOTAL MONTHLY CIRCULATION OF 





IN AMERICA’S LEADING MAGAZINES ESPECIALLY PLANNED TO HELP DEALERS 
Now, as always, Orangeburg’s national adver- We always plan the advertising of Orangeburg Pipe and 
tising campaigns are the largest in its field... Fittings to help you, the key man in the chain of distribution. 
and the most effective for plumbers because You make the recommendation to the home owner — you 
Orangeburg covers all the consumer markets are our representative when the final decisions are made. 
...pre-sells the home owners you serve. That's why we make products profitable to the dealer 
The Saturday Evening Post with color pages and quarter and a sound investment for the man who pays the bills. 


pages sells Orangeburg’s trademark of high quality to “all 
America.” Better Homes and Gardens and American Home 
sell city, town and suburban home owners across the conti- 
nent. Country Gentleman and Farm Journal sell farmers 





everywhere. Send for Orangeburg’s Free Dealer Aids! 
National advertising, backed by the recommendations of We wiil giadly send you a list showing the various signs anu 
plumbers, builders and architects, has made Orangeburg literature we furnish to dealers... to help them increase their 


America’s best-known and most wanted pipe. installations of Orangeburg Pipe and Fittings. Write Dept. DE-83. 


ORANGEBURG MANUFACTURING COMPANY, INC., ORANGEBURG, N. Y. 
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Walworth manufactures a com- 
plete line of Gate, Globe, Angle, 
Check, and Lubricated Plug Valves, 
made of Stainless Steel, Steel, Iron, 
Bronze, and Special Alloys in a 
wide range of sizes and tempera- 
ture-pressure ratings. 


Fittings of steel, iron, and bronze 
are also manufactured in all con: 


ventional types and sizes. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 


Distributors in principal centers 
throughout the world 
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News 





(Continued from page 48) 
wholesaler, has moved from New- 
tonville to West Newton, Mass. 
The new location at 20 Westwood 
St. provides a large showroom, two 
shipping doors at truck level and 
four at ground level, and parking 
space for 30 cars. 


High Praise for Plastics 

Home appliances are more beau- 
tiful than ever, thanks to plastic 
styling, H. R. Nielsen, sales mana- 
ger of the Servel air conditioning 
division, says. Nielsen said the 
polystyrene plastic cabinet of Serv- 
el’s window-type air conditioner 
permits greater flexibility in styling 


and can be blended with any room 
decor. Nielsen has high praise for 
the plastic cabinet’s durability, col- 
oring and acoustical qualities. 


G-E to Shift Departments 

General Electric will move part 
of its home heating and cooling de- 
partment from Bloomfield, N. J., to 
Trenton. The department will oc- 
cupy a 300,000 sq ft plant formerly 
used by the G-E home laundry de- 
partment, which is being relocated 
in Louisville. 

Company officials say the move 
will permit the home heating and 
cooling department to expand pro- 
duction facilities for home air con- 






ditioning. Production in the depart- 
ment’s new Trenton quarters is ex- 
pected to begin by the end of the 
year. 


Auto-Heat Reorganized 

The 30-year-old Auto-Heat 
Corp. of Middletown, Conn., has 
been reorganized following its pur- 
chase by a group headed by George 
Guite. The firm has been renamed 
the Robot Auto-Heat Corporation 
and plans to produce additional 
models of oil burners, boilers and 
furnaces. 

About 6,000 sq ft of production 
and warehouse space is being add- 
ed to the company’s Middletown 
plant. Guite will be president of 

(Please turn to top of page 160) 





A major merchandising campaign 
by American-Standard gets under- 
way in August with a full page 
color advertisement in Life mag- 
azine Aug. 17 promoting the com- 
pany’s new design in bathroom fix- 
tures. 

In conjunction with the ad, an 
extensive dealer tie-in promotion 
is planned. The promotion will be 
based on a retail sales kit providing 
displays and sales aids supplement- 
ing the kick-off ad. 

American-Standard officials say 
that dealers will be instructed in 
the use and timing of the sales kit. 
They believe proper use of the sales 
aids will spark an upsurge in im- 
mediate sales. 

Included in the kit is a large dis- 
play background for showing the 
new fixtures and a new, condensed, 
trade catalog presenting the new 
fixtures and a representative selec- 
tion of the most popular American- 
Standard bathroom products. 

A 300-piece direct mail package 
designed for three mailings to 100 
prospects also is included in the kit. 
Each piece is ready for mailing 
without an envelope and carries the 
retailer’s name, address and phone 
number. 

For showroom display, the kit 
provides a tie-in counter card in 
full color, a giant wall poster fea- 
turing a blowup of the ad and a 
cartoon-type window streamer 44 
in. long. 

Loca] newspaper readers can be 
reached through two and three col- 
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Timing is the key to the big American-Standard promotion for 
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plumbing fixtures, says Joseph Salamone, general manager of sales. 
The campaign centers around a full-page ad in Life on Aug. 17. 
Widespread use of sales aids will help dealers capitalize on the ad. 


umn advertising mats in the kit. 
The mats can be used on a coopera- 
tive basis. News releases and pic- 
tures also are supplied for news- 
paper publicity. 

American-Standard planning be- 
fore the ad was as thorough as its 
post-ad campaign. 

Large mailings to wholesalers 
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and dealers acquainted the trade 
with the advertising plan. A con- 
test for salesmen was held, based 
on the promotion, and wholesaler 
and American-Standard represen- 
tatives are calling on dealers to ex- 
plain the advertising effort. 

For product news of the new line 
of fixtures, see page 150. 
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as its brass trim — 
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Aer install: 
Why take chances on tubular goods? Look for this trade-mark (SCOVILL ‘shail 


y ) y, Inst 
Heater 
The best bathroom fixtures are only as good as the brass trim that permits ” 
them to work satisfactorily. So, for the few cents involved, it’s certainly a , ~ 
costly gamble to use anything but full-gauge, well-made tubular goods. ; 


That’s why it pays to buy products labeled and trade-marked with a name ° oe 
you can depend on. As you know, Scovill tubular goods are of the highest "Thi 
quality. They are full-gauge, 17 or 20 B&S... and are so marked. joi 


3. G-1 
So, look for the Scovill trade-mark—you can count on it. 
Sold only through wholesalers. 4. G. 





“Bathroom ware is only as good as its brass trim’ 






COMPLETE LINE OF QUALITY TUBULAR GOODS 
A Product of 


AND TANK FITTINGS FOR THE PLUMBING TRADE 


SCOVILL MANUFACTURING COMPANY Waterville Division - Plumbing Supplies 


WATERVILLE 14, CONNECTICUT 
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LUMBERS ARISE! 


(OFF THE FLOOR, THAT IS ) 


... because G. E.’s new Table-top Water Heater is 








Take a look at a great new G-E Water Heater 
with all the backaches removed. On ai/ the new 
Table-top Models all the connections . . . are re- 
located at the top of the tank! 
Just slide the tank into place and connect. No 
more crawling around in too-small areas. Save 
your temper, your time and your back with a 
new G-E Water Heater. 
¢ And you can offer customers a lower-than-ever 
installation price! Also available without top at 
lower cost for installing under counter tops. 
Install a better-built, longer-lasting G-E Water 
Heater! 


because... 


1. G-E TANKS have fewer tank openings than those 
of most manufacturers. And fewer tank openings 
mean fewer chances for leakage. 

2. G-E SPUDS are electronically welded into the tank. 
This welding process, developed by G. E., provides 
joints actually stronger than the tank wall itself! 

3. G-E HEAT-WRAP Calrod® Units can’t corrode or 
scale because they don’t touch the water! 

4. G. E.’s THERMOSTAT with exclusive sliding action 
keeps contacts smooth and reduces pitting, insur- 
ing years of trouble-free operation! 


top-connecting | all the way! 





For the best in water heaters . . . call your G-E wholesale distributor! 


GENERAL @@ ELECTRIC 
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“The Future sure looks radiant... 


since we have invisible heating 





in our new development!” 


Yes, real estate men, along with architects, 
engineers and plumbing and heating contractors, 
know that radiant heated properties are easier to 
rent and sell, command a maximum figure, reduce 
tenant and owner turnover, and minimize main- 
tenance, cleaning and decorating costs. 

Looking at it from either the owners’ or ten- 
ants’ side, it’s easy to understand. Uniformly 
comfortable heat with no hot or cold spots, warm, 
draft-free floors to protect the health of the 
family, clearier air, complete freedom of decora- 
tion from unobstructed wall and floor space... 
all add up to good reasons for mutual satisfaction. 

Investment-wise, too, steel pipe encourages the 
use of popular radiant panel heating, in one or 


hundreds of dwellings. For in this single heat 
transmission medium is blended the advantages 
of economy, formability, weldability, and dura- 
bility ... all backed up by more than 60 years of 
proved performance in conventional hot water 
and steam heating applications. 

That’s why, for radiant panel heating, snow 
melting and other applications stee/ is the most 
widely used pipe in the world! 

ees. ail. g 

A free 48 page color booklet, “Radiant Panel 
Heating with Steel Pipe’’, is still available. A new, 
free companion booklet, “Snow Melting and Ice 
Removal Systems” is also ready! Ask for one or 
both, without obligation. 


1953 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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\ PROOUCTS 





— it’s always 
fair weather for 


EUREKA 


DEALERS! 


There’s no need to let the weatherman cloud your profit-horizon with 
seasonal selling slumps... not if you’re a Eureka Williams dealer. 
Eureka Williams products cover the home comfort market completely 
... all year ‘round . . . with the finest in dependable, low-cost heating 
and cooling. Regardless of climate, or customer preference, you need 
never pass up a profitable sale. Whether it’s oil heat or gas heat, 
summer or winter air conditioning, a complete unit or a conversion 
burner ... you have the product to fill the bill. What’s more, that 
product is backed by one of the oldest names in automatic home heat- 
ing: Eureka Williams, a leader in your business for over 30 years. 


Write today for full facts about the Eureka Williams franchise . . . it'll 
mean hot sales and clear profits...no matter what the season. 


* + a . * 
Williams Division 
Eureka Williams Corporation - Bloomington, IIlinois 
In Canada: Williams Oil-O-Matic of Canada, Ltd., Guelph, Ontario 


Better Products, Better Made fr beer. tiring / 
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FOR YEAR ROUND PROFITS... 
SELL YEAR ROUND HOME COMFORT 


with Eureka WILLIAMS oil heat, gas heat, air conditioning 
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OIL-O-MATIC Home heating — with 
exclusive Metered Low Pressure. Com- 
plete line for homes of all sizes—for 
all types of heating systems. 


GAS-O-MATIC Home Heating—with 
exclusive Metered Flow Pressure. Models 
for homes of every size and type. 


AIR-O-MATIC Home Cooling—Iatest 
member of the famed Williams family. 
installed with Oil-O-Matic, Gas-O- 
Matic or existing forced warm-air 
heating system to provide year ‘round 
air conditioning at very low cost. 


Williams Division « Eureka Williams Corporation 
Bloomington, Illinois 

Please send me full facts about new year ‘round profit 
opportunities with the Eureka Williams Franchise. 


NAME 





FIRM_ 





ADDRESS. 


City 





STATE_ oe 














News 





(Continued from page 155) 
the reorganized firm with William 
Christians as vice president, An- 
drew Jensen as secretary and fac- 
tory manager and Ernest Leonard 
as treasurer. Otto Moody, former 
owner, will become sales manager. 


Hill Heads ASHVE Chapter 
N. Edward Hill, manager of pro- 
duct engineering for the L. J. 


Mueller Furnace Co., Milwaukee, 
has been elected president of the 
Milwaukee chapter of the Amer- 
ican Society of Heating and Venti- 
lating Engineers. Other officers 
elected were Louis C. Plaehn, 
Barber-Coleman Co., as vice presi- 
dent; I. J. Rossiter, American 
Blower Corp., as treasurer, and 
Hurbert K. Forfar, Reinke and 


Schomann, Inc., as secretary. 





Watts Regulator Receives Leadership Award 


Membership in the Rice Leaders 
of the World Assn. has been ex- 
tended to the Watts Regulator Co., 





P+, 
vw a 
pres St OF THE Wop 
iu 


ASSOCIATION 


Waris Reautatoe Company 








Lawrence, Mass., as a specialist in 
the manufacture of automatic tem- 
perature and pressure regulating 
safety devices. 


The association said the award 
was based in part on recommenda- 
tions received from many distribu- 
tors and users of Watts products. 
The recommendations said that 
Watts had fulfilled the Rice re- 
quirements of fair business dealing, 
a quality product, responsible fi- 
nancial standing, and efficient serv- 
ice. 

Elwood E. Rice, founder and 
president of the Leaders of the 
World Assn., said the organization’s 
“Award of Merit” had been pre- 
sented to George B. Horne, presi- 
dent and treasurer of Watts, for 
the company’s “long and honorable 
activities.” 

Membership in the association, 
Rice added, “is a deserved tribute 
to the entire Watts organization, 
and a well-earned recognition of 
its many years of conscientious 
effort in building, maintaining and 
extending the company’s excellent 
reputation.” 





Shop and office employees of Walter E. Selck and Co. make up a 
hard-hitting team currently playing in the Chicago Industrial Soft- 
ball League. The Selck team opened its season with a victory and 
has its eyes on the championship as the season approaches its end. 
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Form New Cleveland Firm 

A new firm, Bryant Industrial 
Products Corp., has purchased the 
principal assets and production fa- 
cilities of the Bryant Industrial 
Div., Affiliated Gas Equipment, Inc. 
Robert M. Buck, president of the 
new Cleveland firm, said the or- 
ganization will specialize in the 
production of industrial gas com- 
bustion equipment. 

An immediate expansion of all 
business activities also is planned. 
Key personnel of the former Affil- 
iated Gas Equipment division will 
join the new organization, which 
is located at 17700 Miles Ave. 
Lawrence R. Foote has been 
named vice president and John 
Sellors, Jr., secretary-treasurer. 





The Whirlpool Corp. display at the 
American Home Economics Assn. 
meeting in Kansas City, Mo., attracted 
the attention of Betty Wadsworth, a 
Woman’s Home Companion editor. 
Don Davidson, dryer promotion man- 
ager, points out features of his firm’s 
clothes dryer shown at the meeting. 


French Specialists Visit U.S. 

Specialists from French labor, 
management and _ government 
agencies visited the Orangeburg 
Mfg. Co., Orangeburg, N. Y., re- 
cently to investigate time and mo- 
tion studies. The specialists are vis- 
iting the United States under the 
sponsorship of the Mutual Secur- 
ity Agency to study how employ- 
ers and trade unions increase pro- 
ductivity. The French specialists 
met with Bernard E. Le Mieux, 
Orangeburg vice president, and a 
local union committee. 


Westinghouse Renames District 
Westinghouse Electric Corp. has 
renamed its former northwestern 


(Please turn to top of page 170) 
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'D DITORIAL content governs all. It de- 

“ termines who opens the book, how often 
they open it, and how long they keep it open. 
In a hundred subtle ways, editorial also con- 
ditions readers’ attitude towards what they 
read in your advertising message. 


/ Quality Editorial Attracts Qua- 


* 

lity Audience. The U. S. Census of 
Business has reported that 33.8% of the 
plumbing and heating contractors handle 
82.8% of the annual industry volume. A 
leading heating equipment manufacturer re- 
cently found that his 2,000 top dealers give 
him 70% of his total volume while the re- 
maining 30% comes from more than 11,000 
smaller dealers. A sales executive of one of 
America’s largest appliance manufacturers 
has declared that 10% of his dealers account 
for 50% of his dishwasher sales. 
It costs no more to concentrate your adver- 
tising on the big buyers who concentrate 
their readership and loyalty on Domestic 
Engineering. Because of the high editorial 
I.Q., the high level of purpose, and the high 
quality of presentation, the more successful, 
more ambitious, and more capable types of 
readers are attracted to Domestic Engineer- 
ing. So, your selling should be concentrated 
where buying is concentrated. 


‘) Longer Readership Means More 
Exposure for Your Message. Only 
the editorial can determine whether a publi- 


(Concentrate: YOUR ADVERTISING 
WHERE THE BIG BUYING POWER 
Concentrates ITS READERSHIP! 


cation wins several happy hours or a reluctant 
10 minutes of the reader’s time. Yet reading 
time spent with a publication directly con- 
trols the visibility of your ad, hence the buy- 
ing power of your advertising dollar. That 
extra visibility is yours when you concentrate 
in Domestic Engineering, where unequalled 
editorial quality gets long and deep reader 
attention. 


3. Quality Breeds Confidence. The 

helpfulness, the accuracy, and the re- 
sponsibility of Domestic Engineering’s high 
quality editorial content has won the implicit 
confidence of its audience. Thus the reader 
approaches your advertising with an attitude 
of confidence, with an open and receptive 
mind. The big bonus of believability built 
into this publication is another reason why 
it will pay you to concentrate your program 


in Domestic Engineering. 


Editorial Prestige Is Transfera- 

ble to Advertising. Being the run- 
away leader in editorial service, Domestic 
Engineering is naturally the prestige publica- 
tion in its field. If prestige for your company 
and products is one of your advertising ob- 
jectives, then concentration in Domestic 
Engineering is again indicated. There the 
prestige of the medium aids the telling of 


your own prestige story. 
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FORCED AIR FURNACES m , at 
80,000 Terenerere . BT 
20,000 140,000 » 
BTU Input \ 
COUNTER-FLO FURNACES « 
:0,000 wieneele 
BTU Input 


FLOOR FURNACES 


17,000 35,000 50,000 
65,000 75,000 
BTU Input 


Also 50,000 BTU Dual Wall 


VENTED RECESSED 


WALL HEATERS 


27,000 Single 45,000 Dual Wall 


fy 
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ALL HEATWAVE FURNACES ARE 


Factory-Assembled 
Packaged Units 
Ready to Install 
Fire-Tested 
Competitively Priced 
Economical to Install 


10-Year Factory Guarantee 

















Distributed Only By Outstanding Wholesale APPROVED BY 
Supply Houses Write or Wire for Name of 


Your Nearest HEATWAVE Distributor! THE AMERICAN GAS ASSOCIATION 


Southwest Mauupacturiug Company 


A SUBSIDIARY OF THE F. E. MYERS & BROS. CO 
BOX 28 AURORA, MO 




























“You sure cured 
our heating problems 
in a hurry!” 





Docrors or just plain homeowners 
. . . your customers will appreciate 
your prescription that gives them 
more heat for their money. 

And prescribing Johns-Manville 
quality pipe insulation is one sure way 
to cure heating problems for keeps. 

J-M Pre-Shrunk Asbestocel* is 
one of these quality insulations.. . 
and you'll satisfy customers in addi- 
tion to eliminating “‘no profit’’ repair 
calls when you specify it for steam or 
hot-water heating pipes. Pre-Shrunk 
Asbestocel is a cellular type pipe in- 
sulation made up of alternate layers 
of plain and corrugated asbestos felts 
which have high insulating value. 
Moisture-resistant asbestos paper 
used in its manufacture affords as- 
surance against objectionable shrink- 
age cracks. And improved methods of 
corrugation provide greater strength 
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and more uniform appearance. 

You'll find Pre-Shrunk Asbestocel 
available in three finishes: Glazed 
White, Asbestos Paper, and Regular 
Canvas. For basement playrooms, 
the Glazed White Finish that stays 
sparkling white is ideal. Even stains 
that are usually hard to remove— 
like ink—can be wiped away with a 
damp cloth. If desired, it can be 
painted—without sizing—to match 
any color scheme. Glazed White Fin- 
ish is safe, too! Listed by the Under- 
writers’ Laboratories, Inc., it will 
not carry flames. 

Johns-Manville products for the 
plumbing and heating trade are car- 
ried by leading plumbing and heating 
wholesalers everywhere. For further 
information, write Johns-Manville, 
Box 60, New York 16, N. Y. In 
Canada, 199 Bay St., Toronto 1, Ont. 





“J-M quality pipe 
insulation is a 
permanent cure, 


too, Doctor!” 








SEND FOR THIS 
NEW 24-PAGE 
CATALOG 


Some of the 
time-tested J-M 


Insulating Fire Brick for building oil burner 
fireboxes; Anti-Sweat Pipe Insulation to 
prevent dripping of cold-water lines; Fireite* 
Asbestos Furnace Cement for sealing joints 
in stoves, heaters, ranges, etc.; JeM 85% 
Magnesia Pipe Insulation for top value on 
heated lines to 600F; Asbestocel Range 
Boiler Jackets for insulating vertical or 
horizontal hot water boilers; Packings and 
Gaskets for all kinds of plumbing and heat- 
ing applications; Transite* Asbestos-Cement 
Pipe for conveying wastes from houses to 
street sewers or septic tanks; for venting 
domestic gas-burning appliances; and for 
venting soil and waste pipe. 

Write for your free copy of “Johns-Manville 
Quality Products For The Plumbing And Heating 
Industry.’ Ask for Brochure IN-57A. 
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*Reg. U.S. Pat. Off. 


Johns-Manville INSULATIONS 











FOR BETTER PLUMBING AND HEATING SERVICE 
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Approved 
Anti-Siphon 


Oe 
FLOAT VALVE 


The accompanying illustration 
shows our WE/V No. 93 Ap- 
proved Anti-Siphon Float 
Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 


This fitting is silent in oper- 
ation—requires no adjustment 
—snap action closing under 


high pressure. 


Packed in individual box with 
rod and refill. 





Individual security INSURES FREEDOM and 
LIBERTY. ¢ Social Security leads to Regimen- 
tation and LOSS OF LIBERTY. 


It’s a privilege to live in a Re public. 


Only God can help the people who live in 


Democracies. 
id we 
P President 


THE INDIANA BRASS CO, Inc. 


FRANKFORT 


- - INDIANA 








News 





(Continued from page 160) 
district the “Mid-America” region 
to more accurately describe mid- 
western operations. The region in- 
cludes the same area of the north- 
western district although some or- 
ganizational changes have been 
made. A Chicago district office has 
been established and branch offices 
at Des Moines, Milwaukee and 
Minneapolis have changed to dis- 


trict offices. Sub-branch offices at 
Davenport, Iowa; Duluth, Minn., 
and Omaha have been changed to 
branch offices. 


GAMA Group Names Officers 
A. F. Westerfield, vice president 
of U. S. Radiator Corp., Detroit, 
has been recently elected chairman 
of the gas boiler group of the Gas 


(Please turn to top of page 173) 





Production is uncerway at the new plant recently completed by Kleer-Kleen 
Manufacturing Compcny at 140 Orchard Ave., Hayward, Calif. The new plant 
occupies three times the production area of the company’s former plant in 
Oakland. Kleer-Kleen plans to continue production of oil-burning equipment 
and begin manufacturing gas-burning equipment within a short time. 





A two-day sales strategy meeting for the new line of incinerators and humidi- 
fiers produced by Skuttle Mfg. Co. was held recently at the Hotel Leland, 
Detroit. The meeting was in charge of Carl J. Theobald, general sales manager, 
and Charles J. Davis, assistant sales manager. 


Sales Outlook Good 


“All indications of what we can 
expect in appliance sales in 1954 
point toward another highly suc- 
cessful sales year,” R. J. Sargent, 
major appliance manager for the 
Westinghouse Electric Appliance 
Division, declared last month in an 
address to 64 of the nation’s top 
retail and wholesale salesman. 

“No matter how good a forecast 
group may be,” Sargent said, “this 
business of predicting sales curves 
can be tricky. Economists last year 
were saying that business would 
drop in the last six months of 1953, 
continuing into 1954. Today they 
are reversing themselves some- 
what. 

“In our opinion,” he continued, 
“1954 will be a very good sales year 
for all appliances.” 





More than 160 dealers attended a re- 
cent preview of Chrysler Airtemp 
central station air cooled residential 
air conditioners in New York. Mal- 
colm Bard, eastern sales manager, 
predicted that the coming year would 
be the greatest in the history of the 
industry. 
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Expansions 
Grinnell Company... 


An enlarged branch warehouse 
and sales office has been opened in 
North Kansas City, Mo., by Grin- 
nell Company, Inc., Providence, 
R.I. The building at 2316 Burling- 
ton Avenue occupies 38,160 sq. ft 
of floor space for storing and selling 
fire protection systems and plumb- 
ing and heating supplies. 


Minneapolis-Honeywell . . . 

A new Mid-Atlantic regional 
office building has been opened in 
Philadelphia by the -Minneapolis- 
Honeywell Regulator Co., Minne- 
apolis. The two-story building on 
West Hunting Park Avenue con- 
solidates sales, service and engi- 
neering, and features a conference 
room, special lighting and complete 
soundproofing. The building cost 
$300,000 and includes 15,000 sq ft 
of office space, 9,009 sq ft of ware- 
house space and a large parking lot. 


Barber-Colman Company... 

Two new factory branch offices 
have been opened by the Automatic 
Control and Uni-Flow Divisions of 
the Barber-Colman Co., Rockford, 
Ill. The new office at 218 Harrison 
St., Syracuse, N.Y., will be under 
the management of K. C. Watson. 
D. W. Minick will manage the new 
Jacksonville, Fla., office at 1143 
Mary St. Both offices will handle 
sales and service. 


Richmond Metal Mfg. Co... . 

Production is underway at a new 
plant of the Richmond Metal Mfg. 
Co., Philadelphia. The new plant 
at 11200 Roosevelt Blvd. replaces 
one destroyed by fire in November, 
1951. The plant will produce 
kitchen cabinets and sinks. 


Red Jacket Mfg. Co.... 

A new sales office and ware- 
house has been opened by Red 
Jacket Mfg. Co., Davenport, Iowa, 
in Arlington, Va. The office-ware- 
house at 2809 Jefferson Davis High- 
way will serve the eastern seaboard 
from South Carolina north to New 
York and will include service for 
New England, New York state and 
eastern Pennsylvania. 


General Electric Company .. . 
Sales branch offices have been 
opened by General Electric’s heat 
pump department in Los Angeles 
and Chattanooga, Tenn. G-E plans 
additional branches soon. 
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PLUMBERS FEATURE FIAT 
—THE NATIONALLY 
ADVERTISED LINE 


Plumbers all over the West find that 
Fiat products are easier to sell because 
of Fiat’s consistent consumer advertis- 
ing. Customers are pre-sold on Fiat’s 
unequalled reputation for quality, serv- 
iceability and product beauty, and 

Fiat advertises not only their own prod- 
ucts, but the plumber and his service 
as well. 

Because Fiat is easier to sell, more and 
more plumbers are featuring Fiat prod- 
ucts . . . products that mean faster 
turnover, more profit. Customers find 
that Fiat quality is self-evident, thus 
Fiat showers, bath enclosures and pre- 
cast shower receptors are easily sold 
when displayed properly and featured 
consistently. 


NEW LOW PRICES ON 
CASCADE BATH ENCLOSURES 
INCREASING SALES 


Fiat’s Cas- a) © 
cade Bath 
Enclosure is | 
sold toa 
greatly en- j 
larged mar- | j 
ket due toa cs i | 
recentre- \@¥ipauiies 
duction in 
price. A 
simple dis- 
play set-up, 
details available from Fiat, has also 
stepped up sales and profits on this 
easily installed enclosure—can be sold 
for any 5- or 544-foot recessed tub. 





FIAT "PACKAGED" SHOWER 
FITS ANYWHERE 














7 A MODEL 
. FOR EVERY 


I PLAN 


Wide range of Fiat prices and models 

provide a ge agnl shower for every 

prospect. The least expensive, most con- 

venient way for a home to have two 

baths. A terrific market for plumbers. 
(advertisement) 
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BUILD BETTER 
SHOWERS FOR LESS 





with GEV PreCast Receptors! 


The ideal floor when shower walls 
are made of plaster, marble or tile 
of any kind— metal, plastic, 
ceramic! 
































Cut cost, save time—and eliminate one sub-contract by using FIAT 


PreCast Receptors. When you plan showers with plastic or metal tile 


walls you save labor—speed completion—by specifying a plumber-installed 


FIAT receptor. You will get a better shower floor . . . attractive . . . one-piece 
. . . permanently leakproof. There’s no lead pan, no multi-layer 
construction—nothing that can be affected by building settlement. It’s the 
modern, money-saving way to better shower construction, 


SEND FOR FREE FIAT MANUAL— 


COMPARES methods of shower floor construction 
ILLUSTRATES receptor applications with various walls 
PROVES many PreCast Receptor advantages 


soon as it’s off the press. 


Name. 


FIAT METAL MANUFACTURING COMPANY 
9301 W. Belmont Ave. ¢ Franklin Park, Illinois 


Please send me your new manual on shower floor construction as 





Address, 








City, 
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Russ Lewis says... 
“There are two ways to make money selling .. . 


FAIRBANKS-MORSE 
Cubmersible Cellar Drainers 


“You can carry a big stock to meet any emergency. Or, you can sell cellar 
drainers the year ’round. 

“We think the second way is best. Here’s why. If you wait until emergencies 
make ordering necessary, you may not be able to get all the cellar drainers 
you need when you need them. You will not have time to make all installa- 
tions during emergencies. Both mean sales lost to competitors—no profits 
for you. 

“On the other hand... selling drainers the year ’round makes profits 
more certain. Installations can be made during slack times in your shop. 
You needn’t tie up working capital in a big drainer inventory. Access to 
basements often reveals chances to sell water heaters, softeners, and 
other appliances. 


‘Our submersible a sales ‘natural’ !’’ 


“Prospects like its compactness and the fact that it keeps working even 
though it is completely submerged. The unit fits easily in a 16” diameter 
sump. Discharges as much as 3600 gph. against a 10-foot head. 

‘One more selling idea. Send now for our free cellar drainer mat ads. 
Then you’ll have them on hand for quick insertion in your local newspaper 
when storms, or accidents to sewer or water mains bring buyers into 
the market.” 

For complete information about Fairbanks-Morse dealerships, and the 
free mats, write Fairbanks, Morse & Co., Chicago 5, Ill. 







FAIRBANKS-MORSE 


a@ name worth remembering when you want the best 


By 








WATER SYSTEMS © GENERATING SETS * MOWERS © HAMMER MILLS © MAGNETOS © PUMPS © MOTORS © SCALES © DIESEL LOCOMOTIVES AND ENGINES 
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(Continued from page 170) 


Appliance Manufacturers Assn. Al- 
so elected were N. E. Westphal, 
manager of plants for Weil-McLain 
Co., Michigan City, Ind., as vice 
chairman, and L. N. Hunter, vice 
president of research for The Na- 
tional Radiator Co., Johnstown, Pa., 
as executive committee member. 


AGA, Servel in Joint Effort 

A summer campaign has been 
launched jointly by the American 
Gas Assn. and Servel on behalf of 
the Servel Ice-Maker refrigerator. 
The Association and Servel are 
sponsoring a contest for the best 
sales performance record among 
dealers of all sizes. A retail sales- 
manship contest also has been 
planned. 

Booklets for salesmen and con- 
sumers are available. A display 
created for the campaign features 
a set of eight crescent-shaped pa- 
per pieces of “ice” that can be ap- 
plied to showroom windows, re- 


frigerators and other prominent 
spots. The campaign will continue 
through August. 


Thor Purchases Supplier 

The Century Vitreous Enamel 
Co., Chicago, has been purchased 
by the Thor Corporation, Chicago. 
Century formerly was a Thor sup- 
plier and will be operated as a 
wholly-owned subsidiary. George 
N. Sirovy, former vice president, 
was named president and a mem- 
ber of the board of directors. Henry 
C. Buckingham, Thor vice presi- 
dent, also will serve as vice presi- 
dent of the subsidiary. Other of- 
ficers are Victor F. Melin, secre- 
tary-treasurer, and A. M. Krause, 
assistant secretary-treasurer. 


Trane Moves Sales Office 

The Chattanooga, Tenn., sales 
office of The Trane Co., La Crosse, 
Wis., has been moved to 308 S. 
Kelley St. Jack F. Spears is the 
sales engineer in charge. 





The: third expansion program in a year by General Controls Co., Glendale, 
Calif., calls for a new 120,000 sq ft manufacturing plant in Burbank, Calif. The 
plant will be occupied by the Grayson-Greenamyer Appliance Controls Divi- 
sion and is scheduled for completion late this summer. The new plant also 
will free space at Glendale for greater production of other controls. 





¥ » 


Von Lehmden Tops Chicago 
Golfers 

The second golf meet of the sea- 
son for Chicago plumbing contrac- 
tors and suppliers was won by 
Ralph Von Lehmden, who shot a 
71 under the Peoria handicap sys- 
tem. Other winners were Don 
Canavan, Engval Stevenson, 


George Groote, Louis Katz, Jr., and 
Les Lindberg. The tourney drew 
75 golfers. 





Smiles and handshakes marked the 
purchase of the Palm Mfg. Co. by the 
General Water Heater Corp., Burbank, 
Calif. Mrs. Dorothy Symons, General 
Water Heater president, looks on as L. 
Bruce Grannis, left, General executive, 
and R. T. Jordan, Palm Mfg. president, 
confirm the purchase with a shake. 


Price-Pfister Opens Warehouse 

New warehousing facilities have 
been opened in Chicago by Price- 
Pfister Brass Mfg. Co., Los Angeles. 
Isadore Familian, president, said 
the warehouse will permit over- 
night delivery of brass goods 
throughout the Midwest. Price- 
Pfister also appointed Shamrock 
Plumbing Sales Co., Chicago, as 
manufacturer’s representative in 


(Please turn to top of page 178) 


Smart gowns gave added sparkle to the Quaker City Wholesalers Assn. annual dinner held recently in Phila- 
delphia. Some 425 guests attended the event at the Warwick Hotel and heard John J. Owen, president, praise 
members for their increasing cooperation in meeting common problems. Other officers of the association are 
Irvin A. Schnyder, first vice president; Maurice Shapiro, second vice president, and Leo Lampone, Jr., treasurer. 
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SILICON BRONZE OFFERS STRENGTH, DURABILITY AND 
ATTRACTIVE FINISH IN THE “AS CAST” CONDITION. 
Builders of high speed ships and modern marine equip- 
ment demand the finest metals available. Because of 


their high strength, ductility and excellent corrosion 
resistance, cast Silicon Bronzes meet all these require- 


ments in the form of non-magnetic, non-sparking appli- 
cations, pumps, special bushings, value parts, fasteners, 


brackets and structural parts.’ 
The needs of many other industries are also admirably 
served through the superior properties of these copper- 


R. LAVIN & SONS, INC. 


e Refiners of Brass, Bronze and Aluminum 
Producers of Zinc Base Die Casting Alloys 


3426 S. KEDZIE AVENUE e CHICAGO 23, ILLINOIS 
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Here are Your keys to greater profits 


on conversion and 
replacement sales! 


Delco-Heat Rotopower Oil Burner 
Built to give years of trouble-free, 
fuel-thrifty service. The “PB” oil 
burner has the Rotopower unit, 
combining motor, fan, pump, oil 
conditioner and Thin-Mix fuel con- 
trol—all in a single, compact, sealed 
assembly, which can be easily re- 
moved for inspection or adjustment. 
3 models available, with capacities 
of 540’, 900’ and 2040’ net steam 
radiation, and of 860’, 1440’ and 
3240’ net hot water radiation. 


Delco-Heat Series “F” Oil Burner 


Here is the ideal unit for low cost 
installation in today’s busy conver- 
sion market. This burner, powered 
by exclusive Rigid-frame NEMA 
standard mount motor, has many 
features usually found only on much 
higher priced burners. It can be 
installed in any hand-fired boiler, 
regardless of type. Available with 
capacities of 560’ and 930’ net steam 
radiation; 890’ and 1490’ net hot 
water radiation. 


For a good deal 


DEAL WITH DELCO 
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With the complete Delco-Heat line of large and small 
capacity conversion burners and boilers you can handle 
any modernization or replacement job that comes along. 
That’s Key No. 1 to greater profits—more business! 


Key No. 2 is your ability to bid competitively on all 
business—at a profit. Delco-Heat prices are not only low, 
but please every budget-minded buyer who also wants 
highest quality. 

This combination of a complete line and low competi- 
tive prices is winning extra sales and greater profits for 
Delco-Heat distributors all over the country. 

Why not look into this opportunity? You can get com- 
plete information about the profit possibilities of a Delco- 
Heat franchise. Just send coupon below. 


Delco-Heat Cast Iron Boiler 


Here’s the boiler recognized as the 
finest by everyone who has installed 
it. “Wet Heat” installers quickly 
recognize its many quality features. 
It’s the only wet base type boiler 
powered by the exclusive Roto- 
power Oil Burner. Its built-in cop- 
per heating coil provides plenty of 
hot water for year ‘round use. Boiler 
sections have streamlined fins which 
are curved, tilted and arranged to 
travel heat 58% farther. Thus, more 
heat is absorbed and put to work. 
Three models are available with 
capacities from 350’ to 800’ net steam 
and from 560’ to 1290’ net hot water. 





Clip and Mail Today! 


DELCO APPLIANCE DIVISION 
General Motors Corp., Dept. DEH, Rochester 1, N.Y. 


Please send me information about a Delco-Heat franchise 


Name 





Firm Name 





Street 








Ree eee eee emer me a a 
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Whether you stock if or install if... 


Transite Building Sewer Pipe brings you 
many advantages te build profits 


Distributors and installing contrac: 
tors alike are building profits with 
this widely known Johns-Manville 
Transite Pipe specially designed for 
connecting a house to the street sewer 
or septic tank. It is the only pipe that 
offers this combination of 9 advan- 
tages: 

1. Long 10-foot lengths simplify in- 
stallation and reduce number of joints in 
the line to a minimum. 


2. Tight joints—Each pipe end is firmly 


and securely encased in a sleeve of dur- 
able Transite and sealed by rubber seal- 
ing rings to form a tight joint that guards 
against root clogging. 


3. Easy to install— Pipe, couplings and 
fucings ace eagiaeered tor simplified ia- 
stallation on the job. 

4. Corrosion-resistant— Because it’s 
made of asbestos and cement, Transite, 
the white pipe, resists corrosion outside, 
inside and all the way through. 


*Transite is a Johns-Manville trademark 





JM 


5. High flow capacity — Transite’s 
smooth interior and long 10-foot lengths 
help assure the quick flushing action that 
keeps building sewer lines free-flowing. 


6. A full line of Transite fittings for 


making changes df direction, connec- 


tions to other pipe, clean-outs, etc. 


7. Strong and durable—Designed to 
give lasting, dependable service—and to 
protect your reputation for quality prod- 
ucts and to assure quality work. 


8. A name product— Made by Johns- 


Manville, a name that has stood for qual- 
ity products for more than 90 years. 


9. Nationally advertised in ‘“Satur- 
day Evening Post,” “Time” and other 
general publications reaching home own- 
ers. Advertised on more than 400 Mutua) 


Network radio stations carrying “Bill 
Henry and the News.” 


For further details about Transite 
Building Sewer Pipe, write to Johns- 
Manville, Box 60, New York 16, N.Y. 





| Johas-Manville TRANSITE BUILDING SEWER PIPE 
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ANOTHER J-M PRODUCT— 
TRANSITE PLUMBING VENT PIPE 








7 3. 


Specifically desigaed toc veatiag of sail aad 
waste pipe. Its strength, durability and in- 
herent corrosion-resistance assure lasting 
service. Ten-foot lengths reduce the num- 
ber of joints, facilitate installation. On many 
jobs, a single length is all that is required. 
Installed in accordance with standard 
plumbing practices. Literature on request 












AN ASBESTOS-CEMENT PRODUCT 
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American-Standard starts 
the push with this ad in 
the September 2Isf issue of 


Be ready to present the 
sales-closing story on the 
Magic of Hot Water Comfort 





) 





OW is the time to put extra effort into selling 

hot water heating equipment, before the 

chill of winter forces your prospective customers 
to get heating equipment in a hurry. 

American-Standard is ready to help you, with 
this biggest of all heating promotions. 

For the first time, a major manufacturer is 
utilizing the full impact of LIFE magazine in a 
special drive to urge homeowners to modernize 
their heating systems, with American-Standard 
And they are 
invited to see their American-Standard retailer 
for information on che magic of hot water com- 
fort. Don’t miss this chance to boost your sales. 
Stock up now with American-Standard boilers 
and baseboard heating panels. 


hot water heating equipment. 


American Radiator & Standard Sanitary Corporation 


P. O. Box 1226, Pittsburgh 30, Pa. 
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BIG sales-push for hot water heating 


is coming your way! 
























"shodainies your old 


heating system now -- -install an 
American-Sta ndard 
Boiler 


for hot water heating at its best 
Pay as little as $1.76 @ week 





show you 
Ask your Amorican.Standard retailer yh 
the magic of hot water heating 


~ Standard 


HEATING Ve capes: 








SALES AIDS AVAILABLE 


It's easy to tie-in with this big LIFE promotion . . . American- 
Standard has prepared a special sales-making promotion kit 


to help you. It includes a Display Unit, Direct Mail Package, 
eye-catching Window Streamer, LIFE tie-in Counter Card and 


Wall Poster, and a “Selling” Booklet-—over $20.00 worth of 
material for only $10.00! Contact your heating distributor or 


your American-Standard sales office for your order. 


American -Standavd 


HEATING 





Serving home and industry: AWERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE © DETROIT CONTROLS © KEWANEE BOILERS © ROSS EXCHANGERS 
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(Continued from page 173) 


Illinois, Wisconsin, Indiana, Iowa, 


and parts of Michigan and Ne- 
braska. 


Full Air Conditioning Makes 
Kungsholm a King's Home 

The growing year ‘round air con- 
ditioning industry has taken to the 
seas. Passengers aboard the Swed- 
ish-American Line’s new motor 
ship Kungsholm will enjoy an elab- 
orate air conditioning system that 
will cool in the summer and warm 
in the winter. A Carrier Weather- 
master air conditioning system is 
being installed in the 600-ft luxury 
liner. 

The system will serve 90 percent 
of the ship’s usable space. A cen- 
tral air cooling system supplied by 
two centrifugal refrigerating ma- 
chines will be adjusted to weather 
changes by outdoor thermostats. 
Passenger cabins offer individual 
control of temperature. The same 
installations are used for winter air 
conditioning. 


G-E Sponsors on Radio and T-V 
Summer advertising plans of the 
Major Appliance Division of the 
General Electric Company include 
sponsorship of a television and a 
radio show. The Joan Davis T-V 
show, “I Married Joan” appears on 
Wednesday nights. A new show, 
“G-E Summer Theater,” is being 
broadcast on Thursday nights, fea- 
turing adaptations of well-known 
dramatic stories and original stories 
by Hollywood and radio writers. 


“Ice-Maker" Promotion 
Launched 

A 10-day home trial of the auto- 
matic “Ice-Maker” refrigerator is 
the featured appeal in a national 
sales campaign by Servel. Prospec- 
tive customers are being offered 
use of the refrigerator in their 
homes for 10 days for a $1 deposit. 
The dealer will remove the “Ice- 
Maker” without charge if the 
householder decides not to buy the 
appliance. An extensive promo- 
tional and advertising schedule is 
backing the campaign on behalf of 
the “Ice-Maker,” which is offered 
in both gas and electric models. 


Whirlpool Training Parts 
Jobbers 

A series of training meetings for 
independent parts jobbers is being 


presented by Whirlpool Corpora- 
tion, St. Joseph, Mich., in 52 cities. 
Jobbers are being taught how to 
hold schools for independent serv- 
icemen in the proper servicing of 
Whirlpool laundry appliances. 
Training presentations will be by 
film and appliance demonstration. 
The clinics will have run from 
April through October. 

Whirlpool believes training inde- 
pendent servicemen will benefit 
owners of the firm’s appliances by 
receiving genuine replacement 


parts rather than off-brand parts. 
The program is to include making 
Whirlpool parts available to inde- 
pendent jobbers at similar or low- 


er prices than jobbers have been 
paying for off-brand parts. 


Gosch Opens Supply Firm 

A new plumbing and heating spe- 
cialties wholesale firm, the Gosch 
Supply Co., has opened in Denver. 
The firm is headed by W. M. Gosch, 
former manager of the Denver 
branch of A. Y. McDonald Mfg. Co., 
Dubuque, Iowa. 





The lucky man at the Eureka Williams exhibit at the recent New 
England OHI show was William Zakeer, Boston. Zakeer, left, won 
one of the “Roto-Matic” vacuum cleaner prizes awarded by the 
company. C. S. Stackpole, division vice president, made the award, 
assisted by Miss Oil-O-Matic (Gerane Barnaby) and Ivan Suther- 
land, secretary of the New England OHI. 





Executives of the San Diego Pipe and Supply Co. and the City of 
San Diego cut a ribbon to open the firm’s new 20,000 sq ft building. 
The ceremony was performed by, left to right, Edward Blum, assist- 
ant city manager, George Wixen, the company’s general manager, 
and George Kerrigan, city councilman. Hostess Jackie Bender keeps 
an eye on the proceedings. 
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“Snap-on front—easy to install’’ 


Now all you have to do is “snap on” the one-piece 
front enclosure of Dunham Baseboard—and your 
installation job is complete. This can save hours 
of on-the-job time. 


Dunham Baseboard offers other installation 
shortcuts, too. For example, you just nail the back 
section to floor and wall, then nail heating element 
bracket to sheathing. Heating elements have 
threaded ends or plain ends for sweat fitting, as 
desired. 


RADIATION * UNIT HEATERS * PUMPS © SPECIALTIES 
C. A. DUNHAM COMPANY * CHICAGO * TORONTO * LONDON 
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“Sweat fitted heating elements” 


ANNOUNCING! 


New Dunham Baseboard with 
labor saving snap-on front @ 


BASEBOARD HEATING 


“Full line of accessories 
for better appearance” 


Once installed, good-looking Dunham Baseboard 
shows only straight, unbroken horizontal lines. 
No heating fins, pipe or piping connections visible. 
An exclusive feature your customers will like— 
Dunham Baseboard fits flush with the floor to com- 
pletely eliminate “cleaning under” problem. 

Clip and mail the coupon to find out all the facts 
about Dunham Baseboard. 


Cc. A. DUNHAM COMPANY 
Dept. DE-8, 400 W. Madison St., 
Chicago 6, Illinois 


Please send your Baseboard Literature 


Name 





Company siedeclahasbeeetie 





Address 











City Zone___ State. 
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HURRIES PROFITS— 
PLEASES CUSTOMERS Ck 4 





GAS OR 
OIL FIRED 


PACKAGED 
UNIT 


By 


earnea So is customer Telitiielaiieli| 


Time soved ‘s 
Venko by KOVEN wins friends and keeps them 


money 
installers 
and customers alike. This completely equipped, ready-to 


nstall little boiler with=ag-sccle ey tadelaulelal e has everything 


CVV ) man 1h fo " 
Master-engineered by KOVEN t's a one-man job yr tne 


installer Venko mes Qa prize-winning crate that fits 


1 Ff : 
through a 30-inch door. The completely assembled unit is 
ready to operate. Its success carries on for the home owner 


{oo with 


instant low-cost heat and hot water 
controls all grouped in front 


for today’s compact homes 
3 sensitive controls 


only two parts to remove 


» profitable tim er ? the installer 


for the purchaser 


low cost performer 


NATIONALLY ADVERTISED 
Built to fit the modern home 


WATERFILM BOILERS, INC 
j ‘lL. O. KOVEN & BRO., INC 
36-40 New York Ave., Jersey City 7, N. J. 
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According to Law 


(Continued from page 141) 
where no evidence was produced tending to show 
that some other factor was probably responsible 
for the explosion. The court said: 

“The undisputed testimony shows that plaintiff 
(property owner) was not familiar with the me- 
chanical workings of a gas water heater. He em- 
ployed and paid defendant (plumbing contractor) 
to make the gas connection and had a right to 
assume that this would be properly and safely ac- 
complished”. 

Citation: Baldridge V. Wright Co., 96 N.E. (2d) 
301. 


Lady Plumbers 


(Continued from page 97) ing trade at her 
father’s knee. She’s now a big aid to her dad, who 
heads the Baumbach Plumbing and Heating Co., 
Arlington, Va. 

Lillian is the first lady plumber ‘in Virginia 
and began her duties as service manager when 
only 21 years old. 

None of these women is stopping with her 
license, however. 

Mrs. Smid is helping her husband add 2,000 
sq ft to their showroom and looks forward to a 
gala grand opening shortly. 

Lillian is now handling the treasurer’s duties 
of her father’s firm—and recently was married. 

And Mrs. Norwood is studying courses which 
will give her customers the latest advice on effi- 
cient kitchen and bathroom planning. 

In that respect, our modern lady plumbers are 
doing the Flavias one better. Those ladies of 
ancient times were limited merely to providing 
the cagey old Romans their daily bath. 


New England Wholesalers 


(Continued from page 105) 
suggested that manufacturers might give more 
attention to this type of effort. 

The possibility of selective or exclusive dis- 
tributorship was explored by Timothy J. Collins, 
vice president of the group. He pointed out that 
by handling fewer lines, the wholesaler might be 
able to help the contractor do a more vigorous 
selling job. 

In this way, Collins feels, the function of buy- 
ing, warehousing and distribution to the trade 
would be less of a burden and permit closer co- 
operation with the dealer. He suggested that 
this method of exclusive distributorship might 
be put on a two-year trial basis by manufacturers. 

Frank Elliott, vice president of Crane Co., Chi- 
cago, expressed the belief that there is a place 
for certain exclusive distributorships in the in- 
dustry and that wholesalers have every right to 
look to manufacturers for such franchises. 

During a panel discussion earlier in the pro- 
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gram, J. W. Le Roy, assistant vice president for 
sales of the National Radiator Co., Johnstown, 
Pa., appeared to agree with Elliott’s point of view 
when he advised the members to pick a line and 
sell it with everything they have. 

William T. Briggs of the John Wood Mfg. Co. 
explained his company’s advertising program. 
The vice president and eastern regional. sales 
manager told how his, as well as many other 
firms, are supporting wholesaler sales meetings 
and other joint efforts of wholesalers and dealers. 

President Kindelan introduced R. Louis Towne 
as the association’s new executive secretary. 


From a Leaky Faucet 


(Continued from page 89) advantage. It permits 
Cox to keep customers satisfied even in the face 
of high labor costs which can alienate the home 
owner and scare off further repair work. 

When inspecting his servicemen’s work, Cox 
makes it a point to give the customer an under- 
standing of the price situation. It’s then that the 
customer realizes he has received quick and effi- 
cient service at a fair price . .. and that he will 
get the same treatment in the future. 

The prompt service phase of Cox’ operation is 









LEAVE SOUR RANGE 
CRDERS WITH 
MA, TWITTLEWAITE 
























“No, | didn’t make the sale, but you should have heard 
the complaints | got on the steak!” 


important, and Cox always has one truck avail- 
able for repair. Servicemen are asked to report 
on other needed repairs or appliances at the home 
visited. Cox then studies the reports and makes 
his followup calls to present suggestions for fur- 
ther improvement. This part involves night work, 
but it pays off with profits. 

This attention to the customer’s minor needs 
have brought George Cox a full list of major 
potential buyers. And Cox isn’t afraid of any 
drought of prospects . . . not while faucets keep 
leaking. 
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AUTOMATIC 


GAS AND 
ELECTRIC 


WATER 
HEAT 
Y 4 
























When you sell a KOVEN Automatic Gas or Electric Water 
Heater, you sell thrift—plus top performance — plus depend. 
able service. And you can sell it with confidence for your 
statements are backed by on-the-job tests. KOVEN Automatic 
Water Heaters are as economical as they are reliable. Recom- 
mended by architects and builders—and the neighbor next 
door—they mean quick turnover and profits. 


thoroughly galvanized by hot-dipped process 
GAS — 100% Automatic Controls 
ELECTRIC — Baffle for Best Storage Efficiency 


NATIONALLY ADVERTISED 
Available in o variety of sizes and models 










L. O. KOVEN & BRO., INC. 
154 Ogden Ave Jersey City 7, N.J 






y. N tor NJ 
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NEW —— TANKS 
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PRESSURE TANK 
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VACUUM 
‘BREAKER 










STOP VALVE wit. o- ee) bi see ees SEAMLESS 
— ae sae COPPER 
4 Re TUBE 


THE VACUUM BREAKER =) 
Now IW ALL THRUSH | 
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COS 2 THE FIRST REAL IMPROVEMENT IN TANK DESIGN 


IN MANY YEARS! THRUSH ENGINEERING LEADS AGAIN! 
LARGE 

HERE’S AN ADDED convenience feature found only in Thrush sear 
Pressure Tanks! It saves your time! . . . saves labor! Reduces service bills! 
Pleases customers because you can get the system back in operation without 
delay. No need to drain the whole system. Just close the stop valve, open 
the drain and unscrew the Vacuum Breaker to allow air to enter the tank. 
A thirty gallon tank will drain in ten minutes. You get more for your 
money . . . build greater customer satisfaction, too . . . when you install BRASS 
genuine Thrush equipment. Ask your wholesaler about it or write Dept. A-8. 


TO BE SURE IT'S A GENUINE THRUSH PRESSURE TANK... 
LOOK FOR THE VACUUM BREAKER BEFORE YOU BUY! 
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GET THEM — : 
AT YOUR OWN FAIR PRICES 
WITH DOMESTIC ENGINEERING 


Modernization Sales Kit! 


Take it from the hundreds of contractor- 
dealers across the country who have put it to 
practical use, the Modernization Sales Kit 
really works! It is making modernization 
sales for these successful plumbing and heat- 
ing men and is directing volume remodeling 
business into their establishments. They are 
getting this business at their own fair, profit- 
able prices. 





NEVER BEFORE 


has such a business-building value been 
available to plumbing and heating con- 
tractor-dealers! Get yours now. Send 
only $15 for a full year’s service—4 
complete quarterly kits containing all 
material you need to go after and get 
profitable remodeling business. You'll 
receive the second edition for July, 
August and September at once. 








Brose 


Follow the lead of these leaders and put the 
Modernization Sales Kit to work for you! You 
will find, as they have found that, within a 
comparatively short radius of your store, a 
lucrative remodeling market is ready and 
waiting for you. 

The Modernization Sales Kit not only 
shows you how to get this profitable business, 
it provides all of the selling tools by which 
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you can bring remodeling work into your 
fold... and on a volume basis. 

The second quarterly edition of the kit, 
covering the months of July, August and 
September, is ready to go to work for you 
now. Use the coupon on the next page to 
order yours. 


STARTS YOU ON THE 


Road to 


REMODELING 
Success! 


IF YOU PURCHASED THE ENTIRE MODERNIZA- 
TION SALES KIT IN ADVANCE, all of the material 
included in the second quarterly edition (and shown 
on the following page) has been sent to you auto- 
matically. 

IF YOU BUY THE KIT TODAY you will receive, im- 
mediately, in addition to the above, the following: 
Procedure Manual, How to Plan Remodeling Book, 
Finance Plans Book, 2001 Ideas Book, Appliance Mer- 
chandising Book and Home Efficiency Questionnaire .. . 
and remember, you will receive 3 additional quarterly 
kits, automatically every 3 months. 
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What You Get 


IN THE SECOND EDITION 
of the 


Modernization Sales Kit 


for July, August and September 
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1801 PRAIRIE AVE., CHICAGO 16, ILL. 
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Please send me at once one Modernization Sales Kit ‘Second Edition for 
July, August and September). | enclose $15 covering the cost of 4 quarter 
ly kits for the entire 12 month period. | understand that | will receive 
the second edition immediately and quarterly kits to complete the year’s 
service when each is ready 
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Names in the News 


(Continued from page 48) 


ager of the coil sales department, L. E. 
Eater as head of the fluid cooler divi- 
sion of the heat transfer sales depart- 
ment, B. A. Schwirtz as manager of 
the Cleveland sales office, R. L. Smith 
as a member of the Philadelphia sales 
office and J. J. Callahan as a member 
of the Newark, N. J., sales office. 


Consolidated Brass Co., Detroit— 
Hultgren & Strutzel Co. as manufac- 
turer’s representative in Minnesota, 
North and South Dakota and western 
Wisconsin and Thomas Urell, Jr., 
as manufacturer’s representative in 
Maine, New Hampshire, Vermont, 
Rhode Island, Massachusetts and Con- 
necticut. 


Republic Steel Corp., Cleveland—R. 
W. Helms as assistant general manager 
of sales. Berger Mfg. Div., Canton, 
Ohio—C. E. Howes as general manager 
of sales, D. E. George as manager of 





New Distributors 


Hammel Radiator Engineering Co., 
Los Angeles—Clowe & Cowan, Inc., 
with offices in Rosewell, N. M., and 
Amarillo, Lubbock, and Wichita Falls, 
Texas, has been named distributor in 
Texas and New Mexico. 


Drayer-Hanson, Inc., Los Angeles— 
Brock Mott, Houston, in the Gulf Coast 
area. 


Servel, Inc., Air Conditioning Div., 
Evansville, Ind.—Todd-Ford, Ltd., San 
Antonio, Texas, in southern Texas. 


Turb-O-Tube Furnace Co., Buffalo, 
N. Y¥.—Howard Hall Co., Milwaukee, 
in Wisconsin. 


Murray Corp. of America, Home 
Appliance Div., Scranton, Pa—Ram- 
sey-Bennett Co., Cleveland, for steel 
kitchens in northern Ohio and the 
Mayflower Sales Co., Kansas City, Mo., 
in northwest Missouri and eastern 
Kansas. 


Bendix Home Appliances, Division 
Avco Mfg. Corp., South Bend, Ind.— 
Electric Appliance Distributors of 
Kentucky, Louisville, for Kentucky 
and southern Indiana. 


Remington Air Conditioning, Divi- 
sion of Remington Corp., Auburn, N.Y. 
—Remington Air Conditioning Co. 
(Canada) Ltd., Toronto, in Canada. 


Thor Corp., Chicago—Motorola-Chi- 
cago in four Chicago area counties; 
Buhle Sons Co. in Grand Rapids, 
Mich.; Illinois Appliance, Inc., in Pe- 
oria; Gustave Hirsch Organization, 
Inc., in the Columbus, Ohio, area and 
Garlock Sales Co. in Lansing, Mich. 





sales for the steel equipment division, 
A. C. Rudy as manager of the New 
York sales branch, C. K. Reynolds as 
manager of steel kitchen sales and 
Herbert Steinkamp as assistant man- 
ager of steel kitchen sales. 


Crane Co., Chicago—L. W. Moore as 
vice president and G. L. Larson as 
general superintendent of the Chicago 
works. 


Sun-Ray Burner Mfg. Corp., Ja- 
maica, N. Y.—H. A. Fowler as manu- 
facturer’s representative in Maine. 


Gibson Refrigeration Co., Green- 
ville, Mich.—J. F. Klintworth as man- 
ager of room air conditioner sales. 


General Electric Co., Major Appli- 
ance Div., Louisville, Ky.—P. A. 
Wassmansdorf as advertising manager 
and J. G. Porter as manager of the 
G-E Home Bureau. Air Conditioning 
Div., Bloomfield, N. J—H. L. Wil- 
liamson, Jr., as manager of marketing 
of the heat pump department; K. F. 
Houseman as manager of manufactur- 


J. G. Porter 








K. F. Houseman 


H. L. Williamson 


ing at the home heating and cooling 
plant in Trenton, N. J.; H. H. Falking- 
ham as home heating and cooling sales 
representative in Kentucky, southern 
Indiana and parts of western Ohio, 
and W. H. Grant as sales representa- 
tive in Michigan and northern Indiana. 


The Murray Corp. of America, De- 
troit—J. S. Thompson as regional man- 
ager of the metropolitan and northern 
New Jersey area. 


American Air Filter Co., Inc., Amer- 
glas Sales Div., Louisville, Ky.—W. B. 
Bateman, Jr., as head of the air condi- 
tioning sales section, C. J. Morrison as 
sales representative in midwestern and 


(Please turn to top of page 188) 
185 








| 
| 











Good Reading 


(Continued from page 28) 


is available with several adapters 
in a carrying case. 

Issued by: Beaver Pipe Tools, 
Inc., 1310 Dana Ave., Warren, Ohio. 
oOo 9° 
Radiator heating equipment made 
by American-Standard is described 
in catalog R-52. Boilers, radiation, 
conversion units and water heaters, 
controls and accessories are dealt 
with in sections of the catalog. 
External and internal views of the 
heating units are included, along 
with construction details, ratings, 

tappings and dimensions. 

Issued by: American Radiator & 
Standard Sanitary Corp., P. O. 
Box 1226, Pittsburg 30. 

oo 9 

Ventilating fans for attics and 
windows are illustrated in a two- 
color catalog published by The 
Murray Company of Texas. Shown 
are 16, 20, 24 and 30 in. window 
fans and deluxe and standard lines 
of horizontal or vertical attic and 
industrial fans. Step-by-step in- 
stallation instructions are included. 

One section gives dealers and 
distributors information on _ the 
Murray organization, distribution, 
sales contracts and promotion aids. 
The section also presents a “How 
to Sell Home Ventilation” chapter, 

Issued by: The Murray Company 
of Texas, Inc., 3200 Canton, Dallas. 

o 9 9 

Oil-fired boilers with gross out- 
put ratings of from 146,000 to 271,- 
000 are described in a folder by 
Kohler. Cutaway illustrations pic- 
ture a large firebox exposed di- 
rectly to the burner flame and 
equipped with fins to extract more 
heat. Other cutaways show the 
unit’s wet base design, which per- 
mits circulation of water around all 
parts of the firebox to provide 
maximum heat transfer 

Issued by: Kohler Co., Kohler, 
Wis. 

oOo 9 

Vapor equalizing valves and air 
eliminators are described in new 
bulletins issued by Gorton. In- 
cluded in the literature are valves 
with five sizes of outlets, for % 
in. side or vertical connections. The 
vapor equalizing valves can be ad- 
justed to shut off at from 4 to 8 
ounces of pressure. Air eliminators 
described are for % and % in. 
vertical connections. The expan- 
sive operating member of the units 
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A SUCCESSFUL CATALOG 
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Closing Date, 1954 Annual Edition 
October 15, 1953 


i ¢ 
AeA 


There are TWO kinds of buyers’ reference books for the 
Plumbing, Heating, Air-Conditioning, and Major Appliance 


Fields: 


1. Bound collections of manufacturers catalogs, com- 
monly called “pre-filed” catalogs. Issued Annually. 


2. DOMESTIC ENGINEERING CATALOG DIREC- 
TORY with pre-filed catalog sections of 1090 (1953 
edition) manufacturers’ catalog pages; also has 730 
additional pages consisting of Plumbing and Heat- 
ing Classified Product Sections, Tables and Rules, 
Trade Names, and Names and Addresses. Issued 
twice each year ,.. the complete Annual Edition in 
January and the Mid-Year Supplement in July. 


In the second half of 1952 DOMESTIC ENGINEERING 
CATALOG DIRECTORY polled its JURY (entire 1952 
field of distribution). After full trial of DECD, the jury’s 
verdict is shown in the unmistakable statistics reproduced 
at right: 
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The 31 years effectiveness of manufacturers catalogs 
pre-filed in DOMESTIC ENGINEERING CATA. 
LOG DIRECTORY gives you the successful catalog 
formula for reaching the known big wholesalers, 
specifying and consulting engineers, and large con- 
tractors who do the biggest percentage of buying 
and specifying of plumbing, heating and air-condi- 
tioning materials as well as major appliances. 


Wholesalers, The “Supreme Court” of buying for most 
plumbing, heating and air-conditioning materials, gave a 
resounding verdict for DECD over all other directories by 
21.1% of the users: 


DECD used more than Directory “A” 1517.1% 
DECD used more than Directory “B” 616.5% 
DECD used more than Directory “C” . 625.6% 


Py oad Fok 


Based on a voluntary return of signed statements by 32.9% 
of DECD distribution to Consulting and Specifying Engi- 
neers: 


DECD used more than Directory “A” 23.3% 
DECD used more than Directory “B” 428.3% 
DECD used more than Directory “C” 1766.6% 


1r 


The verdict in favor of DECD by 20.4% of the Contractors: 


DECD used more than Directory “A” ............. ... 889.3% 
DECD used more than Directory “B” ................ 953.8% 
DECD used more than Directory “C” ................ 1612.5% 
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HERE IS YOUR MARKET 


SIGNED REPORTS from 61.5% of the 2800 wholesalers 
using the year ‘round catalog service of DECD show the 
following pattern of distribution. To reach this market 
you must use the catalog formula of DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY. : 
Percentage of Wholesalers selling each product in DECD 
field. 

Plumbing Supplies (Enameled Ware, Pottery, Etc.) 88.1% 
Plumbing Specialties (Brass and Rubber Goods, Etc.) 89.1% 


Water Heaters: 





for most’ 
» Lave a 
tories by 


1517.1% 
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Gas, Automatic ..................... TES 
Electric, Automatic _.......... ae Se See See” 86.5% 
Oil Burning, Automatic .............. SRS 5, 62.3% 
ES Ec ee ee ne i Se. Sh 59.0% 
Te faces ndlsasactiacbpcscecn sencaiees sun! gaa 63.5% 
Pumps and Water Supply Systems ............... HEN dh tne 717.8% 
Range Boilers -.....................-.-...-... a .-.------84.2% 
Heating Supplies (Boilers and Radiators) .................. 85.0% 
I anc hence 87.7% 
Warm Air Furnaces ............... peer crepeceerreroes- eee 
RPE ss el ee eee oe sestsh ee OUUE DO 
Prefabricated Ducts and Fittings ............. nate MES SG 
Automatic Heat and Air Conditioning Equipment: 
PMUIOMEGTIC COMETOID ....0.-02-2----.-22-.22cenenee- Paap TS? 84.2% 
Conversion Gas Burtters .....................000 cece 63.7% 
EE ae eee ee cncnsnte seh -= See 711% 
Stokers—Domestic and Commercial ........................ 32.0% 
Summer Cooling Equipment —.......00000000000000000.0...... 40.4% 
Window Air Conditioners ........................ <2: 39.9% 
Dehumidifiers ......--.-.. Se erases 30.3% 
PO OY Gy | i oo 46.1% 
Kitchen Exhaust Fans 0000000000000 ight 50.2% 
Registers, Grills, Diffusers _................... Mae 49.1% 
I i a ih a KON A gives cchasg ccksapwnas eaacct basnodbiese 34.3% 
Pipe, Valves and Fittings (Steel, Iron, Brass, Etc.) 92.5% 
Refrigeration—Commercial ....................-2..-:c0:cccseceesseees 12.5% 
pS OE ene 22.4% 
Tools for Plumbing and Heating Trades ............ sed gi 90.9% 
Teols for Sheet Metal Trades ....................................-0.. 38.0% 
SS EEL Ee 22.4% 
i RE SS ce 24.3% 
Appliances: 
eC ER Oe eo a 2 eee 5 4, /) 
Ranges, Electric ....................-........-.-.-. fivetaseacrnehasioens 21.9% 
Refrigerators ................... nH a Die sei vee vaanecceccacsk 
Disposers, Food Waste .........................:20c.:ceccc00-00-. 70.5% 
Cabinets, Kitchen and Sink ................... «i ceaupa ee 
Ee ee ens osccatt Lae 34.2% 
Clothes Washers and Dryers ....................................16.8% 
FORO OOM COMME oii ooo... cceeseee nae 12.9% 
Any Other:>....<........ a a a ee oe 7.4% 


DOMESTIC ENGINEERING 


FORMULA oc MANUFACTURERS 


The market is constantly e-x-p-a-n-d-i-n-g for those Manufacturers regularly using 
DOMESTIC ENGINEERING CATALOG DIRECTORY because 2800 progressive 
wholesalers continuously look to DECD for product information and for sources of sup- 
ply. These wholesalers collectively use DECD over 150,000 times each month. 

Study the facts and figures below to see how thoroughly and how completely DOMESTIC 
ENGINEERING CATALOG DIRECTORY can reach your market. 


HERE ARE DECD SPECIAL SERVICES 


CATALOG REPRINT SERVICE. DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY offers you its year 
’round reprint service to keep your supply of individual 
catalogs to a minimum. This simplifies changes and with 
little or no waste of obsolete catalogs. Your type pages 
are kept intact and stored by us (at no cost to you) to 
facilitate revisions and also keep your reprint costs to a 
minimum. 


CATALOG REFERENCE “STICKERS” for use on Gen- 
eral Correspondence. Special Stickers are available for use 
on your letterheads, mailing pieces, etc. This special serv- 
ice assists you in referring buyers and specifiers to your 
Catalog Material in DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY. These are furnished without cost, 
upon request, in pads of 100 stickers each. 


CATALOG REFERENCE “LOGOTYPES” for Trade Mag- 
azine Advertising. To assist you in referring buyers and 
specifiers to your catalog material in DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY, we will be glad to 
furnish you free of charge, with special logotypes for 
insertion in your advertising copy in DOMESTIC ENGI- 
NEERING Magazine, These special logotypes can a)so 
be used for imprinting on your letterheads, mailing pieces, 
etc. One or two-color logotypes, as desired. Available in 
four sizes: 54”, %”, 1” and 1%” square. 


DIRECT MAIL SERVICE, List rental service of all seg- 
ments of the industry are avoilable to manufacturers at 
nominal fees. These lists are kept up-to-date through 
DOMESTIC ENGINEERING’S extensive field representa- 
tives. Our facilities are available for the handling of al) 
or any part of your direct mail operation. 


MARKETING AND RESEARCH BUREAU maintained to 
assist manufacturers and their advertising agencies in 
determining potentials for their products, and to furnish 
distribution and related market data. Extensive files are 
maintained on all products in this industry. The services 
of this Bureau are available to manufacturers in the 
plumbing, heating and air-conditioning industry. 


MANUFACTURERS AGENCY SERVICE. For years 
DOMESTIC ENGINEERING kas acted as a clearing house 
for manufacturers desiring manufacturers’ representatives, 
and manufacturers’ representatives needing new or addi- 
tional lines. This service is solely for those manufacturers 
using DOMESTIC ENGINEERING Magazine or DOMES- 
TIC ENGINEERING CATALOG DIRECTORY. 


If your firm is no€ one of the 511 manufacturers with pre-filed catalog 
data in this year’s edition of DECD, plan to put your product information 


—= 
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there in 1954. Closiag date; October 15, 1953. Write now to 


DOMESTIC ENGINEERING CATALOG DIRECTORY 


1801 PRAIRIE AVENUE 


CHICAGO 16, ILLINOIS 
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is a non-corrosive thermostatic 
metal. When heated, the metal 
raises the stem to close the valve. 

Issued by: Gorton Heating Corp., 
105 Walnut Ave., Cranford, N.J. 

0909 

A packaged gas furnace manu- 
factured by Janitrol is described in 
a folder that lists residential and 
other installation suggestions. The 
horizontal warm air unit (the 
Spacemaker) may be suspended, 
set on legs or directly on a floor. 
Specifications describe a Btu input 
range of 65,000 to 150,000 and a 
length of 3944 to 47 in. Illustrations 
show how the furnace also may be 
used as a unit heater. 

Issued by: Surface Combustion 
Corp., 2375 Dorr St., Toledo 1. 

oOo 9 

Gas-oil burners for industrial 
use are described in a four-page 
catalog issued by Eclipse. The 
cataleg illustrates the series “CF” 
burner, which uses air pressure 
from % to 2 lbs. Cutaway draw- 
ings are used to describe the simple 
installation and cleaning features 
of the unit. 

Issued by: The Eclipse Tool and 
Mfg. Co., 1159 Buchanan St., Rock- 
ford, Ill. 

o¢°o ¢ 

A food waste disposer promotion 
undertaken by National Rubber is 
described in a two-color broadside 
issued by the firm. The broadside 
gives product information of the 
disposer, including its simple in- 
stallation. The literature also il- 
lustrates various sales aids and 
display materials available to 
plumbing contractors. A listing of 
free sales promotion packages is 
provided. 

Issued by: National Rubber Ma- 
chinery Co., Plumbing Equipment 
Div., 47 West Exchange St., Akron. 

o 9° 9 

Replacement parts for oil and 
gas burners and controls for stoker 
units are described in a new catalog 
published by Sid Harvey. Data 
and illustrations cover a variety 
of burner and stoker parts, includ- 
ing service tools, gages, test in- 
struments, fittings, cleaning equip- 
ment, filters, draft controls, and 
circulators. The catalog lists in- 
formation on 65 ignitors and 90 
transformers. 

Issued by: Sid Harvey, Inc., 104 
E. Mineola Ave., Valley Stream, 
L. 1, BX. ¥. 
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north-central states, and Dale Barn- 
stable as representative in southern 
and eastern states. 


Combustion Control Corp., Boston— 
K. R. Blaine as office manager in the 
Atlanta, Ga., area and A. J. Erickson 
in the Dallas, Texas, area. 


Rheem Mfg. Co., New York—W. S. 
Rheem II as assistant general manager, 
E. C. Bergen as western division man- 
ager and B. E. Soby as assistant to the 
national advertising and promotion 
manager. 





B. E. Soby H. L. Taylor 


Orangeburg, Mfg. Co., Inc., Orange- 
burg, N. Y.—Robert Harrington as di- 
rector of new products development 
and H. L. Taylor as southwest district 
manager. 


Bell & Gossett €o., Morton Grove, 
Ill.—G. A. Israel, Jr., as sales repre- 
sentative in Florida, with R. H. Cog- 
burn as assistant sales representative. 


Whirlpool Corp., St. Joseph, Mich._— 
R. E. Beckwith as director of market 
research. 


Amana Refrigeration, Inc., Amana, 
lowa—R. L. Miller as sales training 
specialist in Kansas, Arkansas and 
parts of Missouri and Tennessee. 


Clayton & Lambert Mfg. Co., Louis- 
ville, Ky.—E. P. Harrell as sales repre- 
sentative for its western territory. 


Servel, Inc., Evansville, Ind.—Keith 
Carpenter as retail sales development 
representative. 


Drayer-Hanson, Inc., Los Angeles— 
Mark Raymon as manufacturer’s rep- 
resentative for air conditioning equip- 
ment in Oregon; M. A. Disney for re- 
frigeration and air conditioning equip- 
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ment in eastern Kansas and western 
Missouri, and Harry Torch in the At- 
lanta, Ga., territory. 


The O. A. Sutton Corp., Wichita— 
R. C. Tanner has been appointed to 
the advertising, publicity and sales 
promotion staff. 


American Kitchens Div., Avco Mfg. 
Corp., Connorsville, Ind.—C. B. Flinn 
as Kansas City district sales manager. 


Westinghouse Electric Corp., Pitts- 
burgh—A. M. Fisher as manager of the 
Chicago district office, V. S. Acton as 
manager of the regional industrial de- 
partment, J. R. Walter as regional 
manager of the application data and 
training department. Electric Appli- 
ance Div.—F. C. Fox as manager of 
production. 


Ohio Injector Co., Wadsworth, Ohio 
—H. C. Bell as manager of engineering 
sales, P. E. Warner as manager of sales 
promotion and P. J. Gallagher as sales 
manager of the Atlantic division. 


Minneapolis-Honeywell Regulator 
Co., Minneapolis—E. M. Toussaint as 
general manager of the Appliance 
Controls Div., Los Angeles; F. J. Lar- 
sen as director of research, Karl 
Schick as sales manager of the original 
equipment division and John McCar- 
dle as market manager for gas con- 
trols. 

As sales engineers: C. C. Crawford, 
W. R. Bisbee, R. W. Cornell, F. P. 
Mark, A. E. Finn, J. P. Gille, R. M. 
Goble, C. A. Heyelman, H. N. Jelinek, 
W. G. Nash, J. F. Johnson, J. K. Lager- 
strom. 

D. J. McDonald, P. L. Meyers, Billy 
Schaible, H. P. Smith, Jr., P. J. Sud- 
dick, B. F. Trankle, H. E. Musgrove, 
R. L. Woods, E. L. Hall and C. W. 
Gunthorpe. 





R. A. Sherer 


E. M. Toussaint 


White-Rodgers Electric Co. St. 
Louis—R. A. Sherer as sales manager. 


W. A. Case & Son Mfg. Co., Buffalo, 
N.Y.—Cecil Farrar as head of the sales 
force. 


Cc. F. Church Mfg. Co., Holyoke, 
Mass.—Leon Lawrence as representa- 
tive in South Carolina and western 
North Carolina; J. J. Venable, Jr., in 
Alabama and Hermon Warren in 
Georgia. 
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CURE 


SICK AIR-INFLATED JOBS 
WITH GENERAL AUTOMATIC 


DE-AIRATOR TANK! 





Eliminate Extra Service Calls... 
MAKE EXTRA PROFITS! 


General Automatic De-Airator Tank re- 
moves gas and vapors generated by boiler, 
before they reach the system. Removes 
air entrained in the water before it is re- 
turned to the boiler. Makes all hot water 
heating systems 100% effective . . . in- 
stall it on your jobs! 


Get the Facts on 


REAL 
BASEBOARD 
HEAT 


General Automatic Baseboard Heating 
. NOW available for hot water and 
warm air systems . . . cuts installation 
time, labor costs and storage space . . 
because it is shipped complete and ready 
to install. Find out about our PROFIT 
PACKAGES! Write for Spec. 56 and Spec. 


67. 


 ;ENERAL iio 
vA lomalic om 


Conversion 
Burners 








2300 Sinclair a. 
Baltimore 13, Marylan 
REPRESENTATIVES IN PRINCIPAL CITIES 
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The commercial and industrial uses of the Carrier 
Gas-fired Duct-type Unit Heater are vast and varied. 
It affords ready application—singly or in parallel — 
to all types of forced air duct systems (including 
bypass to cooling systems). It provides controlled 
heat intermittently or continuously, as desired. 
Carrier engineered design, fabrication, operating efh- 
ciency and installation facility make it an easy first- 
choice. 

Heart of the Unit is its 16-gauge ALUMINIZED 
STEEL heat exchanger solidly welded to a rugged 
combustion chamber of the same material—an ex- 
clusive Carrier feature. This makes a one-piece gas- 
tight assembly that resists corrosion, withstands 
extreme heat and assures much longer life than 
heavier gauge furnace steel. AGA-approved for all 
gases. Seven sizes, from 70,000 to 230,000 Btu’s. 


¢ You'll make more money per unit with the Carrier line; 
and every sale paves the way to future sales. For further 
information about the product and about available protected 
territories, write to Carrier Corporation, Syracuse, New York. 


Carrier Gas-fired, 
Propeller-type Unit 
Heaters (left) have 
the same ratings and 
fundamental features 
as the Duct-type. Now 
also made in a new, 
compact model (right) 
for low-ceiling instal- 
lations. Omits com- 
bustion chamber by aati 
firing gas directly in tubes of heat ex- 
changer. Capacity: 50,000 Btu's. 








AIR CONDITIONING - REFRIGERATION - INDUSTRIAL HEATING 
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IN-SINK-ERATOR 
MFG. CO. 


IT TAKES @ACPIOR = 


DOMESTIC ENGINEERING 








TO GET QC#iOn--- 


weewencerecce 


ON PROFITABLE 


DISPOSER SALES! 





USE IN-SINK-ERATOR 
actiOn DISPLAY 


Poeceeccccceccee- cove 


Plumbers all over the country are 
reporting that their IN-SINK-ERATOR 
Action Display Stand really sells! 
Half the job (they still must be 
installed) is over when prospects see 
this beautiful, permanent, eye- 
appealing display. Ir demonstrates 
in a life-like manner actually how 
IN-SINK-ERATOR speeds up a kitchen 
chore dreaded by everyone. You'll 
get action on your disposer sales 


if your action display is in a 


prominent spot. 


If you don’t already have an 
IN-SINK-ERATOR Action Display, 

order one from your wholesaler now. 
Offered to Plumber Dealers 
far below cost. 


World's oldest and largest erclustve manufacturer 
of Food Waste Disposers 












here's the one 
CONTROL 






ad de 

. .. SIMPLIFIES YOUR 
for all types STOCKING PROBLEM 
of water systems / “her pron 


There’s no need for carrying in stock two or more 
different models of pump controls for various 
differentials. The Penn Series 154 pressure con- 
trol combines narrow and wide differentials in 
one unit! 

It has a 5 Ib. differential at 10 lbs. cut-out pres- 
sure ...a 10 to 35 Ib. differential at 80 Ibs. cut- 
out. And, at 40 Ibs. cut-out, you have a differential 
as low as 7 lbs.! That’s why the Penn 154 helps 
your pump deliver the most water per dollar of 
electricity. 

Compact and simple, the Series 154 features a 
sturdy 2-pole contact structure . . . greater contact 
pressure . . . positive direct action, no pivots or 
knife edges to wear and bind .. . ease of installation 
and wiring .. . heavy steel case ‘“‘watershed” cover 

. round, streamlined design which requires 
a mounting space of only 17%” turning radius. 
Get the full story on this amazing pump control 
for all types of domestic water systems. Ask your 
manufacturer, wholesaler or write Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: 
Penn Controls Limited, Toronto 13, Ontario. 


PENN 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 
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M-H Sets Up Special Division 


(Continued from bottcm of page 81) 


dealer in selecting and training salesmen, setting up 
an advertising program, compiling a direct mail list, 
showroom display and window trimming, public rela- 
tions and publicity, job layout, business management, 
and “any other function that will help the dealer 
get business and make money.” 

“When desired, our men will actually go out with 
the dealer to call on a prospect and help him sell 
the job,” Chamberlain said. “While this merchandis- 
ing assistance will be mainly directed toward our 
own products and on heating equipment in general, it 
isn’t restricted to that. To the extent that we can and 
to the extent the individual dealer desires, we will 
assist him on all the products he sells.” 


Places Confidence in Modernization 


Just why is this modernization and merchandising 
department being set up at this time? When Domgs- 
Tic ENGINEERING’s reporter put that question to Kent 
Wilson, h2 replied: “There is really nothing new in 
this line of interest on our part. It is just a logical 
continuation cf things we have already been doing. 
You probably know that we have carried on a na- 
tional publicity campaign about remodeling for al- 
most four years now. A lot of our consumer adyer- 
tising has been aimed at modernization, seeking to 
create homeowner dis-satisfaction with out-of-date 
heating equipment. 

“Now we feel that the time has arrived to go a 
step further. A sufficient number of heating dealers 
have become merchandising minded, built show- 
rooms, but obviously there is a great deal yet to be 
accomplished in improving merchandising at the re- 
tail level. In fact, we hope the trade will regard this 
new department as an expression of our confidence 
in the modernization market and in the dealers’ abil- 
ity to sell it.” 


Strictly a Dealer Program 

Wilson insisted that the Honeywell people do not 
regard the modernization market as a mere fill-in 
or just a cushion against the periodically predicted 
decline in new construction. “Our attitude toward 
remodeling is not the least bit negative,” said Wilson. 
“And we continue to be quite optimistic about the 
new building outlook. We believe that this effort 
will create a net increase in business for the heating 
industry. We don’t feel that it is realistic to look to 
the new building field for an increase at this time 
but there is no limit to the possibilities for increased 
business in the long neglected remodeling market.” 

During the initial period, Honeywell will set up 
the program in the major metropolitan centers which 
seem to offer the most immediate sales possibilities. 
A progressive expansion of the program to other 
areas is planned. 

Hal Chamberlain, who heads up the new depart- 
ment, stressed that this will be strictly a dealer pro- 
gram. Orders and materials will, of course, flow 
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through established distribution channels but the 
merchandising emphasis will be at the dealer level. 
Special attention will be given to those individual 
dealers who have shown the most active interest in 
merchandising and modernization. 


Contractors Have Five Opportunities 


“While we will work with the dealers on a selective 
and individual basis,” said Chamberlain, “this is not 
an exclusive club. Any dealer, regardless of size, who 
wants to, can participate. We want to make this a 
double upgrading proposition. First, help upgrade 
the level of industry merchandising. Second, help 
upgrade the heating and the heating controls sale, 
to get a bigger share of the homeowner’s investment 
dollar for the heating industry.” 

Chamberlain went on to explain that the modern- 
ization-minded heating dealer has actually five oppor- 
tunities to upgrade his profits from heating control 
sales today. First, there is the almost 50 percent of 
homes that have absolutely no form of automatic 


























“He'd try that sales technique with me, 
just once!” 


heating control. Then there is the day-night type of 
thermostat that very few homes yet have. The really 
big dealer profits lie in the highly sensitive indoor- 
outdoor and zone control systems and in the ultimate 
in comfort, the individual room control. 

Summing up the program, Kent Wilson stated: 
“We as a company can only advance as the industry 
advances. All our products are either accessories 
to or components of other people’s products and 
nothing is ever finally sold until it is sold and in- 
stalled at the retail level. Consequently, our welfare 
is completely interwoven with that of the dealer, the 
jobber and the heating equipment manufacturer. We 
look on this as a long-range proposition that will 
snowball as others join in an all-out, all-industry 
drive on modernization sales opportunities. 
























































Sales Aids 





(Cont:nued from page 31) 
matic air valves for hot water heat- 
ing systems. The 22 by 33%-in. 
chart has over-size illustrations of 
vent valves, and also explains their 
applications. The chart is intended 
for wall placement. 

Available from: Maid-O’-Mist, 
Inc., 3217 N. Pulaski, Chicago 41. 
gee ite + 
An expanded direct mail adver- 
tising program conducted by The 
F. E. Myers & Bro. Co. emphasizes 
the importance of the water system 
dealer as an expert in the selection, 





installation and servicing of Myers 
equipment. Eye-appeal is accented 
in the cut-out mailing pieces of 
bath tubs and water faucets. 
Myers handles a dealer’s mailing 
from its own mail department. The 
dealer’s only cost is postage. 

Available from: The F. E. Myers 
& Bro. Co., Ashland, Ohio. 

K YOR 

The Heil Co.’s new Dealer Mar- 

keting Aids Kit includes a wide 





assortment of newspaper ad mats, 
radio spot announcements, hints 
on planning show and fair exhibits, 
a calendar for organizing an effec- 
tive marketing schedule and other 
valuable selling tools. 

Available from: The Heil Co., 
3000 W. Montana St., Milwaukee 1. 


x te RD 

White Products Corp. water 
heaters in either gas or electric 
models now can be promoted with 
the aid of cutaway views in four 


colors. The point-of-sale displays 
fit on top of the water heater, per- 
mitting the retail salesman to show 





the finished product and to explain 
graphically how it works. 

Available from: White Products 
Corp., Middleville, Mich. 


ww 

Mitchell has designed a three- 
color flip chart for dealers that tells 
a concise sales story about the 
company’s window-type room air 
conditioners. The final page of the 
plastic-covered cardboard chart 
embodies an enlarged movable 
replica of the Mitchell Weath’r Dial 
that controls Mitchell units. Each 





of the seven positions the replica 
dial can be turned to explains a 
part of the conditioner’s operation. 

Available from: Mitchell Mfg. 
Co., 2525 N. Clybourn Ave., Chi- 
cago 14. 

wk x 

General Electric’s dealer promo- 
ional display for its refrigerator- 
freezer line uses a green side panel 
to focus attention on the product. 
The side units feature three-sided 





signs at their centers that revolve 
slowly, pause, then turn to the next 
one. The revolving signs are illu- 
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minated from inside. G-E display 
research notes that display reader- 
ship can be 60 to 85 percent of 
passing traffic. 

Available from: General Electric 
Co., Major Appliance Div., 310 W 
Liberty St., Louisville 2, Ky. 

Paes * AD 

Shower heads made by Speak- 
man are featured in an attractive 
counter display in red, blue, black 
and white. The display holds three 
of the large-size “Anystream” 
heads and six of the smaller model. 
A packet for descriptive literature 





is near the bottom of the self- 
service merchandiser. 

Available from: Speakman Co., 
30th & Spruce Sts., Wilmington 99, 
Del. 

w OK OW 

The Fresh’nd-Aire division of 
Cory Corporation has announced a 
wooden peg-board display for its 
1953 window-type room air con- 
ditioners. Contractors and whole- 
salers can read a seven-point sales 
story by turning the “Feature Dial” 
knob. 





Available from: Fresh’nd-Aire 
Co., division of Cory Corp., 221 N. 
La Salle St., Chicago 1. 


oe oo 

Skuttle is issuing a floor and 
counter display for jobbers for 
showing its Series 600 humidifier. 
The red, yellow and black selling 
aid can be used as an island dis- 
play on the floor, or the top unit 
can be used alone on a counter. 

Available from: Skuttle Mfg. Co., 
4099 Beaufait Ave., Detroit 7. 











Augu { ’ 195 


inst 


\ 


The five 
PACKING 
to work + 
job. Each 
a fifty-por 
is well n 


stays secu 
or untar 
“AMERIC 
and infor 


\\ 


: 


TWI 


*PACKI 


AMERICAN | 
MAKER 








Branch Fe 
C 





Sales Offices 








display 
eader- 
ent of 


lectric 


310 W 


jpeak- 
active 

black 

three 
ream” 
nodel. 
"ature 





self- 


Co., 
1 99, 


ada 
its 
on- 
ole- 
ales 
ial” 


ire 


August, 


Ait PRUNING 4 


in convenient put-up 








The five pound coil of “RAPID” TWISTED JUTE 
PACKING is just what most plumbers prefer. It is handy 
to work with and is convenient to transport from job to 
job. Each coil is packed in a carton, with ten cartons to 
a fifty-pound case. “RAPID” is a top quality packing. It 
is well made and forms a tight seal without waste and 
Stays securely in place. This packing is supplied in tarred, 


or untarred (oiled) forms. Carry the full line of 
“AMERICAN BRAND” Packings.* Write for literature 
and information. 


\\ " 





WF ete 
TWISTED JUTE PACKING 


*PACKING AND OAKUM FOR EVERY NEED 
“RAPID” Twisted Jute Packing 
“EAGLE” Twisted Jute Packing 
“ROYAL” Plumbers Spun Oakum 
“AMERICAN BRAND” Marine Ockum 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
MAKERS OF ROPE * TWINE * OAKUM + PACKING 





Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. © 
DELAWARE RIVER JUTE MILLS, PHILADELPHIA, PA. 

Sales Offices: BOSTON @ CHICAGO @ HOUSTON e LOS ANGELES 

PHILADELPHIA © PITTSBURGH 








1953 DOMESTIC ENGINEERING 


193 


THE AD MAN WAS 








Fibre screw anchor for 
use with wood or log 
screws. Only universa 
anchor that can be used 
in any material. 
Wood screw sizes 
#6 to #20 


lag. cw a 


| VAWL-ANC HORS 


Heavy duty masonry 
anchor of “confined 
lead type” for holding 
bolts. Made in one 
piece — double ended — 
cannot be misapplied. 
Bolt sizes 4" to 1” 


eas 


Three point easy-to- 
sharpen masonry drills 
for hand and power 
drilling. For Rotary 
drilling—use Rawl Car- 
bide tipped drills. 


The improved machine 
screw anchor. The taper 
permits use in under- 
sized holes, resulting in 
saving of drill costs. 
Machine screw sizes — 
6x32 to %x 11 


“DRIVE 


a expansion bolt 
combining anchor and 
bolt in one piece. Simple 
to use, easy to install. 
Drives like nail into 
drilled hole. Tremen- 
dous holding power. 
Sizes 3/16” to 5” 


Rw HAMMER: SETS 


Newest type of heavy 
duty pth so bolt an- 
chor. Hammer is only 
tool needed to set it 
permanently in the 


masonry. 
Bolt sizes—3/16" to 56” 


WL BOL’ 


For simplicity of instal- 
lation and security 
anchoring an fixture or 
utility in hollow walls 
or ceilings. 


RAWLPLUG CO., Inc. 


271 Church St., 





HABCERGASTED 


THIS AD MAN has spent 20 years 
dealing with the technical facts of 
industrial products. He knew most 
of the angles and their answers. 
Shown a small Rawlplug, he figured 
it could resist a “pretty strong pull.” 


SURPRISE! 


Then we gave him a demonstration 

.a #12 Rawlplug with a #12 
screw set in concrete. Attaching a 
jack and scales we applied a direct 
pull. Up went the indicator. . . 500, 
1000, 1500 Ibs. The Rawlplug held 
firm. We applied more pull, and still 
more, till finally the plug started to 
creep. The indicator stood at 2200 
Ibs. and the ad man was flabber- 
gasted! 


EVERYTHING! 


The fact is, that Rawlplugs and 
other Rawlplug devices are abso- 
lutely tops for holding power... 
have a safety factor many times in 
excess of most anchoring needs. 

And on top of that, the famous 
Rawlplug line is complete and en- 
ables you to meet virtually every 
anchoring demand. 


YOU WIN! 


Get the full advantages of the com- 
plete Rawlplug line. Order them 
from your usual supplier. 


ul 


New York 13, N. Y. 
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with flexible 


OVERSINK CABINETS 


s: 42”, 48", 54", 


60”, 66" 


%,, CAPITOL KITCHENS 
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SINK AND TUB COMBINATION 


Size: 48” 


with sliding drainboard 






































CAPITOL 


T 


KITCHENS 
Roselle, N. J. 





WALL CABINETS 
Sizes: 15”, 
24", 27", 30 


18”, 21’, 
we 36” 


ae 


Sizes: 





| 
' 
j 


BASE CABINETS 
15”, 18", 21”, | 
‘ “a 30” 


LOOK AT THIS FLEXIBILITY! 





HERE’S no problem in making a profit when you 
profit from the solutions that Capito] Kitchens 
offer you. Here’s why — Capitol builds such a wide 
line of steel kitchen cabinets and sinks that you 
ean build or modernize any kitchen — large or 
small — with standard Capitol cabinets. 


1. More than 40 different sizes and types are standard. 
2. Two types of corner base cabinets — stationary 


or Roto-base. 


3. Two types and three sizes of sink fronts. 
4. Ten different sizes and types of sink cabinets. 
5. All of the “most-needed” fillers. 
6. Sink tops of porcelain, linoleum or Formica. 






STEEL KITCHEN CABINETS AND SINKS 


Large or small kitchens — L-shaped, U-shaped or 
straight — you'll find Capitol’s flexibility will do 
the job — and profitably for you, too. 

Write for information about the nationally ad- 
vertised, nationally accepted, complete Capitol line. 
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DO YOU KNOW... 


Q, How much “water flow” is necessary for most 
efficient grinder operation? 


A. 


Manufacturers of garbage disposers say a mini- 
mum flow of 1% gallons of water per minute is 
required to effectively carry away food waste 
and thus prevent trouble. 


Q, How can you assure proper water flow? 


A, leading garbage disposer engineers recom- 
mend the use of a dependable Flow Switch to 
assure proper water flow through grinder just 





before starting as well as during operation. 


Q, How does a Flow Switch operate? 


A 


The Flow Switch controls grinder operation by 
measuring the flow of water through the unit... 
and prevents operation of grinder motor until 
proper water flow is reached (1%4 gals. per min. 
or more). If water flow decreases below the 
safe minimum during operation, the Flow Switch 
stops the grinder automatically. Thus your cus- 
tomers have complete protection at all times. 


Q. Where can | get a dependable Flow Switch? 


A, The PENN Type 60 Flow Switch, the automatic | 
control made exclusively for garbage disposers, 
is fast becoming the choice of installers through- 
out the country. It is compact. . . easy-to-install 
... low priced . . . and gives years of service. It 
will save you costly service call backs... and 

| give you extra profits from each sale. Get all 

the facts today. 








| For complete information, ask your manufacturer or wholesaler 
of Food Waste Disposers or write PENN CONTROLS, INC., 
Goshen, Indiana, 


AUTOMATIC 
CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 
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Employee Turnover Costs Money 
(Continued from bottom of page 91) 


lated to one another. Factors which make a firm 
a desirable place to work for those already on 
the job will also attract new and more intelligent 
applicants for vacancies. They will build invalu- 
able “word of mouth” advertising for the company 
as a desirable place of employment. 

Other incentives besides pay must therefore be 
provided to keep a working force intact, and even 
to expand it if necessary. What are those incen- 
tives, and what steps are necessary to put them 
into effective operation? 

For one thing, favorable personal relations with 
the immediate supervisor and co-workers are a 
big help. 

Contrary to some text book thinking, this is the 
most important single reason why people prefer 








one place of employment over another. To the 
average employee, his relations with his super- 
visor and with the other employees are of more 
importance, often, than earning a somewhat high- 
er wage in another shop. 

If a contractor practices a policy that treats em- 
ployees as individuals with consideration and re- 
spect, gives them the kind of training that they 
need, does not expect the impossible, and gives 
them the proper kind of supervision, he will be 
providing his employees with incentives which 
are of greater importance than a moderate pay 
differential. ; 

For workers over 25 to 30 years of age, con- 
tinuity of employment is of greater importance 
than a temporarily higher wage. They will prefer 
working for a substantial organization that gives 
every indication of continuing in full operation 
for an indefinite period of time. If a firm has been 
in operation for a considerable number of years, 
that point should be emphasized in interviewing 
new job applicants. This is one of the most per- 
suasive arguments in labor competition with war 
production industries. 

The chances of attracting worth-while em- 
ployees will also be greatly improved if they can 
be offered continuous employment throughout the 
year. This is obviously impossible all of the time. 
Improvement can often be effected, however, by 
exercise of ingenuity and imagination, such as 
scheduling special projects for the slower periods 
of the year. 

Medical costs and insecurity for their depend- | 
ents in case of death, are a deep source of worry | 
to most individuals. Through group medical and | 
life insurance plans, the employee can purchase | 
greater protection more economically than he, 
could as an individual]. If a contractor offers em- | 
ployees a well-rounded plan that they can offord | 
to carry, they will have one more excellent in- 

(Please turn to top of page 197) | 
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It takes a AVL team 


... Whether it’s a barber shop quartet 
























































3 .Sherman for all other jobs 


On many excavating jobs the use of big 
equipment is costly and time-consum- f 
ing. The Sherman Power Digger is de- j 
signed so that you get all the ad- j 
vantages of power digging on these 
jobs. Thousands of users have proved 
that the Sherman Power Digger reduces 
costs. Write today for descriptive litera- i 
ture. V47. 





Designed, Engineered and Manufactured Jointly by 


SHERMAN PRODUCTS, Inc. 
Royal Oak, Michigan | 


WAIN-ROY CORPORATION 


serene ong eT eye ren ree 


Hubbardston, Mass. 






Other patents pending 







i 
j 
j 
Patent No. 2,303,825 | 
\ 
} 
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always—t 
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S Many em 
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S POWER-TYPE GAS NII -te Mi olU dan ia-1-SE-tolel-. mms Al alo ME fo Mb oll] am alelalels f the older 
> Two widths, %4” and 7%” electrogalvanized — et nearing 
== CONVERSION BURNER clean to work with and rust-proof d older al 
= Regardless of the size of the heating %s°-20 ga. sold in bulk individual packages ose in th 
= plant, Lo-BLAST Gas Burners deliver or handy 24-unit cartons; %”-18 ga. in bulk ssu 
a more heat per fuel dollar. In 19 years ited or straict Seen ths own, a 
of actual operation, these power-type | pn oO ON ee 
units have consistently cut fuel and servy- 
ice costs. a of IN ‘ ——— 
Because primary and secondary air THE BEST CRAFTSMEN ALWAYS TAKE pA E's 
is perfectly controlled from a blower | 
source, the Lo-BLAST Burner is inde- 
pendent of variable a 
it is particularly well suited for down- | her comple line products 
draft boilers. Combustion is completed 7 ea a te of PAIN E 
in an incandescent firebox, with radiant heat ap- 
== plied to c.uwn sheet as well as side walls. P eee made fo do the ; 
= 
EE Other features include soft, quiet flame... stand- | 
BAA ard controls with positive acting pilot and blower | 
BAA safetys ... sturdy, fool-proof design ... easy to in- Lf? 
AGA stall because completely assembled and factory- be 
GAAw tested on gas... competitively priced. 
AA A Lo-BLAST dealership 
is profitable! Complet: 
Za range of supetbites | 
AAA ond a nation-wide } sas 
AA reputation for econ- | 
EEA: omy make this burner . ‘ . Sa 
@ strong seller. Write **900"' Expansion Pipe and Spring-Wing 
a Screw Anchors Conduit Clamps Toggle Bolts 
| ‘ - 
} = 
| A 
| 
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i Z 
Pipe and Hanger Rings “Snugfit”’ " 
Romex Straps and Bolts Pipe Hooks 
are more | 
The standard Lo-BLAST Send for Catalog of Paine’s Complete Line | Working | 
Gas Conversion Burner Adequa 
progress s 
MID-CONTINENT THE PAINE COMPANY This po 
9 Westgate Road, Addison, Illinois about the 
\) 9 oe W.0 Pam 2-4 @) D1 OL On Bae Oi OP is lectin 
1960 N. Clybourn Ave., Chicago 14, Ill 
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(Continued from bottom of page 195) 
ative to remain on the job. 


life insurance. Some larger companies have 


ts as well. 
One of the surest ways to create deep-seated 


} chop an older employee off the payroll when 
ivanced age makes it impossible for him to con- 
ue to handle the job he has been doing. There 
always—barring excessive disability—some job 
e will be able to do if you will take the trouble 
> find it. If he is dismissed, on the other hand, 
ord of the dismissal will spread through the en- 
e working force and into the community, cre- 
ting ill-will toward the firm. 


f the older workers, including those who are not 
d older are usually much more satisfactory than 


own, assumed responsibilities and dependents, 




















“No, no, Miss Twimbly, you don’t 
demonstrate bath tubs!” 


are more dependable, and have established better 
working habits. 

Adequate information about a firm’s economic 
progress should be provided. 

This point involves keeping employees informed 












about the progress which the company has made 

in terms of physical and economic growth, its 
(Please turn to top of page 199) 
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| wall heater installations 
/ comply with 


Such a plan should provide minimum income | 
, cease of accident or illness, payment of prin- 
pal medical expenses and a reasonable amount | 


nded the principle to include retirement bene- 


issatisfaction within a working force is to abrupt- 


Many employers still do not realize the value 





et nearing retirement age. Employees of 30 years 


ose in their early twenties. They have settled 
























be sure 







new venting requirements 













































Listed and approved by Underwriters’ 
Laboratories, Inc. as a Type B-W gas 
vent for installation with recessed wall 
heaters. i 
The American Gas Association now 
requires that recessed wall heaters be 
marked specifying the type of vent to 
be used. In addition, Underwriters’ 
Laboratories has established a new | 
designation, Type B-W, applying to i 
vents specifically approved for use 
with recessed wall heaters. Compli- | 
ance with these requirements will in- i 
sure better, safer venting and help to 
eliminate customer complaints result- 
ing from faulty installations. 

Write for new folder showing ap- | 
proved method of installing wall heat- —_—| 
er vents for both new and existing 
construction. No cost or obligation. 























METALBESTOS WALL-VENT IS 
APPROVED FOR INSTALLATION INSIDE 
2” X 4” COMBUSTIBLE WALLS 


© No Furring Out Required 
® No Extra Insulation Needed 


Metalbestos Wall-Vent, the first and 

leading gas vent- specially designed 

for venting wall heaters, meets all 

A.G.A. and U.L. requirements. Its in- 
sulated double-wall design assures | 
proper venting and protects walls 
from dangerous overheating. Made 
of rust-proof aluminum, it resists the 
corrosive action of vent gases, lasts 
the lifetime of the house itself. 





























Send for free copy of 
VENT INSTALLATION HANDBOOK 


Based on the latest gas venting research, this 
pocket-size booklet contains complete, up-to- 
date information on venting practices plus many 


helpful installation tips. #rite today to Dept. C 


Sf, METALBESTUS mu 


veeeeus 
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Cand Rapids Brass Company 


DIVISION OF CRAMPTON MANUFACTURING COMPANY 
GRAND RAPIDS, MICHIGAN 


DOMESTIC ENGINEERING 


August, 1953 


;.. high in quality 


Simple, speedy original installation or replace- 
ment has made the Grand Rapids Brass Com- 
pany’s Universal Flush Tank Levers favorites 
with master plumbers. Rugged as well as 
handsome, they are profitable and fast-selling. 
Pre-assembled for one-piece installation, pol- 
ished chrome handle. Lift arms in flat brass, 
round brass or flat stainless steel. Packed for 
re-sale in individual boxes or bulk. Check 
your stock today. 


(IMustrated: No. 402-100 Flat Stainless Steel Lift Arm) 


Supplying many of the Nation’s Automotive, Refrigeration and Plumbing Manufacturers 





Do Your 
Customers See RED 


when they turn on the faucet? 


— 


You can make them happy with a 


IRON REMOVAL 
FILTER 


No more rust spots on clothes, no 
more discolored bowls or bathtubs. 
This filter removes all iron and 
other foreign matter which causes 
water to be cloudy, leaving it 
crystal clear and palatable. 


Distributed through plumbing supply 
wholesalers. Write for catalog and prices. 


OSHKOSH FILTER & SOFTENER CO. 
OSHKOSH, WISCONSIN 








Leila Designed, Priced and 


MURCO Made rl - 


LDelwered on 
GREASE prhe a 


Cotiijed lt 
fortmaete- 



















These are all im- 
portant reasons for the 
many installations of 
| MURCO Grease Traps 
by governmental agen- 
cies, hospitals, sani- 
toria, etc. — plus the 
fact that MURCO 
Grease Traps are rated 
by independent laboratories NOT 
our factory tests. MURCO Grease 
Traps are rated 90 per cent efficient .. . 
easy to clean . . . no complicated baffles 
. . » patented vent prevents siphonage .. . 
no MURCO Grease Trap has ever been re- 
turned because of operational] failure. 





WRITE TODAY 


for the complete story 
or see DOMESTIC EN- 
GCINEERING Catalog 


Directory Page E-39. 


DENTINE ee 


WAUSAU WISCONSIN 
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(Continued from bottom of page 197) 
success in terms of non-confidential figures, etc. 
Employees should be informed about major objec- 
tives and how well they have been achieved, as 
well as plans for the future. The employee will 
feel that he knows something about his company, 
and will relate his own efforts to those objectives. 
He will not feel that he is just a small cog in a 
big wheel, even in the largest concerns. 
Company picnics, bowling teams, group dinners, 
hobby activities associated with the firm, etc., help 
build a group spirit that is desirable. This also 
goes back to fostering friendly personal relations 
with supervisors and co-workers. It gives the em- 
ployee a feeling of belonging to a group. 
Participation in community activities of various 
sorts will have the incidental benefit of making it 
easier to recruit new employees. By serving such 
organizations as the Community Chest, the Red 
Cross, Boy Scouts, civic improvement organiza- 
tions, etc., a contractor meets many people whom 
he would not otherwise know. As a leader in the 
community, word of his activities will inevitably 
get around. And a job applicant has much less 
hesitation about seeing someone whom he has 
met or who is known to a friend of his, than a com- 
plete stranger. 
It’s easy enough to be agreeable to someone 
(Please turn to top of page 201) 


Assure Year Round Outside Water with 
 kelejo} ce) dome sia 9749 8 345 


WALL HYDRANTS 





STYLE 12 FEATURES 
een 1. Easy to install through 1” 


hole without taking apart. 





STYLE 
Regularly faenlenes with 


aeb. aaeen Gaaer relearn: 2. Quick opening and closing 
ance but can be furnished valve. 

spoiled. "Yue lever end 3. Co ient Lever Hand 

. : nvenien ver Handle— 

— sc cace 0 Easy to operate or attach 

hose without hurting hand. 

e Outside handle oper- 

ates valve inside build- 


ing. 


e Wall pipe drains out 
after each closing so 
27it:.cannot freeze. 


* Can be used in freez- 
‘ing temperature with- 
out going into base- 
ment to shut off and 
drain outside water 
outlets. 


Contact your wholesaler or write .. . 


WOODFORD HYDRANT CO. 
DES MOINES 17, IOWA 


aocturers of the wo Freeze 


a STYLE @ 
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Precision Made Fittings 
ror ate| 
Better Heat Valves 


Control >» 


with : 
Circulator z 
Eagle | 
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Valves 


Balancing 
Elbows 




















For a 


PERFECT 
FITTING 


Every Time 
joa ON 


“2 
i! a) 


a FLARED 


AND 


COMPRESSION 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 












EAGLE COPPER PRODUCTS C0. INC.\_/ > Ss 


600 JOHNSON AVE BROOKLYN 37;N_Y 
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OF 
GAS-FIRED 


BOILERS 
| U8 


ERUSEACTIon / CY 
POLITY 
io We 


ON 


gy 
Ky 
g 
© 


PACKED WITH 
SELLING 
FEATURES! 








——j An Arrow-Line for every need—steam or hot water—3 
Series—43 Sizes—Standard and Deluxe models. 


——j Modern—Compact—Neat Appearing—Beautiful hammer- 
tone baked enamel finish. 


——y Ideal for ALL steam or hot water installations—radiators, 
convectors, baseboard or panel heating. 


——p» Efficiency and economy with our patented fin type heating 
surface—imparts staggered, swirling, spiral motion to heat 
—heat travel is more than doubled for maximum fuel 
economy. 


——jp Name-brand controls— 
available for quick replace- 


ment service. 


——p Assured safety, ease of 
servicing, designed to meet 
all codes. 


=———j American Gas Association 
approved for all gases. 


100% cooperation with wholesalers and dealers— 
write us TODAY. 


Monufocturers of High Quality Gas 
Appliances for Nearly Half a Century 


<— ARROW-LINE —_ 


\ GAS OR ELECTRIC 
yp 


GAS-FIRED BOILERS 
WATER HEATERS 


[= ij 
Le 


<a Models 


i 
' 
| 
‘ 
“F | | | 
1 | 
| 
i 
/ 
tite 


43 Sims 
For Steam or Hot Water 


- 20 to 100 gallon sizes 


The Complete Line 











N OW you can do something 





about the Weather 
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It’s sealed out of the 


Xocheblee UNIVERSAL® 


oil tank gauge 





WEATHERPROOF! New head and flange design pro- 
vides a shockproof, hermetically sealed unit that posi- 
tively locks out dirt, moisture, and other foreign mate- 
rials. This assures extra years of trouble-free service 
under a/l weather conditions. 


STOCK JUST ONE GAUGE for all installations! It pays 
to standardize on ROCHESTER UNIVERSAL Gauges. In- 
doors or out, they'll remain accurate and easy-to-read 
for years to come. 


NO SEEPAGE! NO FUMES! A powerful permanent 
magnet transmits float-arm action from tank to indica- 
tor... there are no holes in the gauge. 


EASY TO READ. “DUAL DIAL” can be seen from front 
or back ... makes tank filling and checking a snap. 


EASY TO INSTALL and stocked by leading 
wholesalers everywhere for all standard 
oil burner storage tanks. Rochester Manu- 
facturing Co., Inc., 19 Rockwood Street, 
Rochester 10, New York. 


RsT, 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS >A AMMETER 





















August, I 


who n 
to yol 
towar 
peting 
Salesr 
acqua’ 
ly anc 
know 

Em 
mode! 
compe 

An 
gram 
that i 
desiré 

“Fic 
10-Po 
will bk 


Resi 


liness 
cost. 
tage | 


e IN ES 
e IN BU 
e IN SEI 
e IN BI 
e IN CI 














ugust, 1953 
ething 
her 


oo. 








AL® 


1 pro- 
 posi- 
mate- 
ervice 


t pays 
s. In- 
-read 


inent 
dica- 


front 


ding 
dard 
anu- 
reet, 


August, 1953 








(Continued from center of page 199) 

who may do something for you. But it is equally 
to your benefit to be friendly and considerate 
toward those individuals and firms who are com- 
peting with each other for a company’s business. 
Salesmen and suppliers have a wide variety of 
acquaintances. If those contacts have had a friend- 
ly and courteous reception, they will let others 
know about it. 

Employees much prefer to work in a clean and 
modern establishment, a factor which may again 
compensate for a considerable wage differential. 

An incidental benefit of that modernization pro- 
gram you have been planning, therefore, will be 
that it will make your store a more attractive and 
desirable place to work. 

“Foiling the Plumbing Shop Burglar” and “A 
10-Point Guide to Good Competitor Relations” 
will be presented next month. 


Residential Heat Pump 


(Continued from bottom of page 99) 
liness, (4) cost of installation, and (5) operating 
cost. He would like to receive maximum advan- 
tage of the first three factors and simultaneously 
keep the latter two as low as possible.” 
The nine-room well-insulated house in which 
the heat pump was installed contains a volume 
( Posse turn to top had page 202) 
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e IN BUYING 

e IN SELLING 
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INVOICES 





Let Bradford 
be your Gude! 


in making a practice of referring to the BRADFORD PRICE BOOK, 

you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


ZT e WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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BARBER CONVERSION 


EVERY HEATING 


The new Barber 


ior’ Conversion burner 





*‘Jun- 


is used in any type 
boiler, furnace or winter 


air conditioning unit. 


Listed by the AG A 


Barber Gas Senna meet the exacting requirements for 
all types of gas heating applications. Barber engineers 
create and build the exact type and size of burner unit to 
fit any gas appliance using natural, manufactured, Butane 
or bottled gas. 


the (scther (fas (sa WUMEL company 


3694 Superior Avenue Cleveland 14, Ohie 


mw oD 8 


A LEADER FOR MORE THAN 35 YEARS 


201 


APPLICATION 











avoid grief! 
handle polished 
pipe with a 





WARNOCK 


SIMPLEX 


STRAP WRENCH 


No man should handle 
chrome, brass or nickel- 
plated pipe without a strap 
wrench, The Warnock 
Simplex is the simplest of 
strap wrenches. Its flexible 
woven strap provides soft 
contact but strong grip... 
scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplex wrenches 
--.see them do more work 
and waste less material. 


Order from your wholesale: a 


LOWELL WRENCH | oF 


WORCESTER 8, MAS 
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14 REASONS WHY | (Continued from center of page 201) 
sim ad of 16,000 cubic feet, and has a heat loss of 48,000 
_ heat units per hour based on 70F inside and -5F 
outside. It is located at Hopkinsville, Ky., approxi- 
mately 37 deg. North latitude, elevation 524 feet. 
Performance data during the 1950-51 heating 
| season, 4327 degree-days, revealed that the house 
was heated by an electric consumption of 3628 
kilowatt hours, and that the operation was satis- 
factory at a minimum outside temperature of 

-22F. 

Prof. Baker emphasized that various relaxation 
methods may successfully be employed to design 
an earth heat exchanger for a heat pump system. 


Reducing Noise in Piping Systems 





THE SUBJECT OF GENERATION and transmission of 
noise in water piping and heating systems is an 
| item of vital concern in the heating and piping 

6.9% MORE HOT WATER | industries, according to W. L. Rogers, assistant 


than most utility requirements, for | professor of mechanical engineering at North- 
electric models, because White’s EX- | western University. 
CLUSIVE WATER-HOTTER baffle dif- | Prof. Rogers stated that for many years there 


fuses and tempers incoming water. 





had been a lack of knowledge concerning the 
generation and transmission of noise in water 
SUPER v FI a : 

nr oc 4 3 bts piping and heating systems, as these are related to 
CUSTOME a / ? ngeaiibibsmedns water velocity, water temperature, pressure, pipe 
USTO ERS ‘a oe sn el lilies ob size, design configuration and pump vibration. 
clog, cause wasteful | Due to the need for more information on the sub- 


combustion or slow | (Please turn to top of page 205) 


heating. One wide-open 









LM OF FLAME 


This famous feature 




































port bathes tank bottom in 
a film of flame-tip heat. 
LEONARD ah 
Foe. U3. 208. OF, Arniversany 


Thermanlales 93-953 


WATER MIXING VALVE 


14 OTHER WHITE BUILT-IN 
QUALITY FEATURES 


Every feature is a selling help for 
you! Long life and superior service 
make White your customers’ best 
huy ... and you can prove it 14 ways! 



























The Standard of Excellence 
for SHOWER MIXING VALVES 






For the Full Proved-Profit 
Story, Write White now! 








count oo aoe o 

eo Guaranteed by 

Good Housekeeping 
5 soygersie Va 


For accurate control of show- 
ers, sitz boths, X-ray sinks, 
arm and leg baths, in fact 
wherever water temperature 
is to be controlled, there is a 
LEONARD VALVE “Designed 
for the Installation.” 












Write for Catalog K 





Representatives in Principal Cities 


LEONARD VALVE COMPANY 
AUTOMATIC WATER HEATERS 1360 Elmwood Avenue, Cranston/7, R. I. 


c 0t Gat 
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NOT ALIKE 
THERMOSTAT (4 


Steclcg TRAPS 


1. It compensates for changes — operates satisfactorily even 
if pressures vary. 
2. It t be d 
freezing. 








ged by excessive steam pressures or by 


3. If the bellows is damaged, the spring action closes the 
valve. Trouble is i diately located because unit or radiator 
becomes cold — no waste of steam — no searching, Thermal 
element easily replaced. 


The *4” 69B FLOAT and 
THERMOSTATIC TRAP 


Ideal for installation and rehabili- 
tation of unit heaters. Dependable, 
compact, large capacity, easy servic- 
ing and rugged construction makes 
69B an outstanding performer on 
unit heaters and other steam heat- 
ing equipment. 


Justall the most convenient Way 








The 12” 7—50A ANGLE RADIATOR TRAP 


Keep radiators clear of condensate with- 
out wasting steam. Sturdy bronze 
bodies and covers—replaceable seats. 
Angle, Straightway, Corner or Vertical 
styles, 


STEAM HEATING is MODERN, 
EFFICIENT and DEPENDABLE. 


ALL TRAPS are 
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we NEW RIBBED 


Quick-Opening 


"304" PIPE THREADER 


for Power Drive use 





Threads 1” to 2” pipe 
with 1 set of dies 


You can’t beat this new “504” for fast smooth 
threading with power drive! Changes instantly 
from size to size regardless of position of quick- 
opening lever . . . Release ball handle, move 
indicator line to 1”, 14%’’, 14%” or 2” on size 
bar, tighten—it’s ready to thread! Quick- 
opening handle retracts dies instantly without 
stopping power drive—no slow backing off. 
4-jaw workholder centers pipe for accurate 
threading. No lead screw to jam. Easy-to-read 
size bar. Adjustable to over and under size 
threads. See it ... try it... buy the new “504” 
at your Supply House. 


THE RIDGE TOOL COMPANY 


ELYRIA, OHIO 













































Wow! jk DUAL FUEL BURNER 


Engineered To Insure Peak Efficiency With Both Fuels 
MAA Allee 


4 andi 








Siemon Power Combi - Matic Burner 
employs the forced-draft principle 
for firing on both gas and oil. 


*Bonus Built Features... | Give You These Advantages 





Less installation time 
required. 


Factory Assembled 








Factory Tested—for 
Both Gas and Oil 


Automatic 
Air Adjustment 


Insures top “on the job” | 
performance. 














Quiet start-ups; actuates air 
dampers to correct position. 


Motorized Gas Valve 








Automatic Ignition 
Transformer 


Automatic ignition for 
BOTH fuels. 

















Uses Standard Parts always accessible 
Controls immediately. 
FH | diate resp to flame 
Electronic safeguard itenubiien. 











Prevents opening of either 


fuel valve unless fan is 
running and pump pressure 


proven. 


Pressure Safety 
Control 





Optional Automatic 
or Manual 


Changeover 


Will switch automatically 
from outside temperature 


or by the flip of a switch. 

















Model FGO-2200-E 
Boiler fired at 2,000,000 
6.1.U. input—gas and ail 


installation in a large Midwestern 
poper distributing plant 


Siemon 


Power Combi-Matic 


DUAL FUEL 








Siemon Manufacturin . 
1819 Holmes, Dept. T Kansas City, Mo. 


Please rush literature and “profit plan” 


details about your Forced Draft Dual Fuel Burner. 


BURNERS 
























| 





Just set it... forget it... | 
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VENTALARM * 
Signal 
INSTALLED HERE 












f 































_ Money-Saving Combination | 


VENTALARM Signal 


Trade Prices shown subject 
to change without notice. 


See your regular Supply House 
or write to Dept. 72B 
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The WHISTLING 
Tank Fill Signal 


Safe Fills 
No Spills 


Oil man 
need never 
enter home. 
















Eagar eR 














Easily read from even 10 ft. away 
Leak proof; adjustable to any angle; 
completely assembled. 


Easy to install 
whether or not oil 
is in the tank. y 
Just use the | 





“‘Button-Lift’’. 


or this 





and SCULLY Gauge 5 
combined in one labor- 
and money-saving unit. 





One item to install instead of three. 
For 275-gal. tanks. Specify tank 


opening and depth when ordering. 


A “Button-Lift" 
3 Installation 
Lifting the butten-indic: - 
tor draws cork arm up 


close to main shaft for 
easy installation even in 
partly filled tanks. 
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(Continued from center of page 202) 
ject, a project was sponsored by the Society in 
cooperation with Northwestern University to 
study the problems involved. 

The first step involved the design and construc- | 
tion of the experimental equipment in which the | 
variables could be controlled. It was planned to | 
investigate the noise characteristics of straight | 
runs of pipe, of pipe fittings, and finally to allow | 
for the insertion of pumps so that their noises 
could be studied and superimposed on various | 
piping arrangements. | 

Although quantitative information was not | 1 
available at the time of this study, he presented | | est —_— ns | 
the following possible quieting schemes: a > Supplied inal irlcindre wal 1 a ia a 

(1) A given total pressure drop should pro- | { in bronze for sweat connection (not illustrated). 
duce less noise if graduated over aseriesof valves; (7 | | | || 7} | |) |) | | Hie ae 
instead of being taken across a single valve. ) Pe fee el ee ae 

(2) Liquid-borne vibrations can be effectively * = 
reduced by allowing the liquid to travel through 
soft rubber hose. 

(3) Another possibility for reduction of trans- | 
mitted noise is offered by suitable piping arrange- | 
ments which might introduce interference effects. 

(4) To reduce structural-borne vibrations, 
there are the possibilities of isloating the piping 
from noise (vibration) sources by suitable cou- 
plings, and of introducing damping. 

(5) Breaking the solid connections by using 
flexible supports to decouple pipe vibration from 
the building structure sometimes is helpful. 

The remaining research reports listed on page 
99 will be presented in the September issue. 
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“\ don’t care if you are the best plumber 
in Wyoming, turn it back on!" 
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Knock on Any Door 
(Continued from page 84) 
completed cost could be shown 
and approved by the householder 
—in hopes of a signed contract. 

On the morning that crews ar- 
rived for installation, the estima- 
tor went along, and in 10 minutes 
briefed the foreman. The fore- 
man entered actual installed 
items (and sometimes priced 
them) on his job sheet. With 
completion of the job, the jobbing 
sheet (white) and the prelimin- 
ary estimate were compared. 
This helped to check any con- 
tinuing errors during the cam- 
paign’s progress. 

Most of the campaign’s install- 
ation jobs involved 90 percent 
work by the heating department 
and only 10 percent (for connect- 
ing gas—a 4-hour job) for the 
plumbing staff. Profits were 
made by both departments. 

One feature which Sugarman 
used to get prospects: its estima- 
tors offered to pick-up the man- 
of-the-house, drive him home 





while the estimate was going on, 
then take him back to work. 
Many customers took advantage 
of this offer. 

Along with all work (as is Su- 
garman’s standing, long-time pol- 
icy) went an unconditional work 
guarantee for 1 year against de- 
fects in materials or workman- 
ship (a written guarantee). The 
manufacturer guaranteed its fur- 
nace for 10 years. 

The summer campaign was a 
natural tie-in with Sugarman’s 
other heating promotions, ar- 
ranged around the calendar to 
keep its heating division busy. 
In February-March, it circulates 
its large mailing list with an offer 
for repairs (chimneys, rain wa- 
ter conductors, roof drain and 
gutters). This is mid-way in 
California’s rainy season and 
brings big results. Some 5,000 
cards, announcing this offer, are 
sent out. Then later on a spe- 
cial furnace reminder circular is 
mailed—asking homeowners to 
check services they’ll need (fur- 
nace repairs) and return to Su- 
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Type 518 Safety Limit Control 
- also avail- 
able in Type 519 Fan Control. 
It can be mounted in close 
quarters in any position or at 





garman. About 5,000 of these 
are mailed. 

All in all, off-season remodel- 
ing jobs are good business, Or, 
as Sugarman puts it, “there is no 
‘off-seeson’ in remodeling, not 
even in the heating end of the 
business!” 


It's Busy Now 


(Continued from page 88) 
this would be necessary under 
ordinary circumstances. 

As shown in Fig. 3, the under- 
ground piping consists of the 
mains and the heating loops. In 
the ordinary outdoor theater, 
there would be two feeds and 
two returns. These would pick 
up the loops as they extended 
from the center of the theater to 
the sides, then crossed over and 
back to the center along another 
line of parking spaces. 

When the theater is not in 
operation only one boiler would 
function and just enough water 
would be circulated to keep the 
heating units from freezing. The 

















calibrated dials. 


PENN Heating Controis 
Are Nationally Advertised In 
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Interior of Type 520 Com- 
bination Fan and Limit 
Control. Note enclosed con- 
tact mechanism, accessibil- 
ity of terminals for easy 
wiring, and the ‘‘sight-set’’ 
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load would be light because the 
fans in the heating units would 
be shut off and the dampers on 
the heater hoses would be 
closed. The hot water would 
circulate through the radiators 
and the branches to prevent 
frost damage. The mains them- 
selves, being below the frost 
line, would be in no danger of 
freezing and due to the fact that 
they are covered with water- 
proof insulation, the heat loss 
would be small. 

Should one of the speaker 
posts be knocked over or one of 
the heating units damaged, two 
small screwdriver handle shut- 
offs as shown in Fig. 6, page 89, 
can be adjusted to allow the hot 
water to circulate in a short cir- 
cuit until the damage can be re- 
paired. 


The Pipe Is Insulated 

The underground piping itself 
is insulated with a water proof 
covering. This can be a specially 
made covering or can be asbestos 
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air cell covering. When this 
type of covering is used it is 
necessary to wrap the covering 
with a membrane and then 
apply a thick coating of water- 
proofing, such as asphalt. 


Economical Method 

This would be one of the eco- 
nomical ways to do the job and at 
the same time get the results 
desired. Whether or not the 
small branches are covered is in- 
consequential, The total heat 
loss from these lines is small but 
so is the cost involved in cover- 
ing them. The large mains that 
distribute the water to the loop 
mains are run in tile. The total 
length of these mains is around 
three hundred and fifty feet so 
that this does not comprise any 
abnormal factor. 

After the piping is installed, 
the ditches are backfilled and 
tamped and there is no reason 
for disturbing these lines again. 
Any maintenance will be above 
the ground. The branches to the 
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heating units are welded into the 
loop mains in the manner shown 
in Fig. 3. This drawing also 
shows the method of installing 
the loop mains underground and 
applying the covering. It will 
be necessary to place air vents 
at strategic places on the mains 
but the location of these vents 
is better determined in the field. 
Automatic vents are desirable 
and they will make the mainten- 
ance of the job that much 
simpler. 


The Wiring Is Simple 


The wiring to the heating units 
must conform with the local 
wiring codes, but in most locali- 
ties can be run in the same ditch 
as the piping. As far as the heat- 
ing units are concerned, the wir- 
ing is simplicity itself. Each line 
of car parking places is divided 
into halves and each half is con- 
trolled from the centrally located 
switchboard. 

As each line is filled with cars, 

(Please turn to top of page 208) 


FOR TODAY’S MODERN HEATING SYSTEMS 


ONTROLS with FAST RESPONSE 











In thousands of installations . . . both warm air 
and hot water .. . heating men report that PENN 
Controls give faster response, greater accuracy, 
more dependability and are easier. to install. 

One of the reasons for this superiority on the 
job is PENN’s patented, self-compensated dia- 
phragm structure which eliminates the effect of 
ambient temperatures. Another reason is the 
liquid-filled power element which has greater 
sensitivity combined with dependable perform- 
ance year after year, Then there is:the compact, 





snap-acting contact structure totally enclosed to 
assure a dust-proof, tamper-proof, dependable 
switching mechanism. 

And there are many other reasons which make 
PENN heating controls “tops” for any system 
with every kind of fuel. Try ’em on your next 
heating job... and you'll agree! Ask your burner 
manufacturer, wholesaler or write Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: 
Penn Controls Limited, Toronto 13, Ontario. 
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AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 





208 DOMESTIC ENGINEERING August, 1°53 August, 


(Continued from center of page 207) 

the switch controlling the motors in the next line 
is turned on so that there will be heat for the in- 
coming cars. That there will be some loss of 
heat before the line is completely filled up is un- 
avoidable, but a little care on the part of the 
person at the control will do much to keep this 
loss at a minimum. 

The fact that there is no direct connection be- 
tween the wiring and the cars eliminates any 
chance of a customer coming into contact with any 
live wires and the danger of accidents is reduced 
to practically nothing. 

The heating units are also simple. Due to their 
unique design, they are as safe as it is possible 
to make them. There is no direct connection 
between the circulating hot water and the units 
themselves. The heat is transferred to the car by 
means of a flexible hose. This hose carries the 
heated air that is forced through the heating core 
within the unit by the motor, from the unit to the 
car. 

Due to the fact that outside air is used, the 
humidity of the heated air delivered to the car is 
relatively low. This eliminates the frosting of the 
car windows that is experienced when the air 
within the car is reheated over and over again. 
Should a customer drive away without discon- 
(Please turn to top of page 211) 








AERATORS. of NEWBERKSHIRE 











AERATORS ~ €Opper 
Show your customers faucets that have tu be by a Hy ge r 


SAVES TIME...CUTS COST... = 
EXCLUSIVE FEATURES 


1. Height Adjustment Slot 
2. Copper-plated Steel 

3. Special Hinge 

4. Only one Screw 


Eliminate damaged hangers . . . cut installation 
time and costs... use the new Berkshire Hanger. 
It can be bent, twisted, formed around timbers, 
pipes or obstructions without loss of strength. 
Adjustments, up or down one inch, can be made 
without removing fastening nails. Specially de- 
signed hinge allow hanger assembly to be made 
with one hand. Manufactured in the ete 
tube sizes: ¥%” —%” —17 14" —1%” 

Drop lengths 6” and 12”. Also available in nal 
pipe sizes %” —%” — %”" —1” — 14%" for 
steel or brass pipe. Zinc plated for steel pipe— 
brass plated for brass pipe. 

Orders accepted only through estab- 
lished jobbers. For additional informa- 
tion write to: 


ARMART MFG. COMPANY 


Spring-Flo Aerators. Tell them how the 
Spring-Flo gives oxygen-enriched, better-tasting 


water and a stream that washes and rinses 
faster, saves soap and won't splash. You'll 
make one sale after another after another. | 


And you'll have satisfied 







customers coming back 


again and again. 








SPRING-FLO 
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CHASE BRASS & COPPER CO‘ 





P.O. BOX #598, PITTSFIELD, MASS 
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THE Vi § Latte MFG. CO. 


HARTFORD 1, CONNECTICUT, U.S.A 























PRODUCT QUALITY 


Established in 1926, 
Vikon is the oldest manu- 
facturer of metal tiles and 
the only manufacturer 
producing tile in steel, ¢ 
aluminum and stainless © 
steel, Vikon not only 
gives you quality that 
sells, but quality that 
builds your reputation, 


SELLING TOOLS 








Counter Displays 


MORE avverrtisine: 3,556,422 advertising im, 
pressions in leading home-service publications. 
HOUSE & GARDEN HOME MAINTENANCE & IMPROVEMENT 
SMALL HOMES GUIDE LIVING FOR YOUNG HOMEMAKERS 
THE FAMILY HANDYMAN HOME MODERNIZER 
Direct-mail leaflets, folders, brochures. Dealer 
co-operative newspapers and radio advertising. 





VIKON TILE CORPORATION 
Washington, N. J., Dept. 4H 


RS. 


...We have the only os send mm wine, ad or Fee be - 
ete story o ikon Tile together with full-color 

complete Manual fradkwse and sample tiles. 

of Specifications and 


Installation in the [J Dealer (J Distributor (] Contractor [] Architect 


metal tile industry 














| ,.,and we'll be glad Name. 
to tell you more. (Please Print) 
Just mail the Addven 
coupon. : 
' City. Zone. State 









AND CHECK OFF 
THESE ADVANTAGES 


[ ] QUICK PROFIT 
Generals are easy to sell because customers 
need GF’s positive filtering protection. 

[] easy SERVICE 


Single-bolt assembly means instant, sure 
servicing — no time lost through troublesome 
“call-backs.” 


REPEAT SALES 


Seasonal cartridge changes aid in finding new 
filter prospects, assure lucrative, dependable 
earnings. 


CJ 
a SUPER-FILTRATION 


Finest all-wool cartridge and GF’s unique filter 
design mean the safest filtering known! 


ANOTHER MONEY-MAKER! 


CLEAN RIGHT Soot Remover works safely, 
gently, quickly cleans any heating plant. 
Made for General Filters, inc. 
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Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 
Oil FILTERS are the finest all-wool-cartridge filter money can buy! Easily 
replaceable felt cartridges not only reduce maintenance to a few simple 
steps but assure positive filtering which puts an end to unprofitable service 
“call-backs.” One cartridge change covers the entire 
season, In addition, GF’s quick, out-in-the-open installations 
save you time and money on every job. 












GENERAL FILTERS FUEL T 43800 Grand River Ave. 
INCORPORATED A OIL i 4 Novi, Mich. 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 
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SARCO FA DRAIN TRAPS 


...Qlso your intercoolers, after- 
coolers and separators. These 
traps automatically release 
condensate as it forms... with- 
out the waste of air thot occurs 
when blowdown valves are used. 
New technical bulletin No. 
5-CA offers many suggestions 
as to how you can increase the 
EFFECTIVE capacities of your 
cir compressors. Write today 
for your free copy. No obliga 

tion,..of course. 
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(Continued from center of page 208) 
necting the heater hose the total damage can be 
repaired at practically no cost. The hose will pull 
off of the heating unit in one piece. Then the only 
repair necessary will be re-connecting the hose to 
the heater. 

Fig. 5 is a drawing of an individual heating unit 
and shows its simplicity. Each unit serves two 
cars and contains about thirty feet of radiation. 
The cost of these units is less than the cost of a 
speaker unit and their life is indefinite. Motor 
failures will of course happen, but the motor can 
be replaced in a few minutes and does not require 
skilled help to make the replacement. The deflec- 
tors above the radiator core insure the equal dis- 
tribution of heat to both cars. 

These units can be mounted on the top of the 
speaker post or can be side mounted if another 
bracket is used. To replace the whole unit, the 
valves on the bottom of the post are turned off, 
the unions are disconnected, and the whole unit 
is lifted off the post. To replace the new unit the 
procedure is followed in reverse. 

When the customer drives his car into the 
theater he is directed to a parking space by the 
attendant in charge. After the car is parked the 
customer rolls down the car window and places 
the speaker in position. He then places the heat- 

(Pease turn to top of page 212) 


TAKE IT ALONG TO THE JOB 











METAL CUTTING 
BAND SAW 


Here’s the truly portable band saw...easy to put on your 
truck, easy to take off. And it’s portability pays off in the shop, 
too. Cuts pipe and conduit faster, cleaner than other methods. 
Leaves no burr. 


Precision-engineered to give you years of top-notch cutting 
service, the Kalamazoo Model 610 Metal Cutting Band Saw 
is your best buy. Want coolant equipment? It’s available on 
all Kalamazoo models. Get the details . .. you’ll be ’way ahead. 


MACHINE TOOL DIVISION 






Kalamazoo TANK and SILO CO. 


813 HARRISON ST., KALAMAZOO, MICHIGAN 
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Quality 
at Regular 












a 4 GENERAL 


“TESTITE’’ 
Cast Bronze 
Solder Fittings 


You get the highest quality fittings at no higher cost 
when you buy GENERAL “Testite” Cast Bronze 
solder fittings. GENERAL’S modern manufacturing 
methods, automatic operations, and 100% air-under- 
water “Testite” inspection keep prices low and insure 
perfect performance of every fitting. 

Here are some of the extras you get when you sell 
or specify GENERAL “Testite” fittings: uniformly 
high-grade castings . .. smoother inside surfaces that 
reduce turbulence...accurately machined tube sockets 
for precise fits and easier soldering. Available for im- 
mediate shipment. Write for detailed folder. General 
Fittings Co., 118 Georgia Ave., Providence 5, R. I. 


TANKLESS AND INDIR 


WATER HEATERS AND HEATING SPECIALTIES 
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(Continued from center of page 211) 
ing unit hose nozzle in a vertical position between 
the ventilator window and the ventilator window 
support as shown in Fig. 8 and closes the venti- 


] the nozzle. 
a ettet Produ ct "Gabi ee ni firmly and sends a stream 


of warm air circulating through the car. The 
small spaces that are left open around the speaker 
and the nozzle act as an exhaust vent to allow the 


COMPETITIVELY PRICED “lf it pote ith that the car is an older 


model and there is only one window in the door, 
the nozzle can be placed in a horizontal position 
beside the speaker bracket and held in place 
when the window is raised. After the show is 
over each unit is disconnected and replaced on 
the speaker post in the same manner. 

The most important item that arises now is the 
cost of installation. While this cost will vary a 


eh L U - J AY os a ge re | Pe 4 little in different parts of the country, dependent 


on local labor and material costs, for the average 

bathroom accessories and lavatory legs. 500 car theater it will run about $40,000. This in- 

cludes the complete heating job and the building 
to house the boilers. 

This building can be built out of cement block 



































AY iE SOT owe St teleost finest ont comet with a flat roof and does not need to be fancy. The 
ae main purpose is to keep the weather from the a 
e boilers and equipment. The cost of this building 
(Please turn to top of page 215) 
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alog... largest and most com- 
plete in the field. Describes and 
illustrates the entire HAWS line 
of Sanitary Drinking Fountains, 
Faucets, Electric Water Coolers 
and HAWS Emergency Eye- 
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Shower Equipment. Send for it 
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is up to you, always order and 
install HAWS! 
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Leaky Faucets 
Can Cost you Money 
...and Customers / 


Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 
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Chicago Faucet Products ore distributed | 
through the plumbing trade exclusively. | 






insures YOUR reputation! 


.. the best insurance YOUR REPUTATION can have! 
Finished in polished chrome where exposed, the model BC 
Concealed Thermostatic Shower Mixing Valve has all sliding 
parts of stainless steel for corrosion proof operation. 
Actual tests show that the model BC gives highest degree 
~BE SURE... 


of control.. WITH “BC.” 





COMPARATIVE CHECK LIST 
































WLER “BC” Product | Product 
SHOWER MIXING VALVE “~" - 
Integral Shut Off ad ad 
P Stainless Steel in All 
List the facts... Sliding Parts 
Check them off .. 
Lawler comes out Non-Ferrous Thermostats ~ ad 
first every time! | positive Hot Non-Scald 
YOUR REPUTATION) Shut off v 
is protected! 
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Tested” f 
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LAWLER AUTOMATIC CONTROLS, NC. 
453 North MacQuesten Parkway Mount Vernon, New York 
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CASY 70 SCLL- SUMPLE TO (WSTALL | 


WITH MONEY-SAVING ...TIME SAVING... | 
SPACE-SAVING . . . LABOR-SAVING 


NATIONAL 
PACKET-BASEBOARD 


AUTOMATIC HOME HEATING SYSTEMS 
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Quicken the buying interest of feminine prospects 
(and the men too) with the many “plus-comfort” 
features of the National Packet-Baseboard heating 
system. 

The 1953 Model K Packet is a completely auto- 
matic combination forced hot water heating unit and 
domestic hot water supply . . . factory assembled for 
fast inexpensive installation . . . 36” high white 
enameled cabinet . . . exclusive Raytrol control .. . 
components backed by one manufacturer. 
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National Art Baseboard is true floor-level perimeter 
heating. It delivers a blanket of warmth—gentle, 
adequate and health-protecting . . . no drafts or cold 
spots . . . quickly and easily installed . . . safe to 
children’s touch . . . inconspicuous and space-saving 
... fast-acting and efficient. 

Add to your profits by selling and installing 
National Packet-Baseboard hot water heating 
systems. You'll not only build better business but 
build a fine reputation for assured builder and home- 
owner acceptance and satisfaction. 


Write for full information—ask for 
Bulletin No. 595-8-DE 
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Gauge Glasses 


Stoy Clear Longer 
For Greatest Safety 


Eliminate expensive guesswork in 
reading boiler or vat gauges by pro- 
viding them with crystal clear; highly 
visible Corning STANDARD Gauge 
Glasses. Tests have proven that they 
stay clear and readable much longer 
than competitive brands. 

Maintenance costs are lower, too, 
because Corning STANDARD Gauge 
Glasses are of heavy construction 
and have a high resistance to heat 
shock. Machine drawn to uniform ac 
curacy, they fit correctly, eliminating 
danger of leakage and making instal- 
lation easy and inexpensive. 

For greatest economy, both in 
maintenance and in protection of 
your investment in equipment, specify 
Corning STANDARD Gauge Glasses. 
Recommended for pressures to 100 
psi, on boilers, vats, coffee urns, etc. 


Sok up HOW Nour industrial 
distributor handles the complete 
Corning line, including PYREX brand 
sight glasses, lubricator and oi cup 
glasses. 


CORNING GLASS WORKS 


CORNING, NEW YORK 
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(Continued from center of page 212) 
should not run over five thousand dollars at the 
most and if it can be built at a lower cost, will 
result in a lower cost for the whole job. 

With this approximate cost of installation, it 
can be seen that the money necessary could be 
amortized over a ten year period very easily. The 
total cost of the job would run to about $4,000.00 
a year plus interest. The money that could be 
realized by running the outdoor theater on a full 
time basis would more than take care of the ex- 
pense plus the $4,000.00 and still return a fair 
repayment of profit for the money invested. 

As every one is aware, it gets dark quite early 
in the winter months. As darkness is one of the 
requisites for the successful operation of an out- 
door theater, the show can be opened two to three 
hours earlier in the winter than it can in the 
summer, This would result in increased patron- 
age from the people who must arise early in the 
morning and go to work. One of the most voiced 
objections to the outdoor theater is that it runs 
so late. This is due to the fact that it must be dark 
before the show can start. 

It is a recognized fact that human beings will 
not go where they are uncomfortable and will go 
where they are. If an outdoor theater is comfort- 
able the people will attend regardless of the out- 
side temperature. The big problem is to arrange 
this comfort and this article is written with that 
idea in mind. It is only a question of time before 

















“You've got to hand it to Smedlay, he 
never takes defeat lying down!” 


all the outdoor theaters in the northern parts of 
the country will run throughout the year just as 
the indoor theaters do. When the investment war- 
rants, ways and means can be devised to over- 
come any difficulties that might appear. There is 
enough money invested in outdoor theaters to 
make the heating investment worth while. 
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The VEW 
budget-priced 


TYPE ‘A’ 


4” Baby 
Submersible 








NOW-for the first time 





@ A submersible that competes in the low- 
priced pump field—it’s priced to satisfy the 
most budget-minded home owner. 


® A pump with an installation price compar- 
able to that of the average 1/2 hp jet. 


A pump that provides up to 25% more 
pumping capacity at deeper settings than 
any 1 hp jet on the market today. 


® A pump that combines low price with all 
the outstanding quality features of the 
famous Sumo submersible line. 


* A pump that’s backed by a pedigree of over 
30 years specialization in the manufacture 
and design of domestic water well 
submersibles, 


THEY'RE THE TALK OF THE INDUSTRY 


Send for full details on the outstand- 
ing Sumo Type A Submersible today. 


SUMO PUMPS, INC. 


Dept. E, 375 Fairfield Ave., Stamford, Conn. 
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The popular priced shower stall | 
that’s full of the features you’d 
expect only in more costly 
showers . . . plus Spartan full 
length, deep groove, slip-on con- 
struction for extra rigidity and 
long life. Undoubtedly America’s 
easiest shower to assemble ...a 

nuine saving to the plumber. 
Fea eh gauge steel. Also avail- 
-_ n Pwd gauge aluminum 
he Crown. 


Gal Ley es Literature on Request 


vanized-Bonderized 1 "Stee! 











COVER 
YOUR 
PROFITS 
Against 
LOSS 
with 
custom 
made 


PROTECTUB 


New Improved 
*PROTECTUB 


is made of specially tough 
corrugated paper with a 
processed top finer that 





AMERICA’S FINEST 
BATHTUB PROTECTOR Bim 





Yes, once you install a PROTECTUB cover your 
worries are over and your profits are safe. 
PROTECTUB is your finest day and night watch- 
man against abuse by other tradesmen who 
follow your bath tub installations. Don’t be 


| 

is water repellent and like the fellow who wanted to save a little | 
| 

| 


o 
e 
e 
2 
pp ay money with inferior linings and paid double 
@ due to replacement of damaged tubs. Be sure. 
e 
a 


Install PROTECTUB. 
OVER 150,000 INSTALLATIONS 


When ordering ask for genuine 
Kensas City 9 NOTE! PROTECTUB by name. | 


Place Your Order Today! SPECIFY MAKE and MODEL 


in twe pieces tailored to 
fit for overall protection. 


Visit Our Booth #100 
et the N.A.M.P. 
Convention 
May 6-9 


ALSO THE ECONOMY LINER 
GUM-A-TUB 3 Piece unit) 


The sturdy gummed back lining of heavy 
duty Kraft paper that is simply applied 
by wetting with damp Agee and Bh gs ying 
to surface of tub to be protected. Pre- 
shaped and cut—to fit 4%/2-5-5¥2- ft. re- 
cessed tubs. *Pat 
if not Available at Your Local Jobber Write to Dept. DM. Pend 





PROTECT UB, INC. xcwror2ny. | 
Western a? ZURIER COMPANY, Los fa and San Francisco 
Sheet Available—Also ling literature! 
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lt Was Easy—We Pushed! 


(Continued from bottom of page 103) 
right away are sold on the idea by his persuasive 
sales presentation and sooner or later they'll figure 
a way to get what they now know they want. 

Where does Riggs get his audience? For one 
thing his store and his advertising bring in pros- 
pects for plumbing, appliances and heating—and 
they are all baseboard heat prospects to Riggs. 

He is extremely active in civic affairs and local 
clubs and serves as director for such divergent 
activities as the YMCA and a country club, thus 
makes a lot of contacts that are valuable to him 
in a business as well as social way. 

Frequently, he offers his showroom for civic 
meetings, at which times dozens of potential cus- 
tomers are exposed to the posters and literature 
on his walls and on tables around the room. 

At such times, of course, he makes no attempt 
to sell, but these silent salesmen are always at 
work and often he gets phone calls from persons 
who had picked up a piece of literature or seen a 
poster on baseboard heating. 

Riggs is the first to admit that there is nothing 
sensational or new in his selling technique. The 
“push” to which he accredits his success merely 
means the persistant application of sound selling 
principles and telling his story. And for Harley 
Riggs, “push” also means profit. 





DRESSER 


sr COMPRESSION FITTINGS 
Siig aiad 
INSTALLATIONS 


See your local supply store 





for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 


odes @ «rsa 
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co 1200 SERIES 


FLOOR and SHOWER DRAINS 


Assure Permanent 
Water-Tight Connections! 


is for waste food 


Sell the dicboser 
~ thate Cafe. Soll 


| 
| 


WILLIAMS 


# Waste Food Disposer with tle 
Patented Clamping Device SAFETY FIRST 


Eliminates Bolt Holes 
Through Flashing 


The famous Boosey No. 1200 Series 
Drains embody an exclusive Continuous T eS 
Seepage Groove Clamping Device \ 
F Switch built into 
cover! Disposer 
CANNOT operate 
material. This assures a really perma- siete 4k 
nent water-tight connection. The unique 


which secures flashing material. By mere- 
design of Boosey's Continuous Groove The Boosey Continuous Seepage Her fingers, her child’s 
















ly tightening four hex head brass bolts 
into the tappings provided in the drain 
body there is no piercing of the flashing 





feature provides a maximum secondary pes pote po ae i fingers never in danger! 

seepage area and eliminates clogging shaped clamping ring. This all-important safety 

with building materials during construc- feature is the BIG reason 

tion period. women are buying Williams 
All Boosey adjustable tailpieces are —by-passing continuous 
threaded Standard Iron Pipe sizes pro- feed disposers! 3 
viding easy adjustment to varying floor EVERY QUALITY FEATURE &- 


thicknesses. Boosey No. 1200 Series 





Drains are available in a complete yet $10 or more below others! Sold only 
range of sizes and outlets with a wide Super-quiet! Cushioned through- ; through 
choice of non-adjustable and adjust- out. % HP motor, not just %! Anti- ‘i 
able strainer heads. Also available is jamming, because patented Hammer- plumbers 
the Boosey No. 1200-CI with “Deep mill Pulverizerdoesn’t shred, but grinds 
Set” strainer head and frame. When waste to fine mash! Fits most kitchen sinks. 

No. 1210 RA Series Side Outletee Specified, strainer heads are furnished New Swivel Base eliminates need for changing 

Topped in *lIllinois Metal at slight extra cost. drain lines. 


A RICH, NEW MARKET 


97 of every 100 homes still lack this wanted appliance. 
*Iilinois Metal is an easily This non-saturated market means fast sales and big profits 
machined, acid resisting met- for you! Mail coupon today. 

al, exclusive with Boosey, 
which acquires its polished 
finish by buffing—a solid 
metal—(not a plate). It can- 
not peel at the edges and 
will not tarnish or wear off 
like plated metals. 








Williams Division 
Eureka Williams Corporation, Bloomington, Illinois 


Better Products, Better Made yt bale. biving./ 





tad 











No. 1225 RA Series With Integrol 
Deep Seal Trap 
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Manufacturers of complete Boosey line of Floor, Shower, Urinal * 4 
and Roof Drains—Grease Interceptors, Backwater Valves, Vacuum $ Williams Division, Eureka Williams Corporation, Bloomington, lilineis $ 
Breakers and Fixed Air Gaps, Send for complete literature. © Is the selective Plumber Jobber Franchise for the Williams Waste Food = § 
. Disposer open in our territory? Please rush details. 4 

° ’ 

NAME “ 

NORMAN BOOSEY MFG. CO. Be : 
General Sales Office | $ ADDRESS ° 

$281 AVERY AVENUE DETROIT 8, MICHIGAN $ ony. ZONE STATE “4 
© 2 
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LAVATORY TANK 


NEW 











QUICK-TURN 


Elbow Sweat-On 
LAVATORY «@& TANK 
Fleuble SUPPLIES 


Arbest flexible supplies are designed to slip over 
and sweat directly onto 3%” or 144” copper tube 
rough, eliminating the need for adapter fittings. 
These supplies are plated with lustrous polished 
chrome on nickel base guaranteed not to crack 
or peel. Packaged complete with deep flanges to 
cover sweat-on joint. Measurements for lavatory 
supplies are 544” x 11”. Tank supplies are 
54” x 8”. Riser tubes on both these units are 
1%” O.D. flexible chrome copper tubing. A time 
and money saver for project work. 





Write 
for details 
or order 
ARBEST Line 
from your jobber 


G ~H Manufacturing Company 





3047-49 Amber St., Phila. 34, Pa. 
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ARBESCT # 


YOU CAN 


MAKE MORE MONEY — 
SPEED HEATING INSTALLATIONS — 
with 


i OO eee Ree 


radiant-ray 


_ 
= BRAND 


PA SnseEBOARD HEATING 


(Sef eres A QO SR 


~ 
~ 
_ 


oe ie oe ok 


Check and compare these advantages... 

* Low cost “wet heat” radiation which makes satisfied 
customers for you. 

* Easy to install units. Minimum of cutting and fitting. 

* Fits any floor plan. Can be painted to match any 
decorating pattern. 

* High BTU output reduces material requirements. Saves 
you money. 


FREE OFFER iow, reves “east esn: 


MATOR.” Complete calculation data sheets take the 
mystery out of estimating and installing. WRITE NOW! 














RADIANT*RAY RADIATION, INC. 


900 W. MAIN STREET NEW BRITAIN, CONN. 





NEPTUNE ENGINEERS FOUND THE ANSWER! 
EPTUNE 





































MODEL B 





® Anyone can in- 
stall! Cannot rust! 
Complete with 
cord and plug! 
Selis on sight! 


MADE BY MFRS. OF NEPTUNE SUMP PUMPS 


How to develop a pump that would dispose of 
waste water where there is no sewerage, or where 
washing machines and laundry trays are below 
the sewer line, has been answered by NEPTUNE 
with this rugged pump. Enthusiastically wel- 
comed by thousands tired of back-breaking 
tasks of removing water by bucket, hand- 
pumps, and other outmoded methods. 


Write for Literature 


NEPTUNE PUMP MFG. CO. 


4912 NORTH 6TH ST., PHILADELPHIA 20, PA. 








“SPARKLER FUEL OIL FILTERS 


- « « have saved me a lot of 
grief in servicing burners” 


—says one fuel oil dealer. If you 
keep the fine tank rust out of 
the fuel line you don’t have 
clogged burner tips. The rayon 
filtering element in a Sparkler 
filter does just this, consistently 
all during the heating season. 




















Mode! Service R dati 
$H-3 for space heaters and other small burners 
OB-2 for average home burner 
oB-4 for gpartment buildings and small steam 

boilers 

OB-8 for industrial burners 














Write G. Harry DeGraw for particulars 
MANUFACTURING CO., Mundelein, |ll. 








Makers of filters for the petroleum industry for over @ quarter of @ century 
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They Deal in Ones .. . 


(Continued from bottom of page 94) 


complete units, not just plumbing fixtures. 

2. One man in our organization must be solely 

responsible from start to finish.” 

Gustafson went on to tell Domestic ENGINEER- 
ING about a survey conducted among homeowners 
by one of the leading plumbing fixture manu- 
facturers. In this survey, it seemed clearly 
apparent that the biggest single detriment to 
bathroom remodeling sales was that the home- 
owner would have to deal with plumbing con- 
tractors, plasterers, tile setters, flooring contrac- 
tors, carpenters, painters and electricians. He 
would have to deal with each craft individually, 
getting separate bids and making separate pay- 
ments to each of the trades. The burden of co- 
ordinating these various trades to get the desired 
bathroom became the real headache of the home- 
owner. 

This divided responsibility among subcontrac- 
tors has been a tremendous detriment to bath- 
room remodeling, according to Gustafson. It usu- 
ally results in the bathroom being torn up far too 
long; causes broken schedules for all the trades 
concerned; reduces profits for the individual con- 
tractors. “We were determined to sell completely 
remodeled bathrooms,” said Gustafson, “because 
that’s what the howeowner wants, not just new 
plumbing fixtures. Selling the complete new 
bathroom would not only give us a sales advan- 
tage, but would also enable us to cut our installa- 
tion costs because we could control the work 
sequence.” 


How to Handle the Complete Job 


The first step, of course, was to select the right 
manager to be in charge of remodeling. Gustafson 
described that as the essential first step. The ideal 
man must have knowledge of not only plumbing 
and heating, but has to be able to do basic esti- 
mating on tiling, painting, carpentry and all other 
building trades. He must be sales minded and 
experienced in dealing with the homeowner. 

The second step was to line up the contractors. 
It was no serious problem to get a working 
arrangement and understanding with sources for 
tile, flooring, carpentry, painting, and electrical 
work because Gustafson was giving them the 
advantages of his advertising and sales efforts. 
They receive their normal rates and prices for 
all labor and material furnished. 

Actually, says Gustafson, these other trades 
have been at an even greater disadvantage in 
selling remodeling than has the plumbing con- 





iticulars 
—— 


lein, it. 


B century 


tractor. The plumbing fixtures are the focal point 
of the remodeled bathroom and all other material 
(Please turn to top of page 220) 
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Use quickdratt 


THE DRAFT CREATOR 


that makes all chimneys friendly 


ON MODERNIZATION AND 
NEW CONSTRUCTION 


bigger profits... | 
warmer friends ! 


Now you can assure your customers against i 
trouble with condensation on gas-fired heating i 
plants—puffing, sooting and pulsating on 
oil burning equipment—smoking, puffing and 
clogging on coal furnaces—common diffi- 
culties caused by faulty or inadequate draft. 


Short chimneys used in today’s one-story and 
basementless homes do not provide sufficient 
draft to support full combustion and carry 
off all troublesome combustion products. 
Popular outside chimneys require longer to 
heat up and establish necessary draft. Long 
runs and els in smoke pipes and angles in 
chimneys cut down draft. 


quickdraft overcomes these faults immediately 
and effectively. It creates full draft when 
firing begins and drives combustion products 
up the chimney. It operates through the 
firing period but does not “build up” excessive 
draft. quickdraft places no obstructions 

in the smoke pipe. 


Simple, fool-proof, built for long service, 
quickdraft is reasonably priced . . . consumes 
no more current than a lamp bulb... and 
quickdraft is as easy to install as a length 
of smoke pipe which it replaces. 


To make bigger profits and warmer friends, 
use quickdraft to prevent draft trouble on 
new construction, and : 
to correct draft 
trouble on moderniza- 
tion work. 







IMMEDIATE DELIVERy 
Standard Sizes 















* Write or 
% wire for 
j Installation 
Manual 
and details. 


gon 
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quickdraft 


COMPANY 


DIVISION OF THE HALL’S SAFE COMPANY, INC 










1640-F CLEVELAND AVE., N. W., CANTON 3, OHIO 
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ASK YOUR | (Continued from bottom of page 219) 
JOBBER FOR | must harmonize with the fixtures. Gustafson’s 
| subcontractors have been most cooperative in 
| executing remodeling work. Careful supervision 
| has allowed them to receive several days’ notice 
| and to date, no subcontractor has failed to appear 
| at the time he was scheduled. 
GAVIK-DON The subcontractors have been enthusiastic 
WHEN ORDERING about the arrangement because it also gives them 
SUPPLIES entree to the homes of new prospects. Gustafson 
: mentioned an instance where a painter went in 
TRIED, TESTED AND .. | to do $20.00 worth of work in the remodeled 
APPROVED BY THE q bathroom and walked out with a $200.00 decorat- 
MASTER PLUMBERS ing job for the entire house. Similarly, a car- 
penter doing minor remodeling picked up a porch 
COPPER TUBE CHROME construction job that amounted to $800.00. 
PLATED FLEXIBLE The third step was to line up financing so that 
LAVATORY AND TANK it would be immediately available whenever L-1380 | 
SUPPLIES needed. “From credit agency statistics, we esti- Suitable f 
PLUS FITTINGS mated that 80 percent of our prospects were Large ou 
AND STOPS accustomed to time payments and we wanted to vga 
ANGLE AND be prepared to sell our products on any basis better an 
STRAIGHT 3 the customer might want to buy them.” Lining roofs. 
up the financing proved to be the easiest part of ms 
the whole program and Gustafson is now able to eee 


offer his prospects a wide choice of plans. 
The fourth part of the plan was consistent 
advertising. “We resisted all temptations to hit 
(Please turn to top of page 223) 
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... Effective immediately, all Alberene sinks will 
be special sinks, built to order to fit any space, in 
any dimensions. Manufacture of production-run 
laundry trays has been discontinued. 









Just send us complete dimensions (ask us for — 
our easy-to-use order forms). There are nine . 
types you may choose from. If you have any sel 
trouble in design, phone our local representative, and 
or write to — = 

ALBERENE STONE CORP. ALLGRAFT 


OF VIRGINIA 
419—4th Ave., New York 16, N. Y. 





MANUFACTURING COMPANY, INC. - 
27 Hayward St., Cambridge, Mass. 117 San 
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_— THREE POPULAR PRODUCTS FROM BLAKE'S COMPLETE LINE 

2 ’ L-1565-S for screw pipe. 
Silastic L-1565-SP for soil — 

Single “TY” Fittin 
them L-1795 Slip Type Carrier for Blow 
tafson (L-1800 for Syphon Jet Bowls). 
nt in 
\deled 
corat- 
L Car- 
porch 
» that 
never L-1380 ROOF DRAIN WITH HIGH baits BLAKE “PUREFLO” : 
i- The Blake ‘TY’ Fitting is designed for Grease _Interceptor—Features: _1—-Made 

7 Suitable for any type roof construction. single installations of Ae? sine closet cushion Edeicaens Geman ony 
were Large sump Grea. Combined gravel bowls, or for batteries of 12 or less. It is removal of grease. 4—E£asy to_ install. 
ed to stop and flashing ring secured by heavy made for both soil pipe and screw pipe 5—Adaptable to all types of service and 
basi studs. Safety pan for seepage and and for blow out or syphon jet wall hung‘ Hoakurs,_ Efficiency, constant ot al 

asis better anchorage in concrete poured closets. araeoue control. &—Oder proof 
ining roofs. 
wt of For further fer divest ask for Blake Catalog No. 16 
le to 

Blake Division of 
tent HOFFMAN SPECIALTY MFG. CORP. 
> nl 4 
: ; loot York Street «© indianapolis, Indiana 








Pipe nipples need protec- 
tion, too — particularly the 


carefully machined threads 

that can rust in stock. 

That’s why each quality 

Challenge Steel Nipple S&S Go to Bat for YOU — 
with its winning lineup of 


from 14" x 2” is —: in a tough protec- 
0 IS ore aaienees Tubular & Cast Brass, Nipple, Specialty 
PLUMBING PRODUCTS 


wality-protected Challenge Steel Nipples 
sell faster, create more satisfied customers 
and repeat business. Write today for the 

Write for cur big 176 page catalog today 
and learn why it always pays to specify 
JAMECO for every contract. It’s FREE. 










complete details. 


CHALLENGE NIPPLE DIVISION 


Frith e Lintksay Co. 


117 Sandusky St. * Pittsburgh 12, Pa. * FA. 1-5700 














SELL THE 


BiG JOBS 


WITH 


NCHOR 
INDUSTRIAL STOKERS 








Adnchor fills the bill for an extra-heavily 
constructed industrial stoker. The Anchor 
Industrial Stoker has a burning capacity of 
250-750 lbs. per hour with a_ hopper 
capacity up to 825 lbs. It meets the re- 
quirements of high pressure and power 
uses. The Anchor Stoker is amazingly 
quiet and efficient. Anchor Perfex or 
Minneapolis-Honeywell controls available. 


ANCHOR STOKERS ALSO AVAILABLE (Wf 
COMMERCIAL AND RESIDENTIAL MODELS 























Get complete literature and prices with no 
obligation. Write today. 


NCHOR 


STRATTON & TERSTEGGE CO., INC. 
P.O. BOX 311, NEW ALBANY, INDIANA 






BBth Year of Manufacturing he est in’ Mid-West! 
a 
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| pay for themselves by 

| on-the-job savings in , 2 ¢ 

| labor time. Carry-All > sO 
( ) 


| by truck dealers every- 
| where. 


| other efficiency service accessories enable you to 
operate Carry-All equipped trucks “custom made” 


| to the exact needs of your business. 
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_ © Carry-All Model B-750 
for Ya ton chassis, equipped with 
Material Trays in horizontal com- 
partment. 32 cubic feet of added 
carrying space in 6 compartments. 
25 square feet of floor space. Can 


be fully enclosed with Carry-All 
— Top or Carry-All Sliding 


Give your 
business the 


| new “EFFICIENCY LOOK” | 


| Put this attractive all steel body on any make 12, 34 
| or 1 ton truck chassis. Replace present bodies on 
| your older trucks, Specify Morrison Carry-All Bodies 
on your new chassis purchases. Carry-All Service 
Bodies DOUBLE the carrying space — DOUBLE the 
working value of your truck investment. 


Six key-locked enclosed compartments. Adjustable 
shelf and tray arrangements and a wide selection of 


Carry-All Service Bodies identify your business as 
being efficiently operated — they denote business 
reliability. Even more 

important they actually €= . PAY AS 5 0 


Service Bodies are sold 
od WRITE TODAY for Mivstrated 


Literature and Detailed 
J Ses, Specifications. 


CARRY-ALL BODY DIVISION 


MORRISON STEEL PRODUCTS, INC. 


686 AMHERST STREET, BUFFALO 7, N. Y. 


Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel 
Garage Doors, Literature on request. 
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(Continued from center of page 220) 
with a big splash in our advertising”, said Gustaf- 
son. “We are in business 52 weeks a year and we 
want business coming our way 52 weeks a year. 
So we agreed on a minimum frequency of adver- 
tising as one time per week. To get this fre- 
quency, we were willing to cut our ads down in 
size. Most of our insertions in the newspaper 
to date have been two columns by 5 or 7 and 
appear in the ‘Building Material Section’ of the 
Sunday newspaper. These ads cost us from $75.00 
to $100.00 a week. It probably costs us more to 
advertise than it would a contractor in an average 
sized city because our newspaper’s circulation is 
600,000.” 

These small ads have pulled an average of 8-10 
inquiries each for Gustafson. In fact, the news- 
paper results have been so good that he has not 
yet started his direct mail program nor his incen- 
tive plan to encourage journeymen to turn in 
leads. 

The fifth part of the Gustafson plan is the show- 
room. While a typical showroom display of prod- 
ucts is helpful in selling remodeling, nothing can 
take the place of the complete room setting. There 
the customer can see not only the fixtures, but 
the tile, medicine cabinet, floor and wall cover- 
ings, and bathroom accessories blended together 
(Please turn to top of page 224) 


C. M. CALL INTERCEPTORS 


Prevent Drain Problems! 
¢ ¢ Eliminate Waste aeereee ! 


SPECIFY THEM TO 
YOUR CUSTOMERS 


beg M. CALL Inter. 
ptor Waste Traps ay 

for themselves through 

their health and proper- 
y protecting features. 
ue 








prevents sewer gas con- 
taining germs. 

Prevents stoppages before entering drain. Prevents loss 
of jewelry and valuables which can be retrieved by 
side clean-out plug, Guaranteed to give stoppage-free 
plumbing under normal conditions. Made in all stand- 
rd sizes, Some Plated, Polished Brass, Piain Totiehed 
Bass and Row, Brass. New York Piumbers’ pecia 
ties Co., Ine., “exclusive distributor in New York City me 
ang i in 180-mile radius in Connecticut and New York Le r 

4 : 
y APPROVED BY X 


C. & H. PLUMBING SPECIALTIES & sonein) 


o\ AND APPEALS / 


3148 Bruckner Blvd. New York 61, N. Y. arias wae 


Stock Up On Profits) 
Stock Up On SHERWOOD cocks 


In stocking good quality merchandise, you not only establish customer 
prestige and confidence, but in doing this (as in stocking the SHER- 
WOOD No, 86-A Anti-Syphon Ball Cock) you are assured a steady profit. 
For the No. 86-A is not only efficient, long-lasting and dependable, but 
quiet, non-syphoning, and water saving. Herein lies good profit. For 
that is what you have stocked. 





SHERWOOD BRASS WORKS 6331 E. Jefferson Detroit 7 
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REASONS YOU OWE IT 
TO YOURSELF TO TRY 
THIS NEW TOOL 








EASE.....+ They are self-feeding! Matching threads on 
pilot and outside diameter do the trick. 
ECONOMY... Pilot is replaceable. 


VERSATILITY. . Bit is removable from shank, and shanks ore 
available in 344” x 514”, 12 and 18 lengths. 


LONG LIFE... Can be maintained in cutting condition by 
filing on the job, following simple instructions 
which accompany the tool. 

Compare these 4 exclusive “PLANETOR" 
features to any other bit! 


Order through your favorite jobber — or write 
MAGIC FEED us for further information. 


PLANETOR PRICE & RUTZEBECK 


BORING BITS 


exclusive national distributors 


Post Office Box 30 Hayward, California 





Series ‘JH"’ 


GREASE INTERCEPTOR 


Automatically’ Discharges 
the intercepted grease 


*at the turn of a valve 


Now... for the first time 
anywhere .. . Josam offers a 

grease interceptor that ends 
one of the greatest problems 
of grease interception —the 
removal of the grease from 
the interceptor. New Josam 
Series “JH” interceptor 
automatically discharges the 
grease from the interceptor 
at the turn of a valve. Now it 
is no longer necessary to take off cover and remove grease by 
hand—there is no mess, no odor—grease flows out of nozzle. 





A new, profitable source of business for you. Send coupon 
today for complete information. 


JOSAM MANUFACTURING CO., Dept. DE, Michigan City, Ind. 
Please send complete details on Series “JH Grease Interceptor. 
Se Ser ee .. +» Business 
Firm 
Address . 
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APCO 


CAST IRON SOIL PIPE 


Philadelphia can boast of 130 years’ service; 
Mobile, 122: New York, 119; St. Louis, 116. 
Many other cities, too, have a century of 
service. For a quality plumbing job, make 
it CAST IRON and you're Sure of PER- 
MANENCE! Now, as for SEVERAL GEN- 
ERATIONS, the name is APCO — which 
means— 


SEND FOR LATEST CATALOG Cy, 


OISTRICT SALES 
FFICES: 


Kansas City, Seattle. Denver. 
In Canada: WATSON AGENCIES, 
628 Oakwood Ave., Toronto 





LA-CO 


(Regular) 


NON-ACID 
SELF CLEANING 


‘Ss 


LA-CO Flux is more active than resin base flux... 
gives greater efficiency . . . dissolves oxides of metals 
instantly ... prepares a free and clean surface for a 
firmer solder union... fluxes through rusty or oily 
surfaces, thereby eliminating unnecessary cleaning. 
Residue will not absorb moisture. LA-CO Flux 
(Regular) is NON-ACID...SELF-CLEANING. 
LA-CO also manufactures special flux for chrome 
and stainless steel, an electro flux for electrical work 
and a flux for silver soldering. 
A safety feature ...it prevents acid burns. 
Send for descriptive circular and price information. 


Samples upon request. 


a 
ie LAKE CHEMICAL CO. 


3057 W. Carroll Ave., Chicago 12, Ill. 


erane 
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(Continued from center of page 223) 
into a harmonious whole. The homemaker can 


walk right into the room and anticipate the 
pleasure of having a similar room of her own, 
The most important feature of the Gustafson 
approach to the modernization market is that of 
undivided responsibility. No discussion is made 
with the homeowner about other crafts. Emphasis 
is placed on Gustafson’s undivided responsibility. 
If the homeowner indicates that he would pre- 
fer that the Gustafson firm handle financing, the 
customary credit information is taken and 
‘phoned to the bank. Within one hour the bank 
will tell them if the loan is to be approved. Much 
of the work now being done is being paid for in 
three equal installments due in 30, 60 and 90 
days, although some of the financing is done 
under the F.H.A. Title I and some loans are 
handled by the homeowners’ bank. It is esti- 
mated that approximately 75 per cent of business 
right now is being paid fully within 90 days. 
While Walt and Roy Gustafson take a close 
personal interest in their remodeling department, 
the actual selling of remodeling jobs and super- 
vision of the remodeling work is done by Arch 
De Lancey. To find out how 50 per cent of all 
remodeling leads have actually been sold, Domgs- 
TIC ENGINEERING’s reporter invited De Lancey to 
(Please turn to top of page 227) 


For FASTER HEATING & MELTING 
Use «Wutuad PROPANE 


FURNACES & TORCHES 





#5 TORCH 
Develops 2400° F. 





PLUMBERS & HEATING MEN=— 
DON’T MISS THIS: Mutual's field 
proven Propane Furnace melts 60 pounds 
of lead in 12 minutes. Mutual Propane 
Furnaces and Torches are hotter, faster, 
safer. You get the job done better and 
quicker with fewer man hours. No pump- 
ing, priming or waiting. Won't blow out. 
No smoke. Light weight. Ideal for heavy 
duty preheating and close melting. Blow 
torch and soldering iron can be attached 
to Propane tank hose. 

Mutual High Speed Torches available in 
broad flame or pointed flame. Reduce ex- 
cessive labor costs. Use Mutual Torches 
and Furnaces for the most efficient, clean- 
est, portable fuel known. 

Send for free Mutual cat- 

alog and price list. 


#2 FURNACE 


#4 TORCH —Broad Flame 


#4A TORCH —Pointed Flame Ny 


Wy vy 
WILTTITTA LIQUID GAS EQUIPMENT CO., Ine. 


3600 WEST IMPERIAL H 


*Liquid Petroleum Gas 
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New and faster methods of material handling in loading and 
unloading trucks have offset the rising costs of delivering 
merchandise of every description. Now Anthony Lift Gates 
reduce costs still further by: lighter weight—to permit more 
payload per trip—more payloads per day; by using only ONE 
cylinder and ONE control lever for ALL operations—greatly 
simplifies and cuts manual time per delivery—74% fewer 
operating parts minimizes maintenance. 

10 important reasons why Anthony Lift Gates can cut your 
delivery costs up to 50% are 
explained in New Brochure 
just off the press. Send for 
your copy today. 


One Cylinder alone does all 
operations — opens, closes — 
lifts and lowers gate. 





















ANTHONY the Power to lower delivery costs. 


LIFT’ 2 GATES 


in sizes up to 4000 Ibs. for 
all trucks and semi-trailers 





Patd. & Pats. Pend. 
U.S. and Foreign 


ANTHONY COMPANY 


STREATOR, ILLINOIS e DEPT. 9D 













NEED Good FLOAT BALLS 7 


KEYSTONE 
For those larger jobs where : PLASTIC FLOAT BALLS & 


fast recovery plus storage 
are needed. Model 124 
fh gives 200 GPH, has Pi 4 ; 
a rive 300 OPH, bai 4” x 5" standard service under all operating 


130 gives 300 GPH, has : 

A SE I beled ¢ k | ee wees nest conditions... equal in every re 
A.S.M.E, labele anks | tes 5 i Boa r e 
git cant ees edly ie rear ia conpagay 
buildings. Gas eaters . oes a t to the co r ats. 
A.G.A, approved. ed and guaronteed for pec sf copper floats 


ot WRITE TODAY nae foes 
BOCK CORPORATION a : ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR 


110 S. Dickinson St. Madison, Wis. KEYSTONE BRASS WORKS - ERIE, PA. 








give long and satisfactory 




































jot PIPE HANGERS 


Ask for Catalog No. 452 covering Hangers & Inserts 


Swe TIME AND MONEY WITH 


SPEED’? RADIATOR BRACKETS 


















The time and money you save by using “Speed” i 
Radiator Brackets on any job far exceed the ' 
cost of the brackets themselves. This is why i 
they are used by heating contractors from coast 
to coast. No time wasted in assembling—and 
less time required to install. Hangs any type 
of wall or tube radiation. Write for literature. 


Your Jobber Stocks Them! 
CARTY & MOORE ENGINEERING CO. 






Fig. 375 Fig. 316 





9966 


Fig. 254 Fig. 251 Fig. 312 
GATEWAY eet GATEWAY 


ENGINEERING COMPANY COMPANY of OHIO ENGINEERING (CO. of MD 


1150 W. BALTIMORE 





DETROIT 2, MICH. 




















6 


Master Plumbers and Plumbing Contractors who serve a 
quality clientele of home owners and builders, know 
that every housewife wants a beautiful kitchen that is 
sanitary, easy to clean and keep clean. For permanent 
beauty, they recommend the Stainless Steel Sinks that 
they know will meet the most exacting requirements of 
their customers — 


Just line Kaduluse 


JusT Line Sinks are custom built, one piece construction 
and electrically welded throughout, assuring the utmost 
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STAINLESS STEEL SINKS 
ARE FIRST CHOICE 


in sanitation and a lifetime of service. This construction 
eliminates the hazards of cracks, seams, joints and flanges 
that add to cleaning drudgery. Their sheer, unmarred, 
shining beauty will never chip, craze, watersoak, cut or 
scorch. The longer they are used, the more beautiful 
they become. 


Write today for Illustrated Literature 
and send us your specifications 





Ff 


M. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


© WATER-MASTER FAUCETS 


LAVATORY LEGS AND TOWEL BARS 


OF NEW CHROMIUM PLATED HEXAGON BRASS 
fit all lavatories 


Quick and easy to install! No tools, no set 
screws, no “call-backs’’ required with these 
exceptional legs and bars! Proven “LOK- 
FLANGE” principle gives permanent satis- 
faction. Finest that money can buy—yet cost 
no more than ordinary types. Ask your 
wholesaler for literature and prices, or write 
direct. 


REED-CROMEX CORPORATION 
492 South Green Road Cleveland 21, Ohio 
“Anything Worth Doing ...Is Worth Doing Well” 




















7 Manufacturing Co. 
‘ é 9233 KING AVENUE 
ye iA ‘A FRANKLIN PARK, ILL. 


BETTER BUILT | 


LAUNDRY 
TRAY STANDS 












MADE BETTER. 
HEAVY DUTY 
CONSTRUCTION. 
COLLAPSIBLE. 

EASY TO SET uP 


All sizes for 1 and * 
2 part porcelain or 
fement trays. 


















MFRS. OF 
LAUNDRY TRAY 
STANDS AND 

HANGER 

STRAPPING 
















Sewer Cleaning Machine 
() o) O ai Sturdy 
FOUR POINTS Mobile 
OF Portable 
SUPERIORITY 
Most Profitable 
Desirable 
Economical 





and Reliable! 


Very essential in 
your service depart- 
ment. Very profit- 
able equipment. A 
good money maker. 
The new Clean-Rite 
was developed in 
many years in the 
sewer cleaning busi- 


DON’T DELAY 
BUY TODAY! 














Approved and ad- 
mired by all profes- 


ness and is designed 
to do a more thor- 
ough job at far less sional sewer clean- 
cost. ers. 


GROVE MACHINE WORKS 


DEPT. D, P.0. BOX 136 BOWLING GREEN, OHIO 
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(Continued from center of page 224) | Lf [ 
divulge the rules and sales principles that he ere if ts al a g ance... 
observes in making interviews that have de- 
veloped such a highly successful percentage of ’ , 
sales. Arch feels that the most important rule = a 
is “do not get technical”. He feels that the home- 
owner should not be confused with petty details CROSS SECTION V EW.. ° 
about exact piping arrangements or if a certain ee 
kind of connection may be required. He advises * * # 
to never lose sight of the fact that in selling *« JAX * 
modernized bathrooms you are selling a com- | re * 
plete installation and not simply a piping job | THERMOSTAT 
that must be installed to conform with the local | MERIC A 
plumbing code. 


Depending on the interests of the prospect, you | DEPENDABILITY C 0 hi T R 0 | 


should make your sales approach on one well 


chosen theme such as: comfort, pride of owner- SNAP-ACTION 
ship, improved property value, the most used | 
room in the house, or any other factor that may ; Thermostat 
struction have developed during the interview. Model No. 12 
d flanges By staying away from technical issues and 
nmarred, sticking to an appropriate sales theme you can 
k, cut or get the homeowner into the buying frame of mind. 
beautiful 


This buying urge for bathroom modernization 
means less new-work competition and a better 
profit mark-up. 

It is the Gustafson firm’s experience that the 
g Co. mark-up can be as much as three times greater 


VENUE (Please turn to top of page 228) 
¥ 


here's a great deal of 
satisfaction in knowing that 
the Water Heaters you sell 
are equipped with AMERICAN 

PAY N @) ie > F CONTROL Snap-Action Thermo- 
stats . . . known as the heart of 
FOR the water heater. This fact is 


arn AAA ee h 
PNUMSINC OM TUTTE the AMERICAN CONTROL Snop- 
: i e 





Action Thermostat will automati- 
cally maintain hot water in the 
tank at all times. 


The AMERICAN CONTROL 
Thermostat is torture-tested, 
strong and dependable—backed PRECISION 
by engineers and craftsmen who, MANUFACTURED 
in th duction of this remark- aedeagal 
wean. ase sonal SATISFACTION! 
able control appliance, have 25 
years’ experience to back them 
oY ee MAA up... that over a million of their 
= ow | hy, WR ss thermostats have been gainfully 
, \ gk ; WRITE FOR COMPLETE 
used in top-quality water heaters. DETAILS TODAY! 


ALSO Firat IN FIRE PROTECTION EQUI PMENT . ERICAN. ee 


Sey ae 


ESTABLISHED 1887 | a C NTR iL CORPORATION. 
proto W.D. ALLEN manuracturineG co. Manufacturers of Thermostats & Safety Pilot Controls 
' CHICAGO 6 + NEW YORK7 COMPTON, CALIFORNIA 


RKS 


| 
N, OHIO 
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GENUINE BARNE 


PIPECUTTERS 





Cut their way 10... 


FAME and 
FORTUNE 


ENUINE BARNES, due to its dominance 

in the plumbing field, is important for 
two reasons. One is, before pipe can be laid 
to specification it has to be cut. And with a 
BARNES it’s those 3 tough tempered, sharp 
cutting wheels that do the work—quickly and 
easily. That’s how BARNES won its FAME. 


Next, since there is so much pipe to cut, 
GENUINE BARNES has helped many 
Master Plumbers make a neat little for- 
tune ...as it will for you. So, ORDER 
YOUR GENUINE BARNES TODAY! 


| 
1 | 











The BARNES TOOL CO., Inc. 


NEW HAVEN, CONN 











Perloo HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGas NEEDS 
Reseed Sie wad Cele Seat, Radiant Heaters, rsh esas fm Tr Oe 


Yeors of 
“ue , +t tried ond proved line—styles, types and sizes 
for domestic, commercial or defense heating requirements. a# 





yle < 
e PEERLESS Line | 
ng Requirement 0 
s, Apartments, Housing Projec 
e Housing, Churche 








PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KENTUCKY 


ENGINEERING 









(Continued from center of page 227) 
for modernization work than for comparable work 
on new construction. 

If you want to find good prospects that are 
willing to spend money for home improvements, 
concentrate as much as possible on the wage 
earner in the three-to-five thousand dollar in- 
come group, De Lancey believes. In this group 
the family income is often augmented by a work- 
ing wife who is inclined to form decisions on 
how the family money is to be spent, and she is 
very much influenced in the time-saving advan- 
tages and in the enjoyment of better surround- 
ings in her home. 

It is the experience of De Lancey that it is 
easy to sell up modernization throughout the 
house once you have been invited to estimate on 
a proposed bathroom modernization job. When 
you check the basement for piping it is inevitable 
that you see what equipment is now in use and 
what other equipment might be logically added 
and included in one purchase with one repay- 
ment plan. If the customer needs a larger water 
heater or laundry equipment these can be pro- 
posed now. These homes also become good pros- 
pects for a future mailing list when selling food 
waste disposers, dishwashers, ranges, in fact 
this years’ customer on a modernized bathroom 

(Please turn to top of page 231) 





Boiler [ube Cleaners 
Wire Heater Brushes 





WORCESTER BRUSH «0 SCRAPER CO. 


} 


MASON-WORCESTER CO. 
WORCESTER, MASS. 
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Demonstration! 


FREE 


Let us do an actual “ ae 
sewer cleaning job for : 








Sewer-Cleaning is NOW PROFITABLE With 
“FLEXI-CLEANER” 


by AMERICA’S LARGEST MANUFACTURER of PIPE CLEANING TOOLS 








ONE MAN OPERATION—Complete safety. Operator 





you and prove the su- 
periority of FLEX I- 
CLEANERS! Our sales 
representatives are 
equipped and will be 
glad to give you a per- 
sonal ‘‘on the job’’ 
demonstration without 
obligation. 


a? 


Mail the 
coupon today! 





FLEXIBLE SEWER-ROD EQUIPMENT CO. 


Plumbing Division 


ANGELES 4 


TON 


"X" BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from | 
the outside in, through the 
metal line of the boiler and will 
not break down due to expan- 
sion or contraction. 



















ATORIES, INC., 25 WEST 451m ST., NEW YORK 19, N.Y 








ENGINEERED QUALITY STEEL BOILERS f@ 
by Forte 


dependability and ‘‘know-how 


ved fot 
Bayt rit he! 











Portmar offers a complete 
line of oil or gas fired 
heating boilers for steam 
and hot water systems — 
in all capacities. 





































does not handle the rotating rod. 
REVERSING SWITCH—Turns either right or left. 


AUTOMATIC CLUTCH—Pull back to lock—Push for- 
ward to open. 


Y2 hp 10,000 R.P.M. MOTOR—20 to 1 gear reduction 


Three SPEEDS—right or left—125, 250 and 500 RPM. 


HEAVIEST COIL ROD MADE. Safe, quick action, pa- 
tented coupling every 25 feet. 
Pet FS SSS SSS BSS BBS SSBB ee ee eee ee 


§ FLEXIBLE SEWER-ROD EQUIPMENT CO. 

9059 Venice Bivd., Los Angeles 34, Calif. 
Send illustrated catalog 

“ON THE JOB" 


- 


O 1 wish an demonstration 


NAME 


ADDRESS ..... 


city 


LOCAL JOBBER 
Sa SS ee SSeS See See eee 


Peeceeseseesess 






















Steel « Brass * Chrome 
and Copper 


Packaged or in Bulk 







e Long Screws 







2 
Ye‘ through 6” aoe 1 
Thoroughly Cleaned © Tank Nipples | 
Accurately Threaded © Right & Left ' 
Reamed and Chamfered Nipples 16 i 







Fblshurgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 





ATTENTION 
WHOLESALERS! 








a 
BUANER 
Senvica Panta 
re a] H 





1" aie) | ou Bes It’s easy to get started selling Oil Burner 
, Service Parts. Thousands of Oil Burners 
need constant servicing, and your heat- 
ing customers need parts to maintain i 
top burner performance in all seasons. 
Just what you need to make more money 
on service parts—Sell-on-Sight Display 
Board. j 
All the most needed essential Electrodes, j 
Gaskets, and related parts, packed in 
labelled, sealed cellophane bags. Provides 
you with a low inventory way to a wide 
market coverage. Supply your customers’ 
needs from this fast-moving Display 
Assortment. 



































Write For Particulars Today. 


Hydrovalve Co. 


1319 Utica Ave., Brooklyn 3, N. Y. 
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7 midget” that docs a whale of a two=way “eating job! 
JOHNSON’S 


ECONOLUX 150-vw 


Supplies abundant Hot Water Heat 
and ample faucet Hot Water 
for a 10-room home! 


This amazing “midget” is making lots of new friends among both users and 
sellers. In spite of its compactness (it’s only 24”x60” in size) it generates 150,000 
B.T.U. output total... all the heat a good sized home in a cold country can use= 
and from a separate, outer-jacket compartment, it supplies automatic, day-and- 
night hot water as well. 

Homeowners are delighted with its capacity . . . and amazed at its low fuek 
consumption and efficiency. If you need an automatic heating-and-hot-water unit 
for domestic use .. . you ought to check up on the performance and the cost of 
this new Econolux. 


ALSO AVAILABLE FOR STEAM RADIATOR SYSTEMS 


ECONOLUX Model 150-VS 


For use with steam heating systems, the ECONOLUX 150-VS is built without the 
outer water-heating jacket. Otherwise it is the same as the ECONOLUX 150-VW 
in size, capacity and operation. 


The ECONOLUX is 
easy to sell, easy 
to install, easy to 
service. 

It comes to you 
completely assem- 
bled—all ready to 
hook up to water, 
power and fiue 
lines. 


S. T. JOHNSON CO. 
‘ ‘ ‘ ; 940 Arlington Ave., Oakland 8, Calif. 
Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 











Meaty ‘aay: fittings, 
ow with fam- 
ball bearing stems 
fir tenn tates Avail- 
able in four models. 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 


| HINDLEY MFG. CO. 53 John St., Valley Falls, R. |. 


GET FACTS NOW 


on the advantages in 


PLASTIC PIPE 


WRITE FOR FREE LITERATURE 
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H. B. SHERMAN MFG. CO. e 
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Proved Sapa & Dependbilty 


AT LOWER COST... 
By Millions of Hours of Dependable dined 


SPEED-€)-MATIC | 


AUTOMATIC ELECTRIC 
WATER HEATERS 


Specially designed for any location where space- 
saving is essential. Undersink installation . . . © 
just plug in . . . 1000 watt, 110 volt. 


cosTs LESS TO OPERATE 
















INDLEY’S' 















5 = a ? | 
Exclusive SPEED-O-MATIC design reduces op- J _ | | | n A T fn 
erating and maintenance costs. 6 gal Jel $34.00 
Write today for full details and literature of 10 " od 1$46 00 
o -0- r gal. mode e A 
complete line of SPEED-O-MATIC Wate 12 gol, model $54.00 H L i rn } uy 


Heaters and Softeners. 


GENERAL MFG. and DISTRIBUTING CO. ELMER E. MILLS CORPORATION 
Quincy, Michigan 2930 N. Ashland Ave. - Chicago 13 
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(Continued from center of page 228) 
will make an excellent prospect for an entirely 
modernized kitchen before very long. 

De Lancey gave an example of selling up when 
he told us how an inquiry for a lavatory and a 
toilet in a basement—nominally costing about 
$350 under conditions existing on the particular 
job—but the job developed into $1,000 when the 
homeowner bought a new two-compartment sink 
in the kitchen, added a 40 gal. automatic water 
heater, a 50,000 grain capacity water softener, 
and an automatic clothes dryer. “Responses to 
our advertisements usually come to us by tele- 
phone. Our switchboard operators take the name, 
address and telephone number of the prospect. 
Immediately we mail a sheet to the new prospect 
which lists names of customers for whom we have 
recently completed work. 

A general sales portfolio is carried by 
De Lancey on the first call. This portfolio is ar- 
ranged in logical sequence to create the desire for 
more color and beauty in the bathroom. It will 
be described in greater detail next month. 

“However, before the department manager 
calls on the prospect, a credit investigation is made 
at the local retail credit association. This not only 
guards against wasting a lot of time on bad credit 
risks, but it also gives a certain clue to the taste, 

(Please turn to top of page 232) 





Figure 42B special drain for roof cooling systems. Depth of roof flood- 
ing is controlled by an easily adjustable, rust proof dam (illustrated). 
Dam need not be removed to “oy? complete ae Soe. Law 
sibility of losing parts. 42B is a heavy cast iron drain, with grave 
stop, "atullahle in sizes from 2” to 6” IPS inclusive. For standerd 
drains see our catelogue. For special applications, consult our engineer- 
ing department. 
Write for cata- 
logue D-Il, a 
valuable infor- 
mation source. 
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PLUMBING SPECIALTIES 





GRAY IRON CASTINGS 





Bath Traps 


Male and Female Connections 





“Handy” 








A COMPLETE LINE of “Handy” Pat- 
tern Traps, with or without cleanouts, made in 
male or female connections. 


Swing type connections with Street Ells 
permit use where other types are impossible to 
connect. A complete line of Traps and Fittings 
enables the placing of orders in one lot. 


Write for descriptive literature at once. 


Tice WILMINGTON CASTING Co. 


on emo) 


W!LMINGTON, 



















e of Plumbers Tubular Brass 


CS&BCo 


1 COMPANY JEW BRITAIN iN 
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It Telescopes 
to Exact 
Wall Thickness 








HEPA VER 


Uses waste wall space. Has 
low-level, downward heat de- 
livery. Individual room control. 
Easy to install, operate, regu- 
late. Quiet, odorless, no sweat- 
ing, no overheated walls. Safe, 
dependable. Safety Pilot and 
Draft Diverter built in. 
& 
Both Single-Room and 
Dual-Room models. 


WRITE FOR CATALOG - PRICES - NEAREST DISTRIBUTOR | 








THE OHIO FOUNDRY & MANUFACTURING CO. 
“Quality Heating Equipment Since 1846’ 


STEUBENVILLE, OHIO 


(Continued from center of page 231) 
income level and buying habits of the prospect.” 

After investigation, De Lancey calls for an op- 
pointment. 

To focus the homeowners’ attention on other 
jobs are satisfied customers, De Lancey asks the 
prospect for the sheet that was mailed at the time 
the inquiry was received. On this sheet are 
names of satisfied homeowners and the prospect 
is urged to call any of Gustafson’s previous cus- 
tomers or to go see their installations. 

Before submitting the detailed proposal, De 
Lancey creates the desire for a modernized bath- 
room by using a film projector to show Mr. and 
Mrs. Homeowner colored slides of actual jobs. 

Asked if the question of price occurred fre- 
quently, De Lancey said, “The prospect seldom 
raises the question of price but I qualify the 
prospect and get their thinking by making a price 
‘guesstimate,’ but I tell them it is an approximate 
figure that is possibly within 10 per cent of the 
actual cost. I always emphasize that we are sell- 
ing the whole bathroom modernization and that 
our price is not just the cost of plumbing work. 

“If you want to sell remodeling, you have to 
accustom yourself to working evenings,” said 
De Lancey. “About 75 per cent of the prospects 
want you to call in the evening when the husband 
will be home.” 








miller mone + 


A.C. ARC WELDER 





Here is a welder that combines all the outstanding principles 
of the larger MILLER industrial type welders plus extreme utility 
. . . it handles electrodes from 5/64” to 5/32” . offers 
maximum arc flexibility and easy arc starting. 


Easily portable 

Two welding current ranges 

For 115/230 volt power supply 

Continuous current adjustment 

Glass insulated copper magnet wire 

Space layer wound primary and secondary coils 
Substantial steel case and frame 


W, P today for complete information and name 
rite of your nearest MILLER distributor. 


ELECTRIC 
MANUFACTURING 


COMPANY 


APPLETON @ WIS 


SINCE 1929 
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THAN 
A RECOMMENDATION 


WHEN DEALERS SAY- 
“The most efficient gad burner 


I ever handled" 


| 

| 
Scott-Newcomb horizontal gun 
type gas burners can be adapt- 
ed to furnaces or boilers with 
equal efficiency. Burning ranges 
are from 65,000 to 350,000 
BTU. Gas and air are mixed 
at the end of compact blast 
tube, insuring perfect mixture. 





* COMPACT DESIGN—RUGGED CONSTRUCTION 
SHIPPED ASSEMBLED 


* LOW COST INSTALLATION AND OPERATION 
SAFE—EFFICIENT 
HIGH RADIANT TRANSFER 


* INTERCHANGEABLE WITH OIL BURNER— 


| 
* .FLEXIBLE FLAME—HIGH CO, READINGS | 
USES OIL BURNER BLAST TUBE | 
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Sncoyporalek. 
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IF YOU CANT 
LICK EM! - 





PATCO WILL SHOW 


YOU HOW-=- 


PATCO AIR BASEBOARD - 


has more heating comfort, installation and sales advan- 
tages than any other type of warm air system, and it’s 
easier to install. 


Write for this installa- 
tion manual, and get 
acquainted with PAT- 
CO AIR-BASEBOARD 










3704 Guraaion Avenue 
CLEVELAND 14. OnIO 





Makas A Any Fire Fire Door 


A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and yee have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing — on slow 
or Woden othe nen of burner and then close. 

door o when necessary. It’s 
Sol oee to install with the NEW SPRING 








ore IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 
See your jobber or write us. 


INLAND MFG. CO. 


ARMSTRUNG B 


BETTER PIPE BROS. 
Thread (” and 2” pipe with power! 


Pat. 2,605,097 
1120 N. CICERO, CHICAGO 51, ILLINOIS 




















Pins Treader Ib.) nest Portable Power 
der, goes to t ae ip operated | 
¥% " portable electric drill. 1 set of High 
with Steel Chasers do all sizes— just move | 
indicator to 1", 14%", 144” or 2’ marking. | 
Clamp on pipe and apply drilltodrivesquare. | 
The rest is automatic. baer ng on anti- 
friction bearings with automatic lead, it’s a 
fast,easy way togetsmooth, accurate threads. 


Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. Armstrong Avenue 










Chicago 30, Illinois 












Again Available Wesco 
Solid Copper Tube Straps 


Made of solid cop er with 


Tit in sizes %4” to ALL 
— sizes available without 
it 


TIT 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT * LABOR COSTS. The quick, easy 
““SNAP-ON”’ feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

*Ask Your Jobber for Wesco Hangers 
& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO 
















“BEEKMAN” 








SMOK For Buildings 6 to 10 
E Stories High 
OR 4to6 4 
PEPPERMINT Stories High r oe 
TEST MACHINE Municipal 
Available in 3 Sizes Applications 


MUTUAL MANUFACTURING CO. frusnine ss. wey, 
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Sketch of interlocking door 
ond latch jambs showing 
odjustment with spacer- 
tubes and screws. 






Permalume Shower Doors 
Straighten Out Crooked Walls 


Shower Door Company’s exclusive 

Adjustable Jamb compensates for 

out-of-plumb walls, assure easy, water- 

tight fit. Spacer-tubes, cut plus or minus, 

give 7e span of adjustment. Standard 
equipment on all Permalume 

beak shower doors. 


= Door Compan 
OF AMERICA 
973 Peachtree St., N.E., Atlanta, Georgia 
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It's Best in Plumbing Practices | 





to Use FLEXIBLE SUPPLIES 
APOLLO uz%i115 @ 
SUPPLIES ‘way 
The Best way to increase your profits 
is by saving time with APOLLO 
Flexible Supplies. They’re so easy to 
install and fast to connect—those 
APOLLO Supply Lines, 
Fittings, Stops, Nipples and 
Escutcheons. 


Toilet They’ll mean MORE 
Rivet ‘Se PROFITS TO YOU! 


APOLLO INDUSTRIES 


2831 JESSAMINE ST. e@ CINCINNATI 25, OHIO 


-SILKAUF SEATS~ 


MANUFACTURERS OF SEAMLESS 
MOLDED TOILET SEATS 


e@ Baked Enamel (white e@ Black Open Front In- 
and colored) dustrial 

@ Sheet Covered (white plastic (marbleized 
and colored) colors) 

@ Pearl (18 colors) : 

@ Elongated (in above © House Troiler Seats | 


seats) © Both Stools | 






Lavatory 





Inch 
Straight 
Female 








Sold Exclusively Thru Jobbers 


y |) 1 @) 0) OL Oe Bon) am Ov -0 0 2O) 3.00. 
Bble 








PO. Box 4737 
os Angele: 1 


(@elfiielaaiie) 





a ee 


FOR STRONGER JOINTS 


DRESSER 
COMPRESSION FITTINGS 
ELIMINATE 
PIPE THREADING 








for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 
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re .\ 13 a Help 
QUALITY 


THE Standard of QUALITY 
for Over 30 Years! 


There's always less sellin 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 
The KAINER LINE! 


KAINER & ae) 761) LEXINGTON STREET 
° CWICAGO: 7, AL tthe 


FLARING DIE 
WITH COMPRESSOR 


FOR COPPER TUBING 


Compact, Fast and Simple. Flares 
end of copper tubing quickly and 
correctly. Seven flaring dies %¢” - 
4” - %q” - %” - Ke” - 2" - %"- 


KAINER 


HEA 
EATING SPECIALTIES 


C-3 

















It does a speedy job 
without the aid of 
loose dies or a vise, 
and is compactly made 
for more efficient use- 


Price $4.15 
JACKSON 








Distributors Wanted—Write Today! 


~OERMAN CLARK MFG. CO. stStis 
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Tally-Up Once a Month to Check Profit Leaks 


(Continued from page 101) 
livery trucks are on the upswing, 
like everything else, or they have 
risen considerably since their 
purchase. The contractor should 
acquaint himself with the current 
prices of his depreciation write- 
offs at a realistic figure, a reason- 
able approximation of what he 
must pay when it comes time to 
replace old equipment with new. 

There’s a need for supporting 
records. If the margin on sales 
shown on a statement has de- 
creased, it may be due to “invisi- 
ble losses” on inventory with the 
result that the contractor can’t 
check back. Short-pricing may 
also reduce the margin below 
what it was on a prior statement. 
Short-pricing may take time to 
trace if the contractor has an 
ample stock. He can short-cut 
the process with a“Pricing Regis- 
ter,” wherein are entered the cost 
and selling price of each item, 
mark-ups and mark-downs. On 
service work, he may be losing 
money, which will reduce his 
margin, but he will have no way 
to check back unless he keeps 
cost records; he can determine 
profit or loss monthly, but he 
cannot ferret out the “why” of 
a profit or loss, which is as im- 
portant as knowing how much 
money you earned or lost. 


Pro-Rate Expenses Monthly 


The contractor should pro- 
rate overhead expense monthly. 
To get an accurate monthly profit 
one must make such allocation 
consistently. Some contractors 
pro-rate only fixed expense, such 
as mortgage interest and depre- 
ciation, not realizing that certain 
variable items also should be pro- 
rated, particularly salaries and 
commissions, which are allocated 
according to the amount due, 
but not yet paid, as of the date 
of the statement. Taxes, mortgage 
interest and other interest paid, 
insurance and depreciation, are 
pro-rated 1/12 of the yearly ex- 


pense for each separate month. 

Some contractors who get 
monthly statements do not make 
these allocations, hence, the net 
profit shown is either too high or 
too low and any attempt at com- 
parative analysis is futile or mis- 
leading. 

Advertising expense, if an ex- 
tended campaign is under way, 
may be spread over a period of 
time, otherwise, it may be 
charged to the month used. Re- 
pairs are charged to the month 
incurred, but if they are high, 
the expense should be consid- 
ered when analyzing results. 


How to Pro-Rate Repairs 


It is difficult to pro-rate repairs, 
because unlike insurance and 
taxes, they do not cover a set 
period. Extraordinary outlays 
should be charged to net worth 
or surplus. For example, if a con- 
tractor is insured for $10,000 and 
a fire causes an $11,000 loss, it 
would be unfair to charge net 
profit with the $1,000 loss in any 
month. The charge should be 
made to net worth. The method 
of pro-rating bad debts is to set 
up a reserve for this expense, 
computed as a percentage of 
credit sales, the usual percentage 
being the average bad debt loss 
to sales for the prior 3 years. 
Social security taxes should be 
pro-rated on the basis of payroll 
for the month. 

Unless the contractor pro- 
rates his expenses, those that 
normally carry over from month 
to month or carry on for an entire 
year, such as depreciation and 
insurance, he cannot get a good 
perspective of the relative profit- 
ability of each month’s earnings 
because some months will carry 
more or less of their share of ex- 
pense and distort comparative 
analysis. 

Income tax is an expense today 
that should appear on the month- 
ly statement, but not under over- 
head expense. It is better to de- 
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duct the estimated tax from the 
monthly net and open an ac- 
counts payable to the tax col- 
lector for the amount. The 
pocket-profit left after the tax 
is deducted is the figure to use 
when comparing results with 
prior periods. That’s all that’s 
yours. Uncle Sam wants the re- 
mainder, so the books should re- 
flect the true facts. When the 
income tax is not shown on the 
profit and loss statement, the 
contractor isn’t getting an ac- 
curate picture of the earnings he 
can credit to net worth. If the 
net before tax is credited to net 
worth, it is inflated by the amount 
of the tax. If the contractor 
doesn’t open an accounts payable 
for the tax, his working capital 
will be inflated and he may find 
himself short of cash to pay Un- 
cle Sam when the tax payment 
is due. 


How to Review Statements 


Many contractors review an 
income statement the same way 
they check an invoice; each item 
is extended, the cost per unit 
checked against the purchase or- 
der and the quantity received 
against the receiving ticket, the 
quantity then multiplied by the 
cost to determine the correctness 
of each extension, then the in- 
voice totaled and passed for pay- 
ment. In other words, the figures 
on an invoice are checked before 
it is paid and that ends that. The 
mathematical accuracy and bill 
figures are not analyzed in rela- 
tion to other purchases or other 
business operations, and in this 
case, analysis isn’t necessary. 


Compare with Prior Periods 
However, to do a competent 
job of profit and loss statement 
analysis, the figures should be 
compared with prior periods, the 
prior 3 months, and the same 3 
months of prior years. This gives 
a good perspective on the trend 
of sales, costs and profits. If the 
sales dollar has decreased, it may 
(Please turn to top of page 236) 
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Steal Money from 
the Chimney 





Cur heating cost 
up to 36% 


Fuel dollars that ordinarily go up the chimney are kept in the 
owner’s pocketbook when a Sun-Ray Series “S” Oil Burner is on 
the job. That’s why more Sun-Ray burners are being installed 
than ever before. Want proof? Then... 


Check These Sun-Ray Features 


+ Sun-Ray Aerodynamic Housing. 

. Sun-Ray Combustion Head. 

- Delayed Action Oil Brake. 

. Precision Construction. 

- Burns Catalytic or Distillate Oils. 

6. Ideal for Conversions or New Furnaces. 


Against These Performance Results 


- Highest CO.. 

. Lower stack temperature. 

- Less draft required. 

- 500° to 600° higher flame temperature. 
. Cleaner combustion — always. 

. Most economical heating. 


And You'll Want to Sell Sun-Ray 


Outstanding leader in quality, popularity and profit potentials. 
Write today for complete information. 


Uhon~ 


Anhonw— 
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Sun-Ray Models from 0.5 to 25 G.P.H. 


Seu F 


SUN-RAY BURNER MFG. CORP. 











139-28 Queens Boulevard Jamaica 2, N. Y. 











(Continued from bottem of page 235) 
be due to many reasons, so varied that we cannot 
cover them here. We must assume that the con- 
tractor is trade-wise enough to determine the 
“why” of a sales decline. 

A high sales dollar may represent fewer sales 
because prices have increased. On the other hand, 
a lower sales volume may mean more unit sales 
because of price reductions. Then too, the reduced 
value of the dollar should be considered when ap- 
praising net profit. The profit-dollar is worth 
about 50 cents today compared to 1939 when it 
was worth 100.2 cents. 

If sales are satisfactory and the net profit is off, 
the margin may have decreased or the overhead 
increased. It’s up to the contractor to do some 
digging to find out why. The reasons are many, 
they differ with the business. Hence, it is difficult 
to give specific counsel, except to say that the 
contractor who analyzes his statements monthly 
will soon put himself in a position to determine 
the reasons for such variances and give him the 
“know-how” to apply correctives. The important 
thing is for the contractor to get a monthly state- 
ment so that he can take steps to bring profit back 
to normal quickly and minimize loss. If he waits 
until the end of the year, even if he finds out why 
profits are unsatisfactory, it will be too late to do 
anything about retrieving the loss. 

Regarding overhead expenses, contractors have 
often asked us if such-and-such an expense was 
too high. One may as well ask, “How high is up?” 
because expenses differ with the business and its 
management. Rent, or ownership, for example, 
is never too high if the location brings in enough 
volume to net a satisfactory profit. 

One cannot use another contractor’s expense 
ratios or group average figures as standards for 
a specific retail business in this industry, even 
though both operate in much the same way. AI- 
though the “foreign” figures may be straws in the 
wind, they are not dependable weather-vanes. 
Individually, businesses vary too much for one 
contractor to use another’s figures. 

The contractor’s own experience figures are the 
best guides if his figures are made up monthly 
and he analyzes them with care each month so 
that he is sensitive to their movements. 

The profit and loss statement is like a 6-cylinder 
automobile engine: sales, cost of sales, inven- 
tories, margin, overhead expense and net profit 
are the 6 cylinders making up the contractor’s 
business engine. One bad cylinder ruins engine 
performance even if the other cylinders are in 
good condition. Likewise, with the compcaent 
parts of a profit and loss statement. One bad 
cylinder can make the whole business engine run 
ragged and unless you keep a close check on the 
ensemble every month, you will never know when 
the system will back-fire with serious results. 


August, 1953 





August, 

















ast, 195 FE Anoust, 1953 DOMESTIC ENGINEERING 237 





cannot 
e con- 
ie the 





| Faster Action of 
— | : 


me FOR HEATING & COOLING 
















































































































hand, 
: sales Year 'Round Comfort 
duced i 
oa MERCOID DUAL SENSATHERM| Cuts Heat-up Time 
worth That Nicholson radiator traps cut heat-up time and fuel 
: costs is repeatedly demonstrated by institutional installa- 
hen it NO INTERNAL HEATER COILS tions. Nicholson traps feature: (1) Vapor-pressure principle; 
as a result they operate on lowest temperature difference 
is off NO CYCLE ADJUSTMENTS between steam and condensate. (2) Larger valve orifices, 
1s OMT, effecting greater dis- 
rhead NO SPECIAL SETTINGS charge. Size, 12” and 
some 34”; vapor and vacuum; 
. to 25 Ibs. 
nany SIMPLY SET IT & FORGET IT oo 
fficult BULLETIN 452 
it the Individual adjustments permit close 
nthly regulation at any desired temperature 
rmine on both the heating and cooling units. 
n the 
rtant Heating circuit seeee ona drop in temperature and cooling 
state- circuit closes on a rise in temperature. The Mercoid Dual 
back Sensatherm maintains the desired temperature within a 
7 16°F. plus or minus (for each setting) total differential 1°F. 
waits Electrical capacity each circuit (low voltage) 9/10th amp. 190 Oregon St., Wilkes-Barre, Pa. 
wh at 24 volts or less. | 
‘ y 2 | 
to do THE MERCOID CORPORATION [ff 
4201 BELMONT AVE., CHICAGO 41, ILLINOIS, U.S.A 
have | TRAPS - VALVES - FLOATS 
- was ne 
up?” 
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nple, NIPPLE CARRYING CASE 
ough SAVES TIME © IS ORDERLY 
Light, Easy to Carry 
Ideal for Plumbers, Electri- 
— aus po enantics ‘Men! 
s for 
even awe OP RIGHT KEK CLEANED BOILERS 
Al- IT’S THERE WHEN YOU feria 
1 the WANT IT! <i ce 
DEFINITELY BETTER H ol R HOT WATER 
nes. $ 00 | sata 
one Write for hag Data truck ‘over “rough { 5% | 
are Specialists in Specialties” | WerrTTrgr: < 
the E. J. WOOD MFG, & SALES COMPANY KENITE ieisou. Gmnase 
thly 1503 FERDINAND AVE. DETROIT 9, MICH. | 
h so 
APPEARANCE SE LLS STEDCO® JONES ESTIMATING TABLES 
ider | By Ernest F. Jones. An accurate reference book 
: See on air requirements and duct sizes for heating 
yven- ' ie and air conditioning. Makes the work of figuring 
rofit heating and air conditioning requirements easy 
’ and absolutely certain. Eliminates chance of 
ors error, saves time in estimating. Four sets of 
zine tables cover various types of construction, roofs, 
a floors, ceiling, insulation, single and double glass 
dian windows, everything that will have an effect on 
lent heating and air conditioning. May be used on 
bad any system using ducts. Beautifully bound. 
Size 514 x 814. 68 pages. Price postpaid, $1. 
run but EFFICIENCY Order today from 
the ig IME UNDERCOVER, STORY | Book Department 
"ani mien Voy eH | DOMESTIC ENGINEERING 
STE KING: CO opuC UCTS 1801 Prairie Ave. Chicago 16, Ill. 
WILKES BARRE, PENNA. 
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SITUATIONS WANTED 


SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALES MANAGER 


Now associated with manufacture of 
plumbing fixtures wants similar posi- 
tion with manufacturer or large whole- 
saler which offers opportunity, chal- 
lenge and salary in exchange for 17 
years’ experience, broad knowledge of 
industry and desire to earn salary. Age 
36. Will locate anywhere. Address Key 
976-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


COMING TO CALIFORNIA 
IN SEPTEMBER 


Fifteen years experience in_ retail 
plumbing and heating sales. Installa- 
tion, buying, advertising, and estimating 
displays. Three and one half years col- 
lege. Interested in similar position in or 
near San Diego or Los Angeles. Dale 
Carnegie student and class director. 
Can offer highest type of reference. 
Age 34, married, veteran. Address Key 
968-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 








SITUATIONS OPEN 





SALESMAN WANTED 


For western Massachusetts, Connecti- 
cut, New Hampshire, Maine and Ver- 
mont calling on master plumbers with 
complete line of brass goods and spe- 


cialties. We are nationally known man- 


ufacturers having established accounts 
in the territories. Guarantee drawing 
account against commission with op- 
portunity for bonus. An excellent op- 
portunity for an aggressive experienced 
salesman. Address Key 965-D, “DO- 
MESTIC ENGINEERING,” 1801 Prair- 


ie Ave., Chicago 16, Illinois. 





SALESMEN WANTED FOR WISCON- 

sin, Illinois, Tennessee, Kentucky, 
West Virginia, Virginia and western 
New York, calling on master plumbers 
with complete line of brass goods, 
tubular goods, copper, drainage, malle- 
able and cast iron fittings, rubber spe- 
cialties, closet seats and brass special- 
ties. Guarantee drawing account 
against commission with opportunity 


for bonus. Protected territories. Ad- 
dress Key 9$79-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 


16, Illinois. 


FOR ADDITIONAL CLASSIFIED ADVERTISEMENTS SEE PAGES 240 


} 


| 
| 


SALESMEN: YOU CAN ADD TO YOUR 
income. Sell full line oil or gas floor 


furnaces and space heaters, also gas 
incinerators, to jobbers and dealers. 
Write with all details. Address Key 


“DOMESTIC ENGINEERING,” 
Ave., Chicago 16, Illinois. 


971-D, 
1801 Prairie 





SALESMAN WANTED 


For Oregon, Washington, Idaho, Wy- 
and Utah 


plumbers with complete line of brass 


oming, calling on master 
goods and specialties. We are nationally 
known manufacturers having estab- 
lished accounts in the territories. Guar- 
antee drawing account against commis- 
sion with opportunity for bonus. An 
excellent opportunity for an aggressive 
experienced salesman. Address Key 
966-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave. Chicago 16, 


Illinois. 


SALESMAN WANTED BY SALES REP- 

resentative in Philadelphia area. Pre- 
ferably one who has been employed by 
a major pipe fittings manufacturer and 
having a following among the better 


jobbers. Submit full particulars and 
experience in first letter. Address Key 
975-D, “DOMESTIC ENGINEERING,” 


1801 Prairie Ave., Chicago 16, Illinois. 





WANTED: 


ENGINEERS 

CIVIL — MECHANICAL — ARCHI- 
TECTURAL. Sales promotion of cop- 
per products in the building construc- 
tion trade. Excellent opportunity for 
qualified men. REVERE COPPER 
AND BRASS, INC., 2240 North 
Natchez Ave., Chicago 35, Illinois. 


PLUMBING SUPPLY SALESMAN: EX- 
cellent opportunity for man with ac- 





tive following among ‘plumbing and 
heating contractors and hardware 
stores. Territory protected, Well es- 


tablished New York firm. Weekly draw- 
ing against commission. Replies strict- 
ly confidential. Address Key 984-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


SALESMAN TO REPRE- 

sent a line of copper sweat fittings 
for the = of New Jersey. Address 
Key 985 “DOMESTIC ENGINEER- 
ING,” iol Prairie Ave., Chicago 16, Ill- 
inois. 


ESTIMATOR WANTED FOR FIGUR- 

ing, invoicing and estimates. Experi- 
enced in plumbing and heating field. 
Good opportunity with a large nation- 
ally known New York City distributor. 
Elite Sales Corp., 795 Lexington Ave., 
Brooklyn 21, N. Y. 











REPUTABLE MANUFACTURER 


of tubular brass plumbing goods eg — 
sentatives in Texas, Oklahoma, 

Arkansas, Mississippi, ——_ ang "Ta 
nessee, South Carolina, lower Ohio, Kentucky, 
western Pennsylvania and New —— states, 
Commission basis. Address Key 987-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MANUFACTURER'S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE, 1999, 221 W. 41 St., New 
York, N. Y. 


AGGRESSIVE MANUFACTURERS’ 

agents to represent an established 
water heater firm with lines that will 
meet all markets for the states of IIlli- 
nois, Iowa, Nebraska, Missouri and 
Ohio. Address Key 972-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave, 
Chicago 16, Illinois. 














SALES REPRESENTATIVES WANTED 

by manufacturer of quality line of 
cast iron screwed pipe fittings, to cover 
western Pennsylvania, Ohio, Indiana 
and other midwestern areas. State ter- 
ritory covered and present lines carf- 
ried. Address Key 882-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Aveé., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Manufacturer of well-established line 
of plumbers brass, including valves and 
various types of faucets, desires rep- 
resentatives who call on wholesale 
plumbing and heating jobbers, hard- 
ware houses, and mill and mine supply 
houses, in the following territories: 
New England 
Baltimore & Washington D. C. 
Florida & Georgia 
New York State exclusive of Metro- 
politan Area 
Address Key 980-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





ACTIVE LONG ESTABLISHED COM- 
petitive manufacturer tubular brass 
goods offers exclusive representation in 
Pacific Northwest, California, Texas 
and Minnesota territories. Address Key 
978-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED > 


An established manufacturer of com- 
petitive cast brass and tubular plumb- 
ers brass goods desires several estab- 
lished manufacturers’ representatives 
to call on wholesale jobbers of plumb- 
ing, heating and mill supplies. Terri- 
tories now open—Missouri, Kansas, 
southern Illinois, Mississippi, Michigan, 
Louisiana, upstate New York and west- 
ern Pennsylvania. State experience, 
actual territory actively covered and 
references. Address Key 977-D, “DO- 
MESTIC ENGINEERING,”’’ 1801 
Prairie Ave., Chicago 16, Illinois. 
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New G-E pressure switch 
for quiet, dependable 
water-pump operation 


The new G-E Pressure Switch has been specially de- 
signed for use on domestic water-pump installations 
where quiet and dependable operation is of primary 
importance. The switch can control pumps with pres- 
sure ranges from 5 to 65 lbs. equipped with motors 
up to 1 hp at 115 or 230 volts a-c, and up to 14 hp at 
230 volts d-c. 

Long service life is assured by large fine silver con- 
tacts, new Buna diaphram, case-hardened bearing 
surfaces and corrosion-resistant parts. Many improved 
features provide easy installation. Shown above are: 

A Large, easy-to-reach terminal screws simplify wiring 

B Cut-in, cut-out springs are easy to adjust 

C Cover snaps right on... no tools are needed 

The G-E Pressure Switch can also be used for oil 
or air compressor applications. For further informa- 
tion, see your nearby G-E Apparatus Sales office, or 
write Section 740-10, General Electric Company, 
Schenectady 5, New York. 

THE APPLIANCE CONTROL DEPARTMENT 
of General Electric is devoted exclusively 


to developing and producing a complete line of 
controls for appliance manufacturers 


GENERAL (3) ELECTRIC 
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tHe new Cfeclvo-Matic removes 


HARDNESS, IRON, AND DIRT LIKE MAGIC! 


Case in on the growing water softener market! Over 
36,000,000 hard-water homes need softeners badly. 


The Permutit Electro-Matic works like magic—removes all 
hardness, gives silky soft water for luxury baths and sham- 
poos. Removes iron, gives freedom from rust-red stains. 


More important, the Electro-Matic can save the average fam- 
ily over $16 a month on soap, fuel, wear and tear on home 
laundry . .. many other items. 


HERE’S WHY ELECTRO-MATICS PAY OFF! 
@ Growing market—no trade-ins @ Big margin—no price 
shoppers @ Fully backed by the originators of household water 
conditioning equipment @ Up-to-date sales training @ Sales- 
clinching home demonstration plan @ Full merchandising support 
@ Advertised in Better Homes & Gardens, American Home 





WATER CONDITIONING HEADQUARTERS FOR OVER 40 YEARS J 


PERMUTIT 


HERE’S HOW [wwe rermutir company, DEPT. DE-s 


€ 








330 WEST 42nd STREET, NEW YORK 36, N. Y. 
vou can | Send full details P t f hi 
me full details on a Permutit franchise. 
CASH IN! —_ 
NAME as 
Some franchises are | 
available right now. ADDRESS 





Mail the coupon for 


full details, todey! y 9 ¢¥—_____________ ZONE___ STATE___ 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 








EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 801 Prairie Avenue, 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


For new type pipe and copper tubing 
strap. All territories open. Address 
Key 970-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 








OPPORTUNITY KNOCKS FOR ENER- 
getic manufacturers’ representatives: 
Newly organized manufacturer of 
varied line of quality plumbing and 
heating specialties, competitively priced, 
is now setting up national distribution. 
Chance to get in on ground floor as all 
territories are open. Good commission 
rate and protected territory. Write full 
details in confidence. ,Address vo,” 
974-D, “DOMESTIC ENGINEERING,” 

1801 Prairie Ave., Chicago 16, Tilinois.” 





LINES WANTED 


SEASONED SALESMAN WITH 8 

years’ experience in the plumbing and 
heating field seeking additional lines of 
merit. Recently left leading boiler 
manufacturer to start business of own 
as manufac turers’ representative. Well 
acquainted with engineers, architects, 
contractors, and jobbers in Kansas and 
western Missouri area. Sales made 
through the jobber. Accustomed to an 
aggressive follow-through of sales op- 
portunities from inc ne tre —. a ee 





job to its final co ress 
Key, 986-D, “DOMESTIC ‘ENGINEBR- 
ING,” 1801 Prairie Ave., Chicago 16, 


lllinois. 





PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 


607 Market Street, San Francisco 5, 
California 
Lines for vlumbing, hardware and industrial 


only. Perfect coverage in California 
and Arizona for past twenty years. 


LEADING © FLORIDA MANUFACTUR- 

ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
plus leadership in sales records, plus 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 








Western Pennsylvania & West Virginia 
D. S. SCHWARTZEL 


254 N. 16th Ave., 
New Brighton, Pa. 


Representing the Manufacturers 


Plumbing, Heating & Supplies 








YOUNG AGGRESSIVE MANUFACTUR- 
ers’ representative well acquainted 
among plumbing and heating jobbers 
and mill supply jobbers wants one or 
two additional lines of high quality for 
Minnesota, Iowa, Nebraska and North 
and South Dakota. Address Key 967-D, 
‘‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





California—Arizona—Nevada 


SAM HEXTER & ASSOCIATES 
9254 West Third St. 
Beverly Hills, Calif. 


Warehousing Nationally Known Lines 





AGGRESSIVE MANUFACTURER'S 

representative with over twenty 
years’ experience in the metropolitan 
New York area, selling only one line, 
willing to devote intelligence, time and 
effort to the promotion of one addition- 
al quality line. Services available Sep- 
tember First. Address Key 973-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LINES WANTED 
Wanted: one good quality line by man- 


ufacturers’ representative who has large 
following with jobbing trade for Chi- 
cago and surrounding territory. Ad- 


dress Key 945-D, “DOMESTIC ENGI- 


NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 








DEL L. RAMEY & ASSOCIATES 


Manufacturer’s Representatives 
4005 Wrightwood Road 
Austix, Texas 


Covering the Southwest 





MANUFACTURERS’ 
REPRESENTATIVE 


Wants additional plumbing line to sell 
plumbing supply wholesalers in the Chi- 
cago metropolitan area, Contact JACK 
So 6817 W. North Avenue, Oak 
Park, Illinois. 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 


Manvfacturers’ Agency Selling 


Important Mid-Northwestern Jobbers 





ENTIRE STATE OF OHIO 
M. M. MATHES & SON 
1836 Euclid Ave., 


Cleveland 15, Ohio 
Serving the plumbing jobber 








MANUFACTURERS’ 

tive established in the _ state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St.. Peters- 
burg, Florida. Address Key 942-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


REPRESENTA- 








MANUFACTURERS’ REPRE- 

sentative with a good reputation and 
following. Wants additional lines to 
sell plumbing and heating wholesalers 
in the following territory: south Jer- 
sey, Philadelphia, eastern Pennsylvania, 
Baltimore and Washington. Address 


Key 946-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 


Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 





NEW YORK STATE COVERAGE (EX- 

cept metropolitan) plumbing supply 
jobbers for additional quality line. Con- 
centrated attention to worthwhile 
proposition. Address Key 983-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 


Selling jobbers throughout lowa, Ne- 
braska, Kansas, Oklahoma, Missouri, 


Arkansas, Colorado. 








M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 


Established with plumbing jobbers i in the states 


Titimete, nes Mg prompt coverage ry sndinhaa 


turers represented. 


BOSTON 


Manufacturers’ representatives with 
long experience selling to New England 
plumbing and heating supply jobbers, 
can give personal, aggressive repre- 
sentation to one more major non- 
conflicting line. Address Key 969-D, 


“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 











WELL ESTABLISHED MANUFACTUR- 
ers’ representative covering heating 
and plumbing wholesalers in Ohio can 
handle one hte tine. asa tenes Key 
982-D, DO. TIC NGINEERING,” 
1801 Prairie Aye, Chicago 16, Illinois. 


JOHN E. SCHMITZ, 964 South Gaylord, 
Denver 9, Colorado. Selling in Colo- 
rado, Wyoming, Utah, New Mexico, 
would like to handle several non-con- 
flicting items for this territory. 








FOR ADDITIONAL CLASSIFIED ADVERTISEMENTS SEE PAGES 238 AND 242 
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HOT WATER 


SYSTEMS Sall 


IT’S 


Pressure Control and Relief Valve 


A dependable filler and relief valve for controlling 
pressures in hot water heating systems. All bronze 


construction. Factory settings 12 (bs. delivery and 
30 Ibs. relief. 













RELIEF VALVE 

Large diaphragm type pres- 
sure relief and positive fuse 
plug temperature relief give 
positive protection against 
range boiler explosions. Chi- 


cago Code approved. Regu- 
larly supplied for 75 Ib. 


pressure and 200° tempera- 
ture. Other settings available. 


TYPE 300 


PRESSURE REGULATOR 


An accurate and depend- 
able reducing valve for 
either air or water. All 
bronze construction, Stock 
setting at 12 Ibs. If other 
pressure settings ore de- 


sired, specify when ordering. 


SalConoruens company 


2326 KISHWAUKEE ST. * ROCKFORD, ILLINOIS 
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When an old South African native was told he had 
to be taxed because the government, like a father, 
protected him from enemies, cared for him when he 
was sick, fed him when he was hungry, gave him 
an education, and for these purposes needed money, 
the old native said: 

“Yes, I understand. 
and the dog is hungry. 
food. 

“T say to him: 
are very hungry. I am sorry for you. 
you meat.’ 

“T then take a knife, cut off the dog’s tail, give it 
to him, and say, ‘Here, my faithful dog, be med He 
by this nice piece of meat.’ ” 

— X-L Couplings — 

From the “X-L” Fictionary: MOVIE 
SALARY—The haul of fame. 

— X-L Nipples 

Ask your jobber for “X-L” brand when you order 
Pipe Couplings and Pipe Nipples. They're the finest 
quality you can buy, precision engineered with strict 
adherence to industry standards. And you can buy 
“X.L” brand in every size for every need. 

— X-L Couplings — 

Joseph Pulitzer, who made his money out of news- 
papers and left part of it to encourage literature, 
once declared that accuracy is to a newspaper what 
virtue is to a woman, It was a girl reporter, however, 
who pointed out that the statement was inaccurate. 

“4A newspaper,” she said, “can print a retraction.” 

— X-L Nipples — 

“X-L” Packaged Merchant Couplings are easier 
to store and easier to handle. They’re packed one 
size to a carton to make them easier to inventory. 
Try them; ask your jobber for “X-L” Packaged 
Couplings—in sizes from 14” to 2”. 


— X-L Couplings — 


It is like this: I have a dog 
He comes to me and begs 


‘My dear faithful dog, I see you 
I shall give 


ACTOR’S 


The treasurer, dictating letter: “From the com- 
parative size of the pipe shipment and the bill, I 
should say you got them mixed—you should have 
sent the pipe by mail and the bill by freight.” 

— X-L Nipples — 
Poets Corner: 
There was an old man of Nantucket 
Who kept all his cash in a bucket; 
But his daughter, named Nan, 
Ran away with a man— 
And as for the bucket, Nantucket. 
— X-L Couplings — 

We make every size Pipe Coupling, from 1%” to 
i2", for every coupling purpose. And eaclf hears the 
‘X-L” mark of quality 

— XL Nipples — 

Hope you don't forget to ask your jobber for 

wap 2 S00 Pipe Conpung: and Nipples. Thanks. 
X-I 


— . Products — 





iki Das aiid Tybe PIPE 
COUPLING From One Source 


“WHEELING MACHINE 
PRODUCTS COMPANY 
Da ss nasi WEST VIRGINIA 





| 


| 
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FOR SALE FOR SALE 


WANTEO TO BUY 





WELL ESTABLISHED PLUMBING 
and heating service business in Pasa- 
dena, California. Complete shop includ - 
ing sheet metal equipment. Building 
50x65 with nice showroom; also fenced 
lot in rear. Low rent. Near center of 
large populated area. Five panel trucks 
and also in baby training. The only one and 1 pickup in fine condition. Owner 
° ° wishes to retire. Address Key 897-D, 
of its kind and fully protected by do- | “poMpsTIC ENGINEERING,” 
mestic and foreign patents. Complete Prairie Ave., Chicago 16, Illinois. 
manufacturing facilities for large pro- posse Se ak 
duction. Can be relocated. An outstand- 
ing opprortunity for unusually high 


profit potential. Terms. 
J. E. HIGGINS & CO. 


MANUFACTURING PLANT 


Producing a sensational new kind of 
bathroom fixture. A permanent 3 in 1 


molded plastic product used by adults 


FOR SALE 


Well established manufacturers’ 
resentative business with the finest ac- 
counts possible. Manufacturers will go 
along with the right man. Located in 
the heart of the Southwest in an area 
where the growth in population is truly 


rep- 


3109 Peachtree Dr. NE., Atlanta, Ga. 
CH. 6071 


BUSINESS FOR SALE: ESTABLISHED : 4 
wholesale plumbing and heating sup- amazing. Books open to anyone ser!- 

ply company with beautiful modern ously interested. Must retire due to 

showroom located on busy highway. 

Belling due to illness. For further in- health. Address Key 948-D, “DOMES- 
ormation Address Key 952-D, ” sri 

MESTIC ENGINEERING,” 1801 Prairie TIC ENGINEERING,” 1801 Prairie 


“DoO- | 
| 


Ave., Chicago 16, Illinois. 


Ave., Chicago 16, Illinois. 




















McDonald not only offers those pumps which are the most 

— but with the complete line of McDonald Water 
ystems you will find yourself able to satisfy the most unusual 

requirements which your customers may bring you. 


Typical of this complete line offer by McDonald are the 

4 pumps illustrated above, each built and priced with a 
particular job in mind: Fig. 3025, competitively priced, 
ready to deliver the most for the money; Fig. 420, long 

one of the most popular pumps manufactured b 
McDonald; the McDonald Sumo Hydro-Sub Subcenssiiiie 
trouble-free, noise-free, tamper-proof, truly one of the latest 
words in water systems; and our new Fig. 7520 Centrifugal, 
the answer to increased demands for greater capacity. 

To satisfy all your customers’ demands you can’t do better 
than handling the complete McDonald line. For full 
information write for free descriptive booklets. 





A. Y- MSDONALD MFG. CO. *® DUBUQUE, IOWA 


WE BUY SURPLUS 


VALVES & FITTINGS 


We want your surplus valves, flanges 
and fittings. Write or call. 


NEWMAN'S INC. 


700 So. Maybelle Tulsa, Okla. 


LD-635 Phone 2-5228 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
See Pages 238 and 240 
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Water Heaters Controlled by Powers Accritem Regulators 


What’s Your Water Temperature 


Controf Problem? 
... With their many types of 
thermostatic regulators and 


60 years experience is well qualified to help you find 
the right type of control for these applications: 


Forced Hot Water Heating Systems; various types of Water 
Heaters and Heat Exchangers; Jacket Water Cooling for 
Air Compressors, Diesel and Gas Engines also Cyclotrons, 
Chocolate Enrobers and Plastic forming Presses; all types of 
Shower Baths and Hospital Hydrotherapy; processing X-Ray, 
Regular and Colored Film — and hundreds of other uses. 


Only one of Powers varied line of water temperature 
controls is shown here...the Accritem Regulator. It’s 
compressed air operated, has calibrated dial temper- 
ature adjustment, adjustable sensitivity and many other 
features described in Condensed Catalog 3035. 


Compressed Air 
Operated 










Only one 
of many 
applications 
Small Size. 
Bulb is 
12” long 
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TEMPERATURE 
ADJUSTMENT 


HOT 
They ACCRITEM REGULATORS Control these POWERS 
FLOWRITE Diaphragm Valves which regulate 


(a92) temperature of heaters in photo above. 


THE POWERS REGULATOR COMPANY 
Skokie, Ill. ¢ Offices in Over 50 Cities, see your phone book. 
OVER 60 YEARS OF WATER TEMPERATURE CONTROL 

















DOMESTIC ENGINEERING 


drill up to 


2°/;, diameter hole 


IN THE HARDEST 
woOobD! 





Simply snap the KORNER KING right angle 
attachment on your present heavy duty drill 
(4" or larger). LOW side gives you 80% more 
power at half rpm... HIGH side doubles your 
drill’s rpm. Drill holes up to 2-9/16 inch in diam- 
eter in the most inaccessible spots — between 
joists and studs, in tight corners, etc. All with 
100% safety because an exclusive RCS Torque 
Release eliminates dangerous torque reaction if 
drill jams . . . drive shaft continues turning if 
load or obstruction ever locks driven shaft or bit. 


RCS SUPER SPEED BITS range in size from 
54" to 2-9/16" diameters. Their new, simple de- 
sign requires less torque, needs less thrust. Fast 
acting, cool running and long lasting, RCS 
SUPER SPEED BITS assure economical opera- 
tion — as well as low initial cost. They’re easy 
to sharpen, inexpensive to replace. 


Extra extensions are available for these new 
RCS SUPER SPEED BITS which permit drill- 
ing holes, in perfect alignment, to just about 
any length. 

If you use a drill, learn more about how RCS 
KORNER KING and RCS SUPER SPEED BITS 
can increase its efficiency and versatility. 


WRITE DEPT. DE-8 TODAY FOR COMPLETE DETAILS 


RCS TOOL SALES CORPORATION 


ILLINOIS, U 


OnGs ai 
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Producing 
ACCEPTED 
STANDARD GAUGE 

and BRANDED : 


@ Lavatory Legs 
@ Sink Strainers 
@ P.O. Basin Plugs 
@ Continuous Wastes 
@ Flexible Supplies 


@ “P” Traps—*S” Traps 


Inquiries Will Receive Prompt Attention 


STERLING TUBULAR PRODUCTS CO. 


Subsidiary of STERLING FAUCET CO 
MORGANTOWN, WEST VIRGINIA 


ENGINEERING 





| Has famous Royal lifetime 


| with drilled 
| Each heater furnished with 


| manufactured and LP-gases. 
| Simplifies your stock! 
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TO INSTALL! 
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RECESSED VENTED HEATERS—Beautiful, modern de- 
sign. Installed in wall, saves floor space. Single or dual 
units, vented. This heater has everything! Folder on re- 
quest proves point by point superiority over anything ‘on 
the market! Write today! 


WALL INSERT 
HEATERS 


This top quality Royal un- 
vented gas wall insert heat- 
er installs in four easy steps! 


cast-iron one-piece burner 
raised ports. 


three orifices for natural, 


FEATURE BOOKLET, which will be sent on request, 
shows point by point the reasons why you and your cus- 
tomers get the most for your money in Royal Recessed 


Heaters. 


. t Manufacturers of gas heating appliances, 

On — bam fireplace furnishings, barbecue grills 
pACcE 

oar end Mart, 


Chicago 





CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
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SOMERVILLE 
Cast Iron 
Soil Pipe 

and Fittings 


@ The Somerville line 
is profitable for you to sell and 
install. Somerville Cast Iron 
Soil Pipe, Fittings and Plumb- 
ers Specialties assure the cus- 
tomer of a permanent, trouble- 
free installation...no escaping 
sewer gas, no water pollution, 


no seepage, no root entry. 


Know this complete line. 
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Write for New Catalog 


OMERVILLE 


lron Works 
ae 
600 South Mill Street 
NEW CASTLE. PA. ——" 
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SELL MORE 

















Why? ... Because more and more 
well drillers, farmers and plumbers 
throughout your trade areas are going 
to be buying plastic pipe. And CRESLINE 
dealers have more to offer these pre- 
sold prospects. 

Whatever the cold water use—however ir- 
regular the ground or condition of the well— 
CRESLINE-NT Flexible Plastic Pipe can be in- 
stalled quickly, easily and at lower cost. Every 
foot is of 100% virgin material, guaranteed 
not to rust, rot or corrode. Every foot is glass- 
smooth inside to eliminate build-up and pro- 
mote permanently higher flow capacity. MOST 
IMPORTANT: Every foot is marked to assist 
you in measuring and identifying both brand 
and type. 

All of these add up to pipe that’s lighter 
weight, longer lasting, lots more economical 
from your customers’ angle ... far more con- 
venient to stock and sell... marked with proof 
of confidence in quality that clinches more 
sales for you! 


CRESLINE FLEXIBLE PLASTIC PIPE IS MADE 
TO ALL SPECIFICATIONS OF THE THERMO- 
PLASTIC PIPE DIVISION OF THE SOCIETY 
OF THE PLASTICS INDUSTRY 


For Distributorships Still Open 
Write Today 


FOR PROFITABLE DETAILS 


CRESCENT PLASTICS, INC., DEPT. E 
955 Diamond Avenue, Evansville, Indiana 


Send detailed information about Cresline Flexible 
Plastic Pipe and trade discounts to: 











NAME TITLE 
COMPANY 

STREET. 

CITY ZONE STATE 





CHARTER MEMBER: THERMOPLASTIC PIPE DIVISION OF SPI 


— MAIL COUPON NOW -—— 
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Tis za howe 


of THOSE WHO KNOW 
both the value and the record of 


TOP QUALITY PRODUCTS... 
Cadwell is a name synonomous with quality BEATON a 


instruments for safety relief. The discrimi- 
nating buyer of safety relief valves, essential C ADWEL iF 
to RANGE BOILERS, WATER HEATERS, 
HOT WATER STORAGE TANKS and HOT 
WATER SYSTEMS, will ask for a Caldwell 


product—rated tops among leading plumbers Ss f. R I f V) I 
and contractors. a ely eile atves 


‘ 


Compare the = 
CADWELL a 
No’s 25 and 25E 

With Any Other § 
Valve on the —¥ 
Market 


Codell No. 25 
Cadwell Cadeut 


No. 75 No. 105 


Adjustable Po pet Poppet Type Pressure Cadwell 
ype Pressure Relie i alve. ” 
Valve. 2” I.P.S. LPS. Listed “A.C.A No. 25E. below same 
as No. 25 with 6” 
i if Y extension. A. G. A. 
Types No. 75, 105 and 35 can be furnished with aawe listed. 


fusible plug for Semporetune relief. (Not self-closing No. 35 
on temperature relie 


Pressure Relief Valve. 
Diaphragm operated 

or 4 1.P.S. 
Usted A.G.A 


HOURLY INPUT OF 


The original PERFECTION No. 10 HINGED TYPE No. 3A ay Brass 
Sheet Steel. Sizes Ma” ot 6”. sizes— V4” to 4” Sizes 5”, pe O 000 
Copper Tube Sizes 4” to 3”. > 8”, 9”, 12”. Furnished in SNe. 2 , 


11—Same with Set Screws. Copper Plate similar to No. 3A but not 
5. y. w. 


Tube Sizes 4%” to 3”. hinged. 

Thermostatic Element 
always out of water 
except when discharg- 
ing. Easily taken apa:t 
for inspection and 
easily cleaned without 
disturbing temperature 
or pressure relief. 
Available in Male %", 
%” & 1”. Female diam. 
%” in all cases. Listed 
A.G.A. 














without 
perature 


. Listed 





